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ord Shuffles 58 Models 


o Underprice 


By John K. Teahen Jr. 
Staff Writer 

division sent its rivals 
scurrying for their pencils last} 
as it revamped its series| 
and announced a set of 
that kept competitors at 
desks till long after dark. 


Briefly, Ford dropped its Cus- | 
series, downgraded the Cus- | 
300 and Fairlane and widened 
the gap between six-cylinder and . 
¥-8 prices. Custom 300s are priced 
comparably equipped ’57s. 
Ford’s 1958 prices are about 3.7) 
mnt higher than last year on| 
inder models. An exact com-| 
—" is difficult because several | 
that were standard equip-| 
Ment in 1957 now are optional at/ 
extra cost on Custom 300s and_| 
anes. 
‘It must be noted, however, that) 
models are equipped com-| 
Parably with the Plymouth Plazas 


and Savoys and the Chevrolet Del- | 


- Top Cars 


New-car registrations for nine 
months: 


id 


1—1,145,985 
2—1,098,773 
3— 480,176 
4—- 307,718 
5— 286,697 
6— 249,319 
I— 212,872 
8— 204,896 
S— 108,179 
10— 83,302 
ll— 81,536 
2— 66,102 
13— 48,254 
14— 27,311 
15— 26,312 
9,170 
8,185 
7,566 
4,531 


1956 
Make Pos. 
Ford _1,010,736— 2 
Chev. 1,209,036— 1 
Plym. 377,632— 4 
Buick 431,130— 3 
Olds. 350,495— 5 
Pontiac 282,559— 6 
Mercury 219,223— 7 
Dodge 170,731— 8 
Cadillac 109,910— 9 
Chrysler 86,424—10 
DeSoto 79,005—11 
Rambler 54,368—13 
Stude. 62,384—12 
Lincoln 33,225—14 
Imperial 7,324—18 
Met. 5,135—19 
Nash 20,287—16 
Edsel 


Packard 25,392—15 
4,124 Hudson 9,592—17 
598 Cont’ 1,265—20 
- 139,089 Misc. 66,472 
Total All Makes 
4,601,195 4,612,825 
Further details on Page 48. 


Rivals 


| rays and Biscaynes with which they 


will compete. 
> > > 
only Mercury and Packard 
to be heard from, the industry’s 
1958 price increase averages 3.38 
percent. Last year, the boost aver- 
aged 7.17 percent. 

Ford's Custom 300 four-door 
sedan is priced at $2,119 and is 
$77.12 more than the four-door in 
last year’s 

(Continued on Page 58, Col, 1) 


Dealer Cancelled 
For °58 Ford Sale 
To Used-Car Lot 


ORD MOTOR CO. has cancelled 
the franchise of Buck Myers 
Ford, Bixby, Okla. which sold the 
1958 Ford displayed on a used-car 
lot in Muskogee, Okla., three weeks 
prior to public introduction date. 


William K. Myers told Automo- | 


tive News he would appeal the 
action to the Ford Dealer Policy 
Board. 


Myers said the car was “mis- 
takenly” sold as a 1957 model by 
his office manager, the only other 
full-time employe. Bill Bull, owner 
of the used-car lot, was the pur- 


chaser. 
‘T WAS out of town at the time,” 
Myers said. “The ’58 model was 

parked next to a ’57 300 model. 
When my office manager called me 
about Bull’s offer, I thought he 
was referring to the ’57 model.” 

Myers said he offered to buy 
back the car after the error was 
discovered, but that Bull refused. 

The car is. believed to be the 
same one that turned up later on 
a Joplin (Mo.) used-car lot operated 
by Burtrum Bros. Motor Co. 

og 7 7 


rps L. STANLEY, president of 
Dan Stanley Motors, Inc., Jop- 
lin, praised Ford Motor’s action. Hé 
had protested the premature bow 
of the 1958 Ford to R. S. Mc- 
Namara, Ford Motor vice-president. 

“It was a very bold meve,”’ 
Stanley said. “I believe Ford has 

(Continued on Page 4, Col, 5) 
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Edsel Bolsters Ford in 3rd Quarter Sales ... 


Chevy Scores Top Gain 


By Robert M. Lienert 
Associate Editor 
EVELOPMENTS in the new-| 
ear sales field during the third 
quarter featured the key role| 
played by a newcomer, the con- 
tinued growth of foreign upstarts 
and the comeback of the “ex- 
champ.” 

These and other closeup views 
of the market are provided by an 
Automotive News analysis of reg- 
istration figures just released by 
R. L. Polk & Co, 

The newcomer, of course, is 
Edsel. Although it was on the mar- 
ket only in the final month of the 
quarter, its introduction enabled 
Ford Motor Co. to show the largest 
corporate gain in penetration dur- 
ing the three-month period. Had it 
not been for Edsel, Ford Motor 
would have registered a decline. 

> * > 


MPORTED cars continued their 
sensational market growth dur- 

ing the quarter, with the “miscel- 
laneous” classification adding 1.22 
percentage points to its penetra- 
tion, as compared with the first 
half. This was the biggest advance 
recorded. 

Chevrolet, the “ex-champ” in 
sales, gained more in penetration 
during the third quarter than did 
any other domestic make. It 
added 1.08 percentage points to 
its first-half figure. Chevrolet’s 
market resurgence reached its 
peak in September when, for the 
first month this year, it was No, 1 
in new-car registrations. 

A total of 1,530,320 new cars was 
registered during the three-month 
period, compared with 1,621,976 in 
the second quarter and 1,524,338 in 
the third quarter a year ago. 

Registrations for the first nine 
months amounted to 4,601,195, com- 
pared with 4,612,825 in the first 





|nine months of 1956. September's 


total was 495,217, compared with/| 
491,839 in August. 


| A MALTEEe of third-quarter regis- 


tration figures also showed 
that: 

1. Both smaller makers—Ameri- 
can Motors and Studebaker- 
Packard—scored market gains dur- 
ing the July - August - September 


New-Car 


642,090 578,826 


549,239 
| | 
April 


547,61 


> ’ A 


*November ‘57 figure is a projection. 


period. S-P moved upward 0.07 
percentage points while AMC, paced 
by a spurt for Metropolitan, over- 
came losses in its big-car lines to 
get on the credit side with a gain 
of 0.01 points. 

2. General Motors and Chrysler 
Corp. were the only corporations 
to lose shares of the market dur- 


ing the quarter. GM’s loss was a | 
considerable 1.57 percentage | 


| points; Chrysler Corp. was down 
| 0.01 points. 

3. Low-priced cars gained sharply 
| during the quarter, counteracting 
losses in the medium-priced and 
| high-priced field. The low-priced 
| field was up 2.98 percentage points; 
|the high-priced field was down 0.33 
| points, and the medium-priced field 
| dropped 2.65 points. 

4, Only medium-priced makes to 
(Continued on Page 4, Col. 1) 





600,000 Cars Due in Month 


First Time Since January 


By Martin L. Whitmyer 
Staff Writer 


ARRING unforeseen manufac- 

turing problems and further 
labor troubles, U.S. car makers 
can expect to see the second largest 
monthly number of units of the 
year roll from the assembly lines 
in November. 

Based on the daily production 


rate over the first eight days of | 


the month, the manufacturers 
would turn out an estimated 
529,000 cars during the month, 


However, with the strike at Gen- 
eral Motors’ transmission plant at 
Willow Run reported near an end 
and hopes for a quick settlement of 
a labor dispute at the Ford-Edsel 
assembly plant in Louisville, it is 
expected that the industry will be 


Inside 
Auto News 


GMC’s '58 trucks. Page 24. 
Jordan & Sputnik. Page 43. 
Car prices for '58. Page 48. 
Mississippi convention. 
Page 3. 

High finance a word game? 
Page 28. 


Used-car auction prices, Pages 6 and 49. 
Production by makes, Page 61. 
Editorial, Page 12. 


able to build in the neighborhood 
of 620,000 cars this month. 


* * * 


7 prediction is based on 
greater overtime operations at 
Oldsmobile, Pontiac and Cadillac, 
who have had to hold output within 
transmission stock inventories due 
to the Willow Run strike. The plant 
supplies Hydra-Matic transmissions 
for the three divisions, and it was 
understood all three car assembly 
units are nearing the depletion 
stage on the transmission units. 

The ending of the Willow Run 
strike will enable all three divi- 
sions to increase production 
schedules. 

Although Ford division. is still 
operating above its pre-changeover 
level, the strike at its Louisville 
plant ‘has cut more than 500 units 
a day from its schedules. Edsel 
also is hampered by the Louisville 
strike, but not as severely as its 
sister division. 

> 


| GREATER overtime activity is 
also expected at Chrysler Corp. 
| this month. 

If the 620,000-unit mark is at- 
tained, it will mark the first time 
since January that U.S. car as- 
semblies have surpassed the 600,- 
000 mark. The manufacturers 
turned out 642,090 cars in Janu- 
| ary for the largest monthly out- 
| put of the year. 

The November estimated total 
also is 89.4 percent above the 327,- 
362 cars built during October and 
6.7 percent over the 580,803 units 

(Continued on Page 61, Col, 3) 
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What's Happening This Year- 
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Tight Money Called No Hurdle for Autos... 
Finance Chiefs See Plentiful Credit 


By William Uliman 
Washington Correspondent 

WASHINGTON. — Sales finance 
chiefs agreed last week that credit 
funds in 1958 will be plentiful 
enough so that production and “in- 
stallment financing of automobiles 
will not be hindered. 

However, they said, money is 
still “tight” and expensive and 
likely to become dearer next year. 

Auto dealers and finance com- 

panies will absorb most of the cost 
increase, it. was agreed, but the 
public will also pay slightly more 
for time deals. 

This consensus was produced by 
a panel of top executives of inde- 
pendent sales finance companies 
which met during the annual con- 
vention of the American Finance 
Conference, the national trade as- 
sociation of such firms. 

It was also the general opinion 
that automobile sales in 1958 should 
be as good as in 1957—around six 
million. 

A. J. Blasco, conference presi- 
dent and head of Interstate 
Securities Co., said installment 
credit can play a key role in 
raising the American standard of 
living 50 percent in the next 10 


years. 

He foresaw the annual car mar- 
ket increasing to seven or eight 
million in five years. In the years 
ahead, he said, the industry will 
have to produce four to five million 
units a year just to replace vehicles 
that are scrapped. 

Blasco said installment credit out- 
standing, which stood at $31.6 bil- 
lion at the beginning of 1957, will 
probably surpass $40 billion within 
10 years. Actually, he said, the vol- 
ume could “safely expand” to $47 
billion without increasing the pres- 
ent ratio of debt to disposable in- 
come. 

The conference also heard an 
address prepared by NADA Presi- 
dent Frederick M. Sutter, who 
called on the sales finance industry 
to join with NADA in improving 
the auto trade’s ethics and practices 
to prevent it from drifting into 
ruin. 

He said enactment of the “good- 
faith” bill has laid the foundation 
for a more stable industry, but 
added that much remains to be 
done. 


“The automotive industry has 
reached the time for decision,” 
Sutter said. “I do not believe it 
ean drift much longer. Either it 


Business 
Barometer 


Auto Production — 159,241 cars, 
trucks in week vs. 153,251 the week 
before. 

Business Failures—250 in week 
vs. 271 the year before. 

Department Store Sales—Down 


in week, a decline of 113,115 from 
the year before. 

Gasoline Stocks — 179,288,000 
barrels, an increase of 25,000 bar- 
rels in week. 

New-Cer Registrations—4,601,- 
195 in 1957 to date vs. 4,612,825 the 
yeor before. 

New-Truck Registrations—<657,- 
138 in 1957 to date vs. 685,662 the 
year before. 

Oil Stocks—282,408,000 barrels, 
a decline of 2,470,000 barrels in 
week. 

Soft Coal Output — 9,885,000 
tons estimated in week vs. 10,431,000 
tons the year before. 

Steel Output—78.7 percent of 
estimated capacity vs. 79.7 percent 
the week before. ; 

Used-Car Prices—$768 in No- 
vember to date vs. $795 in October. 

Wholesale Prices—117.5 percent 
of the 1947-49 index vs.117.7 percent 
the week before. - 


' Commen Stocks 


Nev. Oct. 1957 
6 High 
6% 8, 

82% 
59% 
47" 
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will become an out-and-out 
racket, operating generally at the 
very lowest element it does today, 
or it will adopt a complete new 
set of ground rules ... and, in 
time, become one of the most 
respected segments of American 
business.” 

Sutter, who recently underwent 
surgery, did not deliver the speech 
in person. It was read by Carl E. 
Fribley, 1956 NADA president. 

The NADA chief urged adoption 
of a code of business standards and 
a “true” quality dealer program in 
order to “rebuild public good will 
and re-earn the respect this indus- 
try deserves.” 

He chided the factories for ap- 
pointing what he called “fast opera- 
tor” dealers whose only goal is 
volume sales at the expense of 
public confidence and good will. 

“Just so long as our manufac- 
turers continue to appoint dealers 
of this sort,” Sutter declared, “just 
so long will it be impossible to 
rebuild our industry as we must. 


N.C. Damage Suit 
Pits Used-Car Lot 
Vs. Edsel Dealer 


WINSTON - SALEM, N. C.—A 
local used-car dealer has sued an 
Edsel dealership, asking for $30,000 
damages over advertising state- 
ments made by the defendant which 
the plaintiff claims were false and 
damaging to his business reputa- 
tion. 

L. Gilmer Lanier, of Lanier 
Motors, is plaintiff in the action. 
Defendant is Winston-Salem 
Motors. 

Lanier, in the suit filed in Forsyth 
County. Superior Court, is asking 
$10,000 actual damages and $20,000 
punitive damages. He says he ob- 
tained a number of new Edsels 
and advertised in the newspaper 
that they were being sold at “big 
discounts” with a factory service 
policy furnished. 

The next day, he says, Winston- 
Salem Motors advertised that 
Edsels appearing on used-car lots 
would not be covered by factory 
warranty and could not be bought 
with new-car titles. 

He said these statements were 
false, that he would give a new-car 
title with all Edsels, as well as the 
Edsel new-car guarantee, and that 
he and his business were damaged 
by the advertisement of the 
defendant. 


We hope this will soon be a thing 
of the past.” 


He contended that if there is 
no industry housecleaning and 
the auto business turns into a 
“racket,” good dealers will get out 
of the trade and the rest will find 
themselves operating under Gov- 
ernment controls. 


The sales finance industry might 
then find itself subject to similar 
restrictions, he said. 


Referring indirectly to the Jus- 
tice Department’s turndown of the 
“service responsibility” plans ad- 
vanced so far, Sutter said the Gov- 
ernment should help in correcting 
such problems as bootlegging and 
cross-selling instead of throwing up 
“roadblocks.” 

“Tt seems to us,” he declared, 
“that Government will assume a far 
more realistic attitude through co- 
operation rather than remaining 
aloof until an industry is about to 
go down for the third time and 
then ‘rescuing’ it at the expense of 
the taxpayer.” 

During the conference’s panel 
session, Blasco said he expects two- 
thirds of new and used cars bought 
during 1958 to be financed on credit. 
He added the opinion that car buy- 
ers may have to pay around $2.50 
more per $1,000 for their credit 
contracts. 

Robert L. Oare, board chairman 
of Associates Investment Co., 
commented that he foresaw no 
general shortening of terms or in- 
creased downpayment require - 
ments in 1958. But he said some 
areas of the country are trending 

(Continued on Page 57, Col, 1) 


Sutter Ill, Chaffin 
Acts for NADA Chief 


WASHINGTON.— Dean Chaf- 
fin, first vice-president of NADA, 
has assumed the responsibilities 
of President Frederick M. Sutter 
during Sutter’s convalescence 
from surgery for a back ailment. 
Sutter, a Dodge-Plymouth dealer 
in Columbus, Ind., is a patient in 
The Methodist Hospital, Indian- 
apolis, 

Chaffin, a Buick - Chevrolet 
dealer in Bozeman, Mont., will 
address the annual convention of 
the Ohio Automobile Dealers 
Assn. today (Nov. 11). Sutter's 
address before the American Fi- 
nance Conference last week was 
read by Carl E. Fribley, imme- 
diate past president of NADA. 











Dealers, Merchants Sponsor Show— 


The Burlingame-San Mateo (Calif.) automobile dealers and the Hillsdale merchants 
council are cosponsoring what is claimed to be “America's first 1958 auto show," Noy, 
14-23 at the Hillsdale Shopping Center. Shown above planning the show are, from 
left, Jerry Bromberg (Pontiac), president of the dealer group; Gas Pierat jr. (DeSoto- 
Plymouth), treasurer; Nancy White, Miss Bay Area and the “theme girl" of the Hills- 
dale auto show, and Dave Rasmussen, (Volkswagen), vice-president. 


"58 Show Season to Open 
This Week in Four Cities 


By John E. Walsh 
Staff Writer 
week heralds the opening 
of the auto industry’s glittering 
new-car show season. 

All 1958 products will be dis- 
played for the first time under 
one roof this week at shows 
opening in four cities—Los An- 
geles; Philadelphia; San Mateo, 
Calif.. and Sioux City, Ia. 

A “world premiere” preview party 
Friday (Nov. 15) will precede the 
opening of the Greater Philadel- 
phia show in Convention Hall Sat- 
urday (Nov. 16). It will close Nov. 
23. 

Elsa Maxwell, world-famous hos- 
tess to royalty and international 
society, will be hostess at the pre- 
view party. Among the guests will 
be stars of TV, radio, stage and 
screen; government and industry 
officials and civic, professional and 
social leaders. 

> > > 
| wpa SCOTT, president of 
the Philadelphia Automobile 
Trade Assn., predicted a record- 
breaking attendance of nearly 150,- 





No GM Drive to Recruit Dealers Seen 


By Kenneth C. Kelley Jr. 
Staff Writer 

HE end of General Motors’ mor- 

atorium on appointing new deal- 

erships does not signal the start of 
a dealer-recruiting drive, the cor- 
poration said last week. 

However, three of the six vehicle- 
producing divisions were extremely 
close-mouthed about what their 
plans are. 

Chevrolet announced plans for 
a gradual strengthening of its 
dealer organization and GMC 
Truck and Coach said it was go- 
ing to add 300 dealers. 

Cadillac said it would stand pat 
with its existing dealer setup. No 
comments on the move could be 
obtained from Pontiac, Buick and 
Oldsmobile. 

+. ” +. 
W. E. FISH, Chevrolet general 
© sales manager, said new deal- 
ers will be appointed only where 
“careful study” shows they are 
needed. 

Fish said: 

“Chevrolet contemplates no im- 
mediate changes in its dealership 
organization. 

“We are, of course, constantly 
studying and surveying our deal- 
erships on a national basis with 
an eye to impreving our position, 
both in sales and in the services 
we are able to render te eur cus- 


“Since March, 1956, when our last 
new dealerships went into effect, 
this country has experienced sizable 
population growth—some areas 
more than others. When we are 
sure, on the basis of careful study, 
that present dealerships cannot 


adequately serve the sales and 
service needs of such areas, Chev- 
rolet will add new dealerships on a 
limited basis to solve individual 
situations.” 
* 7 > 

R C. WOODHOUSE, general 

* sales manager for GMC, said 


et 


Oklahoma's New Leaders— 





he was “looking for 300 new dealers 
starting right now.” 

The plans are not as drastic as 
they sound, The division said its 
dealerships had declined by 285 
while the moratorium was in effect. 
GMC said it had 3,252 dealers when 

(Continued on Page 58, Col. 3) 





A new slate of efficers was elected by members of the Oklahoma Automobile 
Dealers Assn. at the ergenization's 24th annual convention in Tulsa. Shown, et left, 


handing ever OADA's membership lists 


te incoming President Charles B. Coker 


(Pontiac), Oklahoma City, is Paul W. Reed sr. (Ferd), Sulphur, retiring president. 
Judson Bryan, third from left, Stillwater, is the new vice-president, while Jack Clark 
(Dodge-Plymovth), Oklahoma City, takes over the post of treasurer. 


000 mark. The show is sponsored by 
PATA, its first since 1949. 

Scott said the show will be 
covered nationally and locally by 
TV and radio. 

“In addition to 1958 American 
cars, commercial vehicles and 
trailers and foreign cars,” said 
Scott, “the show will feature dis- 
plays of tires, batteries, seat covers 
and other accessories, insurance 
and finance company services.” 

One of the chief attractions will 
be the Ford division’s Mystere, 
$250,000 dream car. The futuristic 

(Continued on Page 61, Col. 4) 


Senators to Quiz 
Auto Producers 
On Price Boosts 


WASHINGTON. — Auto makers 
will be quizzed by the Senate Anti- 
trust and Monopoly subcommittee 
about the relation of increases in 
steel prices to the boost in the cost 
of autos, Automotive News was told 
by informed sources. 

Appearance of the auto firms 
representatives has been scheduled 
tentatively for Nov. 25-27. 

Committee Chairman Estes 
Kefauver, Tennessee Democrat, 
would not elaborate on his state- 
ment that “we will have the auto 
people in later and see on what 
calculations they justify their price 
increases.” 

Kefauver made the statement 
during an exchange of views with 
former Treasurer Secretary George 
Humphrey, who was being ques 
tioned about steel-pricing policies. 
Humphrey is now board chairman 
of National Steel Corp. 

While no witness list was given 
out, it is understood GM, Ford, 
Chrysler, American Motors Corp. 
and Studebaker-Packard will be 
called. The subcommittee staff is 
working out the details, it was said. 

Walter P. Reuther, United Auto 
Workers president, also will be 
called to give his views on auto 
prices, it was said. 

Kefauver believes the price of 
steel should be reduced $3 a ton. 
Such a reduction, he said, “would 
help the economy without doing an 
injustice to stockholders.” 


2 
Chrysler Revises 
= 

Quality Program 

DETROIT.—An improved “qual- 
ity dealer” program which com- 
bines outstanding features of the 
company’s previous programs with 
new business management incen- 
tives for all dealers in Chrysler 
Corp. cars and trucks is announced 
by Byron J. Nichols, general man- 
ager of the company’s automotive 
group marketing organization. 
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Dealer Forum 


by Robert M. Finlay 


eo everyone seems to be 
selling price, it’s a rare dealer 
who can resist. But some do, Like 
the old Texas trader who says: 

“I always like to be buying 
when others are selling, and sell- 
ing when others are buying.” 

He made a pot full of money by 
refusing to go along with the tide. 

We hear a great deal about those 
who sell on price, because making 
a loud noise about price is the key 
to their business. At the same time 
and on a quieter level, an associa- 
tion manager tells us, there are 
many dealers who are proving that 
buyers will react more readily to 
selling effort than to price. 

= 


Sales Minus Thought 
S HUMAN to look for the 
automatic way of doing any- 

thing. And it is true that you can 

remove the thought and enterprise 
from selling and put it on an 


NADA Appoints 
Conley to Direct 
Public Relations 


WASHINGTON. — Appointment 
of John E. Conley as director of 
public relations for NADA has been 
announced by Frederick J. Bell, 
executive vice- 
president. Conley 
joined the staff 
Nov. 4th. 

Conley, a grad- 
uate of the Uni- 
versity of Notre 
Dame, formerly 
was financial 
Editor of the Bal- 
timore Evening 
Sun. His pages 
were cited by 
Editor and Pub- J. E. Conley 
lisher for readability, and a number 
of his articles made into booklets 
for distribution to schools. 

During World War II he served 
in the Navy. He was on the U.S. 
Wisconsin and Missouri, and later 
headed the press section of the 
Navy Department’s Office of Public 
Information in Washington. 

Demobilized in 1946 as a com- 
mander, he joined McCormick & 
Co. Inc., in Baltimore, as assistant 
to Bell, who was director of human 
relations. When Conley resigned to 
join the NADA staff, he was di- 
rector of public relations and as- 
sistant to the president. 

Bell, also has announced changes 
in duties of present NADA staff 
members. Walter M. Kiplinger be- 
comes director of conventions and 
exhibitions; William C. Hamilton, 
former director of publications, be- 
comes director of membership ac- 
tivities and Ray A. Sullivan 
becomes director of publications. 
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assembly-line basis—for a time and 
in some periods of time. 

Automated selling, or selling 
minus thinking, works for a while. 
It is just like making money in 
the stock market. Anyone can do 
it when the market is on an up- 
ward trend. This doesn’t require 
thought or market know-how, All 
you do is ride with the tide. . 

But every tide changes some 
time, and when it does it washes 
away those who were riding 
along without thinking. 

Often it takes a long time before 
the amateur stock trader realizes 
the tide has turned and he is being 
washed out to sea. And so it is 
with the price seller who sticks to 
the formula long after the eco- 
nomic tide turns and such an oper- 
ation becomes profitless. 

* * t 
Reaction to Effort 

OU hear salesman after sales- 

man say that the only thing the 
car prospect is interested in is 
price. Yet the normal human re- 
action to work is respect. 

The workers have always been 
kidded by the drones. They are the 
ones who have time for wisecracks. 

We were chatting about this with 
one of the few remaining press 
agents in the auto business (most 
of his colleagues today are public- 
relations men operating on a high 
level). He was telling about a 
technique he had while on the road 
with a factory team. If he missed 
seeing an auto editor in one city, 
he’d call the editor long-distance 
from the next city in which he 
stopped. He’d express his regrets 
at missing the editor and ask if 
he could fill in the editor on the 
background of the factory-dealer 
meeting. Often the editor reacts 
this way: 

“Well, I wasn’t going to use 
your release. It’s pretty old now. 
But since you are working so 
hard on it, I'll find some peg to 
hang it on.” 

This press agent says it isn’t 
hard to beat the opposition these 
days. “As a matter of fact,” he 
added, “there isn’t much opposition. 
It’s mostly a matter of timing— 
getting up earlier in the morning.” 

He hasn’t learned yet that it is 
obnoxious to work so hard that you 
lean on people. Leaning on people 
may be a bit distasteful under 
today’s techniques, yet tactful pres- 
sure for a decision probably chases 
away Only those who weren’t plan- 
ning to buy anyway. 

The usual shopper doesn’t mind 
the sales effort so much, as long as 
the salesman gives him an oppor- 
tunity to see all the merchandise. 
Once he's seen it, then he welcomes 
tactful pressure toward a decision. 
What he resents is the salesman 
who tries to close him before he’s 
had a chance to complete the 
dream. 

7 ” > 
A Lapel Salesman 
SOME dealers may recall the last 
of Automotive News’ circulation 
salesmen. Jack Gerard was a lapel 
salesman. Some complained that 
Jack would keep on building the 
dream long after they were ready 
to buy. 

“Lock, Jack,” a dealer told us 
that he told Jack, “I know I should 
read Automotive News. Please let 
Mme renew my subscription.” 

But, the dealer said, Jack had 
his story to tell and he’d take no 
checks until he had reached the 
end. 

Maybe Jack was a little too 
tenacious about the sales pitch, 
but Ohio was the state in which 
he operated and Ohio stood near 
the top of our circulation list 
while Jack was working it. 

In this respect, modern times 
offer great opportunities for those 
with a will to work and the re- 
sourcefulness to try various meth- 
ods of selling. 

An auto man going into business 
for himself put it this way: 

“I figured that if they could 
make it loafing, I could make it 
hustling.” 


Illinois Auto Dealers 
Fight ‘Double Taxation’ 


SPRINGFIELD, Ill. — Car and 
farm-implement dealers in Cham- 
paign County asked the aid of 
Gov. William C. Stratton in end- 
ing what they called “double tax- 
ation” on auto sales. 

Under present sales-tax laws, 
said Howard Martin, Champaign 
dealer, a buyer trading in a used 
car must pay tax on the total 
amount of the new car and the 
person who buys the tradein also 
must pay a tax on its total value. 

















At Mississi 


i Convention... 





Trio Alerts Dealers 
To Inflation Danger 


BILOXI, Miss. — A warning of 
possible further inflationary deval- 
uation of the dollar was sounded 
by three of the speakers at the 
Mississippi Automobile Dealers 
Assn. convention here last week. 


Benson Ford, chairman of Ford 


COMMON LAW 
ISNOTHING ELSE 
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Dealer Addresses Legisiators— 


Frank W. Michael, Fort Collins (Colo.) auto dealer, appears before a Congressional 
group hearing views of management and labor on proposed changes in the wage- 
hour law. The legislators are, seated left to right, Rep. Edgar Chenoweth, Colorado 
Republican; Chairman James Roosevelt, California Democrat, and Rep. Joe Holt, 


California Republican. 
* - 


Dealer Fearful of Threat 
In Wage-Hour Change 


DENVER.—Removal of Federal 
wage-and-hour exemptions granted 
retail and service establishments 
would disrupt small business, a 
Fort Collins auto dealer told a 
Congressional hearing in Denver. 

Frank W. Michael appeared on 

behalf of Colorado and Utah new- 
car dealers before the labor 
standards committee of the House 
Committee on Education and 
Labor. 

In stressing the effects of the 
proposed wage-and-hour extension 
on dealership employes, Michael 
told of his experiences in the auto 
business from lubrication and wash 
rack to ownership. 

“As an employe I was well paid, 
I drove a good car, I spent much 
time in Boy Scouts and other civic 
duties and I educated my son,” he 
said. 

“I expect my people to do the 
same thing. I could not give them 
the same opportunities I enjoyed 


sible task of my people attempt- 
ing to gear their budget to a 300 
percent variation in seasonal in- 
come?” 

The auto business is unlike con- 
struction projects on which he had 
worked, Michael said. Projects were 
planned so that peak man-hour 
demands were balanced between 
the competing projects, he added. 

“The job started on a 40-hour 
week. As management could begin 
to calculate profits and completion 
dates became more and more im- 
portant, the work week was in- 
creased accordingly,” he said. “Then 
as completion dates were met the 
work week gradually decreased. 
The men were terminated and they 
drifted on to the next job.” 

When business is slow in the 
auto field because of seasonal in- 

fluences, it is slow all over, 
Michael reminded the legislators. 

“And even if for some unnatural 
reasons I was hiring service per- 


if they were subjected to a setting | sonnel, while my competition was 


of wage-hour regulations.” 
Michael said he operates a Wal- 
den dealership employing four per- 


| terminating men, I could not 


absorb this labor market because 
they would not be trained on my 


sons and is general manager of a| products. 


Fort Collins dealership employing 
38. 

Pointing out that service volume 
in one of the dealerships varied 
monthly by over 300 percent in the 
first nine months of the year, 
Michael asked: 

“Can you imagine the impos- 


. 
Haldeman Retires; 
Firm Reorganized 

PITTSBURGH.—Henry F. Halde- 
man, co-owner of a national chain 
of automobile dealerships, has re- 
tired and the Pittsburgh branch, 
Thompson- Haldeman, Inc., has 
been reorganized under local 
ownership. : 

The new firm is Thompson’s 
Chrysler Sales Co. and is headed 
by C. J. Thompson, who was presi- 
dent of Thompson-Haldeman and 
a director and officer of Haldeman 
enterprises. 

Thompson announced purchase 
of the Chrysler-Plymouth building 
at 5625 Baum Blvd. for $500,000. He 
said the new firm will be one of 
the largest independent auto dealer- 
ships in the world. 





“Our men work hard and will- 
(Continued on Page 61, Col, 1) 


Motor Co.’s Dealer Policy Board, 
warned the group that if the 
basic drives behind the wage- 
price inflation spiral are not 
brought under control “before 
long, our worries will become 
pretty academic.” 

For the South, Ford sees a long 
and bright period of economic de- 
velopment. 

“We believe,” he said, “the growth 
of the South is just in its infancy 
and that, for a long while to come, 
it is destined to 
outdistance every 
area of our coun- 
try. And we are 
looking at the 
near future — not 
the far-off misty 


prospects.” 
W. IL. Brown, 
Greenville, was 


elected MADA 
president, suc- 
ceeding M. B. 
Gavin, Lucedale. 
S. E. Kossman, Cleveland, was an- 
nounced as the NADA director 
from Mississippi, replacing L. 
Flowers Hamrick, Greenwood. 


District vice-presidents include: 
Roy Burrow, Laurel, southern dis- 
trict, succeeding James B. Esta- 
brook, Pascagoula; Jack Lee, For- 
est, central district, succeeding F. 
E. Fyke, Jackson, and H. J. Vick- 
ery, Houston, northern district, suc- 
ceeding Homer McLeod, Greenwood. 

Herb Meade, Natchez, was chosen 
secretary-treasurer, succeeding John 
D. Wise jr. Hazlehurst. Carl G. 
Wallace, Jackson, was reelected 
manager, and Mrs. Helon Rees was 
reelected office secretary. 

The seven new directors named 
were Robert Heyer, Corinth; T. 
M. Lambreth, Batesville; Frank 
England jr., Greenville; James 
Tabor, Winona; Sterling Dees, 
Pascagoula, and Robert Wise, 
Hazlehurst. 


Ford told the dealers that the 
inflation spiral, representing a 
“struggle between prosperity and 
disaster,” threatens the bright eco- 
nomic prospects of the nation for 
1958. “It is up to the American peo- 
ple to find the political courage and 
wisdom to meet the challenge,” he 
added. 

He said the present outlook is for 
the economy to stay on the same 
high plateau it has occupied during 
most of 1957, with the possibility 
that automobile sales, as well as 
sales of other durable goods, may 
show marked improvement. 

Ford blamed wage increases for 
inflation which he said had ex- 
ceeded gains in productivity. He 
said his company “certainly would 
not have raised prices this year or 
last year had it not been for one 
thing—increased labor costs.” 

He said labor costs had gone up 
by 18.6 cents per hour since the 
introduction of 1957 models under 
terms of the contracts signed by 
Ford and the United Auto .Work- 
ers in 1955 and in prior years. 

Turning to relations of dealers 

(Continued on Page 60, Col, 1) 





Benson Ford 


On the House... 





No column today; too busy tracking down results 
on 1958-model introductions. Too early to tell, but 
auto makers’ predictions on moderate sales increase 
in 1958 seem justified ... Meantime, Chicago-area 
Ford dealers report an 8.7 percent increase in used- 
car stocks in October, compared with September, 
while used-car sales dropped off 12 percent. How- 
ever, service repair orders rose 4.8 percent, customer 
labor volume was up 7.7 percent and parts sales 
increased 144 percent ... 

The same Ford dealer group reported in an- 
other survey that, for the first nine months of 
this year, total sales volume per employe averaged 


$50,700, ranging from a high of $84,100 to a low of $28,900 .. . 
Virginia association is hopeful that all new-car dealers in the state 
will be members shortly, says Manager Charlie McFee .. . James R. 
Johnson has been reelected NADA director for Connecticut . 


New Hampshire’s dealer association supplied 50,000 litter bags in 


state’s successful anti-litter campaign on highways. . 


. GMC Truck 


staged a model press preview last week; short and snappy, yet enter- 


taining and news productivei 





—Pere Wemuorr, Editor, 
Automotive News 
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Edsel Bolsters Ford in 3rd Quater Sales... 
Chevrolet Scores Top Gain 


(Continued from Page 1) 


show a gain were Dodge and Stude- 
baker. 

5. Sharpest loss for any car dur- 
ing the period was the 1.24 per- 
centage points yielded by Buick. 

* 


N EXAMINING the sales report 
for September alone, as com- 
pared with August, a slightly differ- 
ent picture results. 
Again, introduction of Edsel 





Foreign-Car 


* * 
Registrations 
All states for September: 
1957 1956 
Pos. Make Pos. 
1— 5,307 Volkswagen 3,129—1 
2— 2,434 Renault 301—5 
3— 2,073 English Ford 421-4 
4— 1,361 Metropolitan 715—2 
5— 1,298 Hillman * 
s MG 503—3 
8,614 All Others 2,446 
Total All Makes 
21,087 7,515 


* Not in Top Five. 





enabled Ford Motor Co, to avoid 
registering a setback and to 
chalk up a gain instead. 

Chevrolet, as noted above. wound 
up in top spot for the month. As it 
did in the full quarter, Chevrolet 
showed the biggest gain of any in- 
dividual make, adding 0.93 percent- 
age points. 

While miscellaneous makes ad- 





Foreign-Car 
Registrations 


All states for nine months: 
1957 
Pos. 
1— 46,209 
2— 15,654 
3— 11,392 
4— 10,504 


1956 
Make Pos. 
Volkswagen 36,757—1 
Renault ° 
English Ford 2,515—5 
MG 3,674—3 
5— 9,170 Metropolitan 5,135—2 
° Jaguar 2,763—A 
51,980 All Others 17,821 
Total All Makes 

144,909 68,665 

* Not in Top Five. 





vanced 0.16 points during the 
month, the biggest gain was 
achieved by GM, which went up 
1.08 percentage points. 

Ford Motor’s gain was 0.74 
points, thanks to the 1.53 percent 
of the month’s total sales snared 
by Edsel. Spe 


HRYSLER CORP. dropped 1.26 
percentage points. A complete 
reversal of form between the quar- 


How They Fared... 
New-Car 


Registrations 


By Makes 


Third Quarter vs. First Half, 1957 





Pet. Pet, Pet. Pt. 
Share Share Change 
of 3rd of ist in 
Qtr. Half Share 
Regis, Regis. of Mkt. 
AM. MOTORS 191 190 + 01 
Hudson .............. 06 10 — 
Metropolitan 26 8617 + 09 
SN nnichcthienaes 14 20 — 06 
Rambler ............ 145 143 + 
CHRYS. CORP. ..19.04 19.05 — Ol 
Chrysler ............ L170 187 — .117 
Imperial ............ 53 0 — 1 
DeSoto .............. 158 187 — .29 
Dodge ................ 449 443 t 06 
Plymouth .......... 10.74 10.28 46 
FORD MOTOR .3049 30.21 t 28 
SI, "eras cthennndcth 24.87 ll 
Continental ...... ee) ae ee 
IID ange tiacsisocictes Me - 2A o Sacaw 
Lincoln .............. 52 63 — .1l 
Mercury ............ 448 4.70 — 22 
GEN. MOTORS .43.53 45.10 —1.57 
BES * dindcchacnececs 536 7.10 —L24 
Cadillac ............ 225 240 — .15 
Chevrolet ......... 24.60 23.52 +1.08 
Oldsmobile ....... 5.71 649 — .78 
Pontiac .............. 5.11 559 — A8 
ee 119 112 + 01 
Packard ............ 08 ll — 08 
Studebaker ...... 1.1L 101 + .10 
III. nciates hesicmcge: 3.84 2.62 





terly and monthly positions marked 
Chrysler Corp.’s record, For the 
quarter, Plymouth and Dodge 
showed gains while Chrysler, De- 
Soto and Imperial registered losses. 

For the month alone, Chrysler, 
DeSoto and Imperial were up, 
while Dodge and Plymouth were 
down. Plymouth, in fact, by 
skidding 1.10 points in September, 
had the dubious distinction of 
being the industry’s biggest loser 
for the month. 

Both AMC and S-P, which 
showed gains for the quarter, lost 
heavily for the month. AMC was 
down 0.46 points while S-P dropped 
0.26 points. 

New lows for the year in 
monthly penetration were set by 
Buick, Rambler and Packard, while 
Studebaker, Hudson and Continen- 
tal matched previous lows. 

Metropolitan, scoring a penetra- 
tion of 0.28 percent, reached its 
peak for the year. 
* od + 

HE record for the full nine 

months, in comparison with the 
corresponding 1956 period, shows 
Chrysler Corp. as the dominant 
factor. It added 3.41 percentage 
points to its penetration. 

Ford Motor was up 2.89 percent- 
age points and miscellaneous makes 
advanced 1.58 points. 

General Motors was down 7.09 
points; S-P lost 0.75 points, and 
AMC was off 0.04 points. 

Biggest individual gainers were 
Ford, up 3.00 points, and Plymouth, 
up 2.25 points. Only other gainers 
in the nine-month period were 
Dodge (0.75); Imperial (0.41); Ram- 
bler (0.25); Metropolitan (0.09), and 
DeSoto (0.06). 

> > > 
| F gre sary losses amounted to 2.66 | 
points for Buick and 2.33 points | 


WASHINGTON.—With auto 
financing leading the way, con- 
sumer credit outstanding went up 
by $114 million in September, the 
Federal Reserve Board reported. 

The additional borrowing dur- 
ing September brought the total 
debt outstanding to $33,159 mil- 
lion at the end of the month. The 
September increase compared 
with a boost of $63 million in 
September, 1956. The increase for 
the year ended Sept. 30 was put 
at $2,452 million. 

Credit outstanding on automo- 
biles went up by $64 million during 
the month, compared with $3 mil- 
lion in September, 1956. Auto credit 
increased by $986 million during 
the year ended Sept. 30 and stood 
at $15,519 million on that date. 

While the volume of auto paper 
was going up by $64 million in Sep- 
tember, only two other classes of 
credit were showing sizable gains. 
Personal loans were up $37 million 
for a total of $7,913 million and 
single-payment loans increased by 
$38 million to reach a total of $3,644 
million. 

The volume of auto paper held 
by commercial banks stood at $6,430 
million at the end of September, up 
$28 million during the month and 
$640 million during the last 12 
months, 

Sales finance companies held 
$7,557 million of the total debt, up 
$25 million during September and 
$191 million in the last 12 months. 

Automobile dealers held $607 
million of the paper at the end of 

September while other financial 
institutions held $925 million. 

Dealers increased their holdings 
by $3 million during the month and 
$31 million during the last year. 
The other-institutions class raised 
its holdings by $8 million in Sep- 
tember and by $124 million in the 


last 12 months. 
- * ” 


Speaker Sees Car Leasing 


As Threat to Purchases 


ALBANY.— The possibility that 
today’s system of installment buy- 
ing might yield to a system 
whereby people lease their automo- 
biles and big appliances Was cited 


-+1.22|as one of the important question 


marks in the consumer-credit field 


Up $64 Million in Month... 


Auto Credit Rises 


for Chevrolet. Other makes with 
setbacks included Oldsmobile 
(1.37); Pontiac (0.70); Packard 
(0.45); Studebaker (0.30); Nash 
(0.26); Lincoln (0.13); Hudson 
(0.12); Mercury (0.12); Chrysler 
(0.06); Cadillac (0.03), and Conti- 
nental (0.02). 





Sales Score 
For September 


New-car registrations for Sep- 
tember: 


1957 1956 


Pos. Make Pos. 
1—123,181 Chev 116,519— 1 
2—121,154 Ford 87,282— 2 
3— 49,857 Plym. 31,117— 5 
4— 29,827 Olds. $2,148— 4 
5— 28,323 Buick 40,604— 3 
6— 25,823 Pontiac 25,310— 6 
7— 21,803 Mercury 21,860— 7 
8— 21,183 Dodge 15,400--— 8 
9— 11,931 Cadillac 10,903— 9 

10— 8,934 Chrysler 7,870—10 

1l— 7,901 DeSoto 6,960—11 

12— 17,566 Edsel 

13— 4,973 Rambler 4,993—12 

14— 4,551 Stude. 4,742—13 

15— 2,777 Lincoln 2,819—14 

16— 2,611 Imperial 455—19 

17— 1,361 Met, 715—18 

18— 728 Nash 1,655—16 

19— 352 Packard 1,837—15 

20— 269 Hudson 728—17 

21— 23 Cont 87—20 

20,089 Misc. 7,017 
Total All Makes 
495,217 421,021 


Further details on Page 48. 















by an advisor to the Federal Re- 
serve Board. 
Addressing a session of the State 


Bankers Assn. installment credit 
clinic, Guy Emerson Noyes pre- 
dicted a steady, “healthy growth” 
for installment buying. He said the 
possibility of Government control 
on installment purchases “seems 
remote at the moment.” 

Noyes said installment credit in 
the U. S. now amounts to a little 
less than $200 per capita and $650 
per household. It should reach $300 
per capita and $1,100 per household 
by 1965, he said. 
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Retail Sales Clinic for Salesmen— 


Nineteen salesmen, representing local Chrysler Corp. dealers, attended the Chrysler 
Corp. Retail Sales Clinic in St. Paul. The Minneapolis clinic drew 23 salesmen. The 
clinic, conducted by the Chrysler sales training department, covered all phases of 
automobile selling—from prospecting for customers, to closing the sale and delivering 
the car. Front row, from left, are Jack Beamish and Floyd Nierenhausen, Koppy 
Motors, Inc.; George Stavisky jr., Hetfield Queenan, Inc. Second row: Roy A. McComb, 
Town & Country Motors; Gordy DeCorsey and Bob Shofer, Hetfield Queenan; Chet 
Aronson and Gene Bousquest, McDonald Motors. Third row: Bill DeWolf and Jerry 
Bucher, Jerry Motors, Inc.; Jack Simmons and Harold Klosterman, Koppy Motors. 
Others are Jack Rotes, standing, staff specialist, Chrysler sales training department, 
and T. E. Schulz, seated, Chrysler sales training promotion manager. 


Finance Firms, Banks Hike 
Floor-Plan, Retail Interest 


DETROIT. — The tight-money 





since the beginning of the 1957 


policy has hit auto dealers with a} model year. 


double-barreled attack in the pock- 
etbook as the 1958 model year be- 
gins. Dealers will have to pay 
higher interest on money to finance 
their inventories and many will 
have to charge their customers 
more interest on credit deals. 


Major finance companies and a | 


number of banks have already 

announced that they will charge 

dealers more interest on floor- 
plan financing of new cars. 

Many of the financial institutions 
said the cost of buying a car on 
credit will also be increased. 

While effective dates of the 
changes vary from company to 
company and place to place, most 
of the increases were timed to co- 
incide with the beginning of the 
1958 model year. 

Chief reason given for the in- 
creases was that the tight-money 
policy has boosted the “wholesale” 
tost of money. General Motors Ac- 
ceptance Corp. said its cost of bor- 
rowing money had gone up by $14 
million in the first nine months of 
1957. 

The finance companies and banks 


He added that present moat |e also pointed out that their 
ment-loan terms appear to be satis- | other costs of doing business have 
factory and that no general tight-| gone up in recent months. 


ening of requirements appears 
likely at this time. 


The current increase is the first 
general boost in floor-plan charges 








Filming a Ford TV Commercial— 


While the 1958 Ford was completing its trip around the world in September as 
part of the company’s preintroduction testing program, Filmways, Inc., was building 
a world of its own in the New Jersey State Armory, Jersey City, as part of the 
around-the-world highway project. One of the largest television sets ever constructed 
was-used to shoot openings, closings and integrating shots using the 1958 Fords in 
front of this 36-foot diameter globe. The Armory was also used to title and close 


footage sent back by the overseas expedition. Filmways produced Ford's introductory 


commercial through Ford's advertising agency, J. Walter Thompson Co. 


GMAC raised its floor-plan 
rate to 5% percent. It was charg- 
ing 4 percent at the beginning of 
the 1956 model year, raised the 
rate to 4% percent on Feb. 1, 1956, 
and went to 5 percent for the 
1957 model year. 


A GMAC spokesman said the 
company was working on a boost in 
retail auto-credit terms. He said 
plans were not final and no date 
had been set for making the change. 


The GMAC spokesman said the 
company was considering increas- 
ing the amount that it discounts 
time-sales contracts that it buys 
from dealers by one-fourth of one 
percent. He said the amount of the 
increased interest cost that the 
buyer would actually pay would be 
determined by bargaining between 
the buyer and the dealer. 


CIT Financial Corp. and Com- 
mercial Credit Co. announced the 
same revision in their floor-plan 
charges—the surcharge is up from 
one-eighth to one-fifth of one per- 
cent. 


The surcharge is a flat charge 
on the amount borrowed regard- 
less of how long the money is 
held. It compensates the finance 
company for the expense of han- 
dling the transaction. 

The companies also charge inter- 
est on the amount of money bor- 
rowed. This charge compensates 
the finance company for the use of 


the money advanced and the 
(Continued on Page 8, Col. 1) 


Dealer Cancelled 
For °58 Ford Sale 
To Used-Car Lot 


(Continued from Page 1) 


realized it is necessary to re- 
assure its dealers and bolster 
their confidence in the factory's 
interest in stamping out boot- 
legging. It certainly renews my 
faith in my franchise.” 

A spokesman for NADA com- 
mented: 

“NADA is on record as being 
adamantly opposed to all forms of 
bootlegging. NADA has continually 
admonished its dealers not to boot- 
leg. 

“It is regretable that this hap- 
pened and the factory was cer- 
tainly placed in an embarrassing 
position. Many dealers will ap- 
plaud the factory for stepping up 
to the problem. 

Bull was charged in Muskogee 
City Court with failing to display 
registration of the 58 Ford. He 
pleaded innocent. 

The charge was filed after 4 
complaint against Bull was made to 
the Oklahoma Tax Commission 
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12 SEATER MAN-SIZED 
STATION WAGON 


¢ FULL REAR DOOR «+ 4 DOORS FOR EASY 
ACCESS + FULL HEIGHT 6’4” —TALLER THAN 
YOU +« CONVERTED IN MINUTES TO 3, 6 OR 9 
PASSENGER VEHICLE 


| NOW IN AMERICA 


TEMPO’S GERMAN VEHICLES WITH 
BRITISH AUSTIN A-50 ENGINES 


' .- - si =e =S Wao 


SUPER PANEL TRUCK 


¢ SIDE DOOR AND FULL REAR DOOR FOR EASY 
LOADING « 262 CU. FT. UNDIVIDED CARGO AREA 


DOUBLE CAB 
PICK-UP TRUCK 


e FASTER DELIVERIES MORE ECONOM- 
ICALLY * SIX MEN ON THE JOB IMMEDIATELY 








LOW LOADER 
PICK-UP TRUCK 


e ONLY 21” FROM GROUND TO TRUCKBED 
¢ BOXSIZE UP TO 138” x 63” (approx. 62 sq. ft.) 
¢ WHEELBASE 118” OR 126” 





™ rFPene eo ev enmertes * & PY = 
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CAB AND CHASSIS 


¢ THE ONE FRONTWHEEL DRIVE CAB AND 
CHASSIS AVAILABLE IN THE U.S.A. * ADAPT- 
ABLE TO ALL YOUR NEEDS « 118”, 126” AND 
130” WHEELBASES AVAILABLE 





| FRONTWHEEL DRIVE—INDIVIDUAL WHEEL SUSPENSION—FULL SYNCHROMESH TRANSMISSION— 
_| TUBULAR STEEL CHASSIS WITH HEAVY CROSSMEMBERS—FULL 180° DRIVER VISION—COMPLETE 
DIAL INSTRUMENTATION—FAMOUS 52 BHP AUSTIN A-50, 4 CYLINDER 4 CYCLE ENGINE 


— EXCLUSIVE U.S. DISTRIBUTOR — 
LN 


FADEX COMMERCIAL CORPORATION 





Tempo 487 PARK AVENUE, NEW YORK 22, N. Y. Tel.: PLaza 1-7200 
* NEY WEST COAST DEALERS CONTACT 

" Manufactured by Vidal & Sohn FADEX WESTERN MOTORS INC. 
s TEMPO-WERK GMBH (TEMPO WORKS) 519 W. 15 STREET, LONG BEACH, CAL. Tel.: HEMLOCK 6-3224 


Hamburg, West Germany COMPLETE SPARE PARTS and SERVICE . . . Coast fo Coast 








6 
B 


Senate Probers.. . 





AUTOMOTIVE NEWS, NOVEMBER 11, 1957 


2 Dealers Accused 


Of ‘Buying Off? Union ic 


By Frank Gawronski 
Staff Writer 


O automobile dealers were 
among nine Flint businessmen 
accused by the Senate Labor Rackets 
Committee of “buying labor peace” 
from the Teamsters Union through 
payoffs to the Detroit office of 
Nathan W. Sheffer- 
man’s labor rela- 

tions concern. 
Picket lines and 
pressure in Flint 
vanished like magic, 
testimony showed, after the em- 
ployers took the advice of George 
Kamenow, who ran Shefferman’s 

Detroit office. 

The hearing disclosed that 
clients of Shefferman’s firm, 
Labor Relations Associates, paid 
a fee, plus “entertainment” costs, 
to defeat union campaigns. This 
was supposed to pay for Canadian 
fishing trips, airline tickets for 
conventions, Christmas gifts, or 
the like, for Teamster officials. 
In 1954, 1955 and 1956, these nine 

companies paid $27,770 for this form 

of “entertainment” and gifts, aside 

from fees, according to testimony. 
> > > 


Dealer Testifies 


Ove of the witnesses testifying 
before Senate committee was 


Sales Continue 
To Surpass °56, 
Makers Report 


DETROIT. Factory officials 
last week continued their reports 
on new-car sales. Here is what 
some of them said: 


Rambler 


With two months of sales yet to 
be counted, 1957 already can be 
placed in the record books as the 
best sales year for American Mo- 
tors’ Rambler. 

Roy Abernethy, vice-president of 
automotive distribution and mar- 
keting, said that U. S. Rambler 
sales in the first 10 months of the 
year totalled 77,318 units, surpass- 
ing the 73,807 sold in the entire 12 
months of 1955, the previous record 
year. The 1956 total was 71,330. 

At the same time, October Ram- 
bler deliveries soared to 9,680, an 
increase of 784 percent over the 
5,426 sold in the comparable month 
of 1956, and were the highest for 
any October in history. 


Lincoln 
A complete sellout of all avail- 
able Continental Mark III models 
in Chicago, Detroit and several 
other major cities was reported 
for the first weekend the cars were 
in dealers’ showrooms. 


Joseph E. Bayne, Lincoln and 
Mercury division general sales 
manager, called it the most suc- 
cessful introduction of Continental 
and Lincoln cars in history. He 
said sales and firm orders during 
the weekend topped 2,700. 

Bayne said five Lincoln- 
Continental districts, including 
Chicago and Denver, sold out of 
Continentals on the first weekend 
and ran up a backlog of “several 
hundred” orders for both Continen- 
tals and Lincolns from customers. 

The division has ordered an in- 
crease in Continental production 
schedules, The 1,200 Lincoln- 
Continental dealers reported 612,000 
persons saw the new models dur- 
ing the first weekend. 


DeSoto 


DeSoto reported “brisk” sales on 
the first weekend that 1958s were 
in dealers’ showrooms after sur- 
veying dealers in seven Eastern 
and Midwestern cities. 

Dealers in Chicago, Detroit, 
Columbus, O., Cleveland, Buffalo, 
Rochester, N. Y., and Pittsburgh 
were visited by six DeSoto execu- 
tives. The executives said the deal- 
ers spoke of “high” public accept- 

(Continued on Page 61, Col, 5) 


Max H. Graff, vice-president of 
Otto P. Graff, Inc., a Flint Ford 
dealer with $4 million in annual 
sales volume. 


Graff said he received a letter 
in April, 1954, from Local 299, the 
Detroit unit headed by Team- 
sters’ President James R. Hoffa, 
suggesting organization of his 
10 new-car salesmen. 

Another Flint businessman, Graff 
said, recommended that he see 
Kamenow because “he had handled 
their problems by entertaining 


union officials and doing favors for|_ 


them.” 

“I called Kamenow and he said it 
would cost us about $4,800 the first 
year, including a $250 retainer and 
not over $1,800 for entertainment,” 
Graff testified. 

Within a month after agreeing 
to pay the fee, he said, he was 
told the organizational drive was 
being switched to Flint Local 322— 
and he has never heard from the 
latter union directly. 

Among the items he said 
Kamenow requested were $1,656 
to send six union officials and 
their families to a Seattle con- 
vention in 1954; an undisclosed 
amount in 1955 to take Teamster 
officials on a Canadian fishing 
trip, and $150 in the same year 
to buy Christmas gifts for union 
officials, 

Graff said his firm paid Sheffer- 
man’s firm a total of $9,931 from 
April, 1954, through last year. This, 
he said included $4,525 as a re- 
tainer fee plus $5,406 in “disburse- 
ments,” most of which went for 
entertainment. 

Graff agreed with the committee 
that union officials profited from 
this deal and the workingman got 
nothing, but he said he would do 
the same thing again. 

Asked if it would cost more to 
have had his 10 salesmen organ- 
ized in the union, Graff said he 
didn’t know. 

The committee also revealed that 
Applegate Chevrolet Co., Flint, paid 
Kamenow $5,994, including $150 for 
Christmas gifts in 1956. 

7 > > 


Hides Behind 5th 


When questioned about his firm’s 
activities, Shefferman, described as 
a “union buster” by the committee, 
invoked the Fifth Amendment on 
the advice of his attorney. 

Senator John L. McClellan, 
Arkansas Democrat, said that at 
least 70 percent of Shefferman’s 
top business clients used his 
services in fighting unions. 

Kamenow also took the Fifth 
Amendment 76 times to questions 
on antilabor activities, as did 
Frank H. Kierdorf, Flint Local 322 
business agent. 

The committee said that Kam- 


(Continued on Page 62, Col. 1) 





Post Citation— 


A special Saturday Evening Post cita- 
tion for “creating consumer demand" is 
presented to Mustang Replacement En- 
gines and C. A. Dunmore, left, executive 
vice-president, during the Mustang Trade 
Press Conference in Garland, Tex. Ham- 
ilton Cochran, right, Post automotive divi- 
sion manager, said, “this award is being 
made for outstanding achievement in 
securing national consumer acceptance 
and widespread jobber distribution in a 
short time at a relatively small expendi- 
ture.” 
20 percent increase during 1957. 


Mustang engine sales showed a/ good 


ae? as 





Oldsmobile Produces 6 Millionth Car— 


Oldsmobile's 6 millionth car goes aboard a havlaway truck at Lansing for shipment 
to an Oldsmobile dealer. Helping get the milestone-making 98" Holiday sedan on 
its way are V. H. Sutherlen, left, Oldsmobile general manager, and R. T. Rollis, gen- 


eral manufacturing manager. 


The last million Oldsmobiles were manufactured in 


slightly less than two years and three months. This compares with 38 years to produce 
the first million Oldsmobiles, from 1897 to 1935. 





N. Y. Dealers Optimistic 
On New-Model Outlook 


By Ed Brown 
Staff Correspondent 

NEW YORK.—In spite of the 
poor cleanup period for dealers 
here, optimism for the 1958 model 
year seems to run high. 

Most dealers say that, on the 
basis of public reaction to 1958 
models, even those where the 
changes have been held to a 
minimum, they anticipate a good 
year in 1958. 

“Nothing spectacular,” one dealer 
said, “but I don’t see any reason 
why 1958 shouldn’t be just as good 
as this year. And, frankly, I’ve 
made a nice profit this year, if I 
can get through these last two 
months without any trouble.” 

Many dealers are peeved with 
factory incentive plans because 
they feel the plans are set up to 
favor the small-volume dealer 
against the dealer who does a good 
volume all year. 

One dealer explained, “First, they 
give almost all the advantage to 
the guy who hasn't done much 
volume for the year, and frankly, 
every dealer I know is just giving 
away that incentive money. I know 
of a situation where a small-volume 
dealer reached his quota after 
about 15 cars and immediately 
started earning $200 from the fac- 
tory on every car he sold. His 
nearest competitor had to sel] about 
60 cars in order to earn the same 
rebate. 

“What has happened is that the 
smaller dealer is selling his cars 
for about $100 under the price that 


his competitor can only hope to 


meet.” 

“Unfortunately you can’t pro- 
tect a dealer against himself,” 
another dealer said, “but it’s 
really a shame that when a man 
has an opportunity to make a 
good gross, through the factory 
incentive and rebates, he just 
won’t hold onto that extra cash. 
“I could pick up a check for a 

substantial sum of money from the 
factory at the end of this run, if 
I didn’t have to meet my competi- 
tion. And they are all cutting the 
heart out of this business right 
now.” 

The average gross, on 1957 models 
still being sold, is in the neighbor- 
hood of about $100. Some dealers 
report their gross is lower, others 
report it slightly above that figure, 
but they all agree that the gross 
situation is bad, and they look for 
little improvement in the near 
future. 

Studebaker dealers on the whole 
report 1958 introduction as a suc- 
cess, Interest was high and orders 
were good, they said. 

“I think 1958 will be a great year 
for me,” said one Studebaker 
dealer, “if the economy remains 
level. I think right now people are 
a little concerned over the stock 
market fluctuations, but if that 
levels off I think we will have a 
year.” 

All other introductions to date 





have brought reports of optimism 


| for next year. 


Edsel, which had an admittedly 
slow start here, is beginning to 
pick up steam now that some of 
the other 1958 models have been 
introduced, and dealers are en- 
couraged. 

Now that 1958 models begin to 
show prices equal to those of the 
Edsel, and now that the styling 
trend for 1958 is beginning to form 
a pattern, the public is becoming 
more interested in the Edsel, its 
dealers say. 


One dealer, who occupies im- 





portant posts in various dealer 
circles, has expressed concern over 
prospects for 1958. This is note- 
worthy, because in the past he has 
seldom been incorrect in his prog- 
nosis of future sales patterns. 

“I am sorry to say that I think 
all of the jubilation over 1958 
models and prospects is a lot of 
whistling in the dark,” he said. “I 
feel that 1958 will be a lower vol- 
ume year than 1957 was, and if the 
dealer is able to earn as much 
money for himself in 1958 as was 
reported for the first six months of 
1957, he will have accomplished 
something.” 

He continued, “I feel that the 
advance in prices on 1958 models 

(Continued on Page 60, Col. 3) 











La. Court Lifts 
New-Car Ad Ban 


Curb on U. C. Dealers 
Is Declared Invalid 


NEW ORLEANS.—A section of a 
Louisiana law prohibiting used-car 
dealers from advertising sale of 
new cars has been declared un- 
constitutional. 

The ruling was made by Judge 
Louis H. Yarrut of Civil District 
Court in a suit filed by the Motor 
Vehicle Commission to halt Jules 
Bistes, used-car dealer, from ad- 
vertising and selling new cars. 

Judge Yarrut said: 

“The provision giving all dealers 
the right to sell new and unused 
automobiles, but allowing those 
holding valid contracts or fran- 
chises from a manufacturer or 
distributor, the right to publicly 
advertise such for sale is an arbi- 
trary discrimination in favor of 
private franchise dealers, in that 
unfranchised dealers, though per- 
mitted by law to sell new and 
unused cars, cannot publicly ad- 
vertise them. 

“This means that private manu- 
facturers and distributors, under 
no legislative or judicial restraint, 
can determine who may advertise 
new and unused cars in this state.” 

The court enjoined Bistes, of the 
Wheeling Frenchman, from selling 
or advertising new or used cars 
until he has obtained a license 
from the Motor Vehicle Commis- 
sion. 

“If the commission should ille- 
gally deny the defendant a license,” 
the judge said, “Mr. Bistes will 
have his recourse in the courts.” 


Wilson Rejoins 
GM as Director 


NEW YORK.—Charles E. Wil- 
son, 67-year-old former president 
of General Motors who recently re- 
signed as Secretary of Defense, 
was elected a 
member of the 
GM board of d- 
rectors last week. 

Announce 
ment of the elec- 
tion by the % 
board members 
was made by 
Chairman Albert 
Bradley and Pres- 
ident Harlow H. 

: Curtice. Wilson 

©. E. Wilson joined GM origi- 

nally in April, 1919, as chief engi- 

neer and sales manager of Remy 

Electric Co., a General Motors sub- 
sidiary. 

Wilson disclosed he had pur- 
chased 500 shares of GM stock last 
week to qualify as a GM _stock- 


| holder. 


Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Nov. 6 
(Sold 121 cars out of 228 entered.) 

BUICK—’57 Century Hardtop, $2,100* 
(ps). °56 Century Hardtop, $1,615* 
(ps); Special Hardtop, $1,450° (ps). 
'55 Super sedan, $1,155* (ps); Hard- 
top, $1,125* (ps); Special Hardtop, 
$1,105°, $975*; 2-dr., $840*. °54 conv., 
$785*. ‘53 Special Hardtop, $410*; 
sedan, $380, $365. 

CHEVROLET—'57 Bel Air (8) sedan, 
$1,725* (ps). 56 Two-ten (8) station 
wagon, $1,295*; 2-dr., $1,025, $1,020; 
Two-ten (6) 2-dr., $1,040; Bel Air 
(8) sedan, $1,245°, $1,225*. '55 Bel 
Air (8) ‘Haratop, $1,000; Two-ten 
(Sy sedan, $615; Two-ten (6) 2-dr., 
$740, $715, $680. °54 Two-ten (6) 
2-dr., $570*°, ‘53 2-dr.,. $430. ‘52 
2-dr., $155. 

CHRYSLER—'55 Windsor sedan, $990*. 
’53 Windsor sedan, $425. 

‘57 Firesweep Hardtop, $1,- 
985° (ps). 

DODGE—’57 Coronet Hardtop, $2,110*. 
’56 Coronet Hardtop, $1,225. 55 Cus- 
tom Royal Hardtop, $1,060* (ps). 
"53 Coronet sedan, $350*, $190*. 

FORD—’57 Thunderbird, $2,715* (PS); 
Fairlane (8) 500 conv., $1,605 "56 
Custom (8) station wagon, +1: 435°; 
Custom (6) station wagon, $1,175; 
Fairlane (8) station wagon, $1,400*; 
Victoria, $1,290, $1,280; 2-dr. ae 
095*, $910° (ps). °55 Fairlane (8) 
station wagon, $1,165; 2-dr., $870*; 
Custom (6) station wagon, $1,105; 
2-dr., $690, $610, $575*; Main (6) 
station wagon, $785. '54 Main (6) 
station wagon, $690*%; 2-dr., $350, 


$310; Custom sedan, $595, $500, $490, 
$395. "53 Custom Hardtop, $500; 2- 
dr., $270. 

HUDSON —'53 Wasp 2-dr., $270. 

LINCOLN—’53 Cosmopolitan Hardtop, 
$390. 

MERCURY-—’'55 Montclair sedan, $1,- 
150; Hardtop, $1,035*; Monterey se- 
dan, $980*, $885. ‘54 Montclair sta- 
tion wagon, $930; Monterey Hardtop, 
$815*, $700, $750* (ps); sedan, $500°. 
‘53 Monterey sedan, $500*, $445*. 

NASH—’53 Ambassador 2-dr., $125. 

OLDSMOBILE—'56 (88) Super conv., 
$1,525* (ps). °55 (88) Super conv., 
$1,335* (ps); sedan, $1,115*; (38) 
2-dr., Hardtop, $1,285*; sedan, $1,- 
020° (ps); (98) Hardtop, $1,300° 
(ps). "54 (98) Hardtop, $1,050* (ps); 

Super sedan, $975; Hardtop, 
(ps); (88) Hardtop, $900* 

2-dr., $780. °53 (88) 2-dr., 
$595* (ps); Hardtop, $525* (ps); 
sedan, $500* (ps). °52 Hardtop, 
$310* 


PACKARD—'55 Clipper sedan, $825". 
PLYMOUTH—’57 Belvedere sedan, $2,- 
000* (ps). °56 Belvedere Hardtop, 
$1,275*, $1,180*. '55 Belvedere conv., 
$1,005*; Hardtop, $830*; Piaza (6) 
2-dr., $625. ‘53 Cranbrook sedan, 


(88) 
$700* 
(ps); 


$340. 

PONTIAC—'56 Chieftain Hardtop, $1,- 
100*, ’55 Star Chief sedan, $1,035*. 
’54 Chieftain station wagon, $635. 
"51 2-dr., $165. 

RAMBLER—’56 sedan, $1,025*, '55 sta- 
tion wagon, $995*. 

WILLYS—’53 station wagon, $385. 

— 56 Ford pickup, 
$875, 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 46, 50, 52, 53 and 54 
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DAYS A ‘58 PLYMOUTH RAN 58,000 


Me} 
CER 


AND IT DROVE EVERY INCH OF THE WAY! 





We knew this car was tough. We designed it that way. 


That’s why we weren’t afraid to give this new Plymouth 
with all 


the toughest, true test run of all time... 
America as the “track.” 


We didn’t coddle this Plymouth. Didn’t crate it and ship 
it carefully from place to place. Instead, we aimed it out 
of Los Angeles one misty morning and sent it through 
a course that ran 58,000 miles through 37 states. 


The time limit? Only 58 days. A thousand miles a day! 


The equivalent of 6 years’ driving crammed into little 
more than 8 gruelling weeks! 


>K Star of the Forward Look... 


Three times this Plymouth crossed the Rockies. Three 
times it wound its way up and down across the country 
... passing through more than 1200 cities and towns. 
Whipping over turnpikes . . . creeping through city traf- 
fic .. . arrowing down super-highways . . . feeling its way 
through 500 miles of rutted detours. And when the 
drivers turned the key to end the marathon, it still 
looked, ran and rode like new. 


This is what lasting value really means. The ability to 
take everything that American roads and weather can 
dish out—and come up grinning. 















That’s the Plymouth “track” ...and just look at 
that route! Every possible road and weather condi- 
tion. Plymouth ran every inch of that murderous 
route 3 times in just 58 days. What greater proof 
of lasting, built-in stamina! 


ahead for keeps ! 
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By Banks and Finance Firms... 


Floor-Plan, Retail Interest Hiked 


(Continued from Page 4) 


amount paid goes up in relation to 
the time the money is kept. 

CIT and Commercial announced 
plans to maintain their interest 
charge at 6 percent. Both com- 
panies advanced their interest 
charges from 5 to 6 percent at the 
beginning of the 1957 model year. 

Commercial said it was planning 
no change in interest on retail auto 
credit. CIT said that there was no 
uniform pattern in the charges on 
its retail contracts. 

W. F. Gaunitz, president of As- 
sociates Investment Co., said his 


no increase in retail rates at this 
time. 

General Finance Corp. said it, too, 
was increasing floor-plan rates as 
well as the charges for retail .financ- 
ing. The company said rates 
charged individual dealers and auto 
buyers vary and that no overall 
figures are available. 


General Finance and Associates 


Edsel Ad-Fund Group 
Elects in Des Moines 

DES MOINES. — Martin Bookey, 
Des Moines dealer, was elected 
president of the Des Moines Dis- 





said the increases will not cover 
the boosts in their costs. 

Among the bankers, those in De- 
troit have boosted their floor-plan 
interest rate from 4% to 5 percent. 
The increases began in mid-Sep- 
tember and most banks went along. 

The bankers made no immedi- 
ate change in retail rates. One 
banker said some upward revi- 
sion is likely if the tight-money 
policy is maintained for another 
six months. 

In many instances, banks and 
finance companies cannot increase 
their incomes by boosting rates on 
retail auto credit because the rates 
are already at the maximum al- 


Edsel Signs Brodskys— 


Brodskys, Inc., has been appointed an Edsel dealer in Eugene, Ore. An auig 


dealer for 20 years, Albert Brodskys spent $25,000 in remodeling his downtown” 


: 1 d d tate | , 
firm was “in the process of mak- | trict E dsel Dealers Advertising i Detroit, io Sastenee, banks | headquarters at 199 West Eighth Ave. 


ing an upward adjustment in | Fund, Inc. at an organizational are now charging the maximum 6 —s 
overall wholesale charges.” He | meeting of the group. percent on auto loans for more than| gained by these moves is limited|do not charge a simple 6 percent 
did not say how much the rates Other officers are: W. S. Niehaus,|24 months and a majority of auto! pecause less than half of the loans| on long-term auto loans, The charge 
would be raised but said they | Burlington, vice-president; Larry|loans are for more than two years. are for two years or less and the | is $6 per $100 per year.) 

would be in line with increased | Peterson, Ames, secretary, and| The only income-boosting moves | ber of b who ¢ t to Increased use of credit by auto 
costs which Associates must meet | Charles Bernard, Omaha, treasurer.|open are raising the 5-percent | » nage ~~ pete tye pag leer buyers has been predicted by 
and the value of the floor-plan | The organization is composed of 35|charge on loans for two years or| be bad credit risks is already a Robert J. Eggert, Ford Motor Co, 
service. Edsel dealers in Iowa, and parts of|less and closer checks on buyers| Minor fraction of one percent. marketing research manager 
Associates said it was planning| Nebraska and Illinois. to cut losses. The amount to be' (Strictly speaking, Detroit banks Speaking at a conference an the 





bright idea 


For enduring beauty that sells in a new car and 


re-sells in a used car... 


with McLOUTH STAINLESS STEEL. 


specify 


Mc LOUTH STAINLESS STEEL 


Su 8eT AN D 


H4tGH 


QUAL 7 


for isthe elias 


design it, improve it and protect it 
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Installment Credit Assn. in Colum- 
bia, Mo., he said that auto owners 
will soon be paying off car loans at 
an average rate of more than 300,- 
000 a month. 

He said the rate had been about 
200,000 a month during 1956 and 
early 1957. 

Eggert said, “The overall level of 
consumer credit is not excessive at 
the present time and its relation to 
disposable income remains in line 
with the changing pockethook and 
liquid-asset position of American 
families.” 

He said more than one-third of 

U. S. families have liquid assets 
of $1,000 or more. 

Eggert said another factor point- 
ing to increased use of auto credit 
was that auto buyers are proving 


to be better credit risks. Delinquen- 7 


cies were 3 percent of amounts out- 
standing before World War II and 
have now dropped to one percent, 
he said. 


Safety Foundation 


Marks 20 Years, 
Hails Fatality Cut 


DETROIT.—Applauding a drop 
in the vehicle death rate of more 


than 60 percent since 1937, the® 
Automotive Safety Foundation ob- } 
served its 20th anniversary Thurs-7 


day. 
Speakers at a reception and ban- 
quet included B. D. Tallamy, 


Federal highway administrator; > 
Franklin M. Kreml, director of 5 
Northwestern University’s transpor- 5 


tation center; O. W. Campbell, vice- 
chairman of the National Commit- 
tee on Urban Transportation, and 
J. O. Mattson, Foundation president. 


Gen. Levin H. Campbell jr., chair- 
man of the ASF board of trustees, 
said that in the last 20 years, the 
accident fatality rate has decre 
from 14.7 deaths per 100 million 
vehicle miles to six per 100 million 
vehicle miles. 


The Foundation is supported by) 
companies and associations in the 
automobile, parts and accessorie 
petroleum, rubber, steel, finance, 
cement and advertising industries, 
as well as by a number of banks. ~ 

Members of the 20th anniversary” 
committee included presidents 
the five auto companies and presi- 
dents or top executives of the folk 


lowing organizations: Allstate In-9 


surance, Bendix Aviation, National 
Bank of Detroit, U.S. Steel, Esso” 
Standard Oil Co., Firestone, Port-~ 
land Cement Assn., N. W. Ayer & 


Son, Commercial Credit and Repub- 4 


lic Steel. 


S-P Ad Group on Coast 
Eleets Afton President 


LOS ANGELES.—Members of % 


the Studebaker-Packard Advert 
ing Assn. in the Los Angeles zor 
have elected Frank H. Afton, Fra 


H. Afton Co., Inglewood, president? 


Leo Schactmayer, Simon-Schact 
mayer, Inc., Santa Monica, is vicé 
president, and Bob James, Jame 


McLoutn Stee. Corporation oerroit, micnioan town, Long Beach, is secreta 
MANUFACTURERS OF STAINLESS AND CARBON STEELS treasurer. 
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Assure 
non-slip customer confidence 
in you and the cars you sell 


—DELIVER YOUR CARS FACTORY-EQUIPPED 
with the ORIGINAL NON-SLIP DIFFERENTIAL 





THAT 





STOPS DANGEROUS SLIP STOPS DANGEROUS SLIDE STOPS DANGEROUS SWERVE 





Non-Slip Differentials are offered in most 1958 cars Here's why: 
under several different names. But whatever they are 


Non-Slip Differentials end slipping, sliding and get- 
called in the car you sell, Non-Slip Differentials are the 


ting stuck in mud or sand if either rear wheel can 


most impressive car-selling and good-will building catch hold. 
demonstration devices you have had in a long, long 
time! 


Non-Slip Differentials end slipping on ice or wet 
hills and pavements if either wheel can catch hold. 
Non-Slip Differentials end dangerous swerve and 
unbalance resulting from “wild wheel” hop and spin 
on rough, bumpy roads. 



















Non-Slip Differentials will make the cars you sell 
WL perform better in amy weather . . . will keep your car 

. buyers from being dangerously “ditched,” im- 
mobilized or stalled under a wide variety of driving 
conditions. 


Non-Slip Differentials will keep your cars moving 
off the floor . . . will keep them moving on the highway 

. will keep your customers happy with you and the 
cars you sell them. 

Specify that your 1958 cars be delivered factory- 
equipped with the revolutionary Non-Slip Differential 
—for non-slip customer confidence in you. 


DANA 
DANA CORPORATION 


Spicer TOLEDO 1, on10 















Highways & Safet 





Transit 


On Val 


By W. M. McCz 
Staff Corresponde 

The value of accident 

ansit systems was ac 

pic at the 45th Nati 
Congress in Chicago. 

J. G. Butler, director 
nel and labor relations 1 
(Washington) Transi 
called for fewer statisti: 
action by the industry. 

He said if transit « 
pruned report forms a 
records by 25 to 75 
would “practically gu: 
improve safety records 

“See to it that your thi 
ning and doing aren’t h 
piles of records that v 
rather than serve a 
program of safety pro 
told delegates. 

But Patrick S. Sirois 
rector of Miami (Fla.) 
took the opposite vie’ 
transit systems should 
use of accident statistics 

Sirois called adequat 
source of education f 
operators and _ bus-ric 
and said they can indic 
needed to develop safer 
safety-minded bus rider 

He also contended th 
records aided in corre 
ards, establishing sa 
and getting adequate 
bus-loading zones. Re 
vide officials with th 
said. 

Ned H. Dearborn, | 
the National Safety C 
reelected for his 15 


ew term. 


Although many gain 
have been made in the 1 
Dearborn said, “we hav: 
far to achieve our idea 
failed thus far to arous¢ 
can people to the true 
of safety to the social a 
health of our society.” 


He called for more s 
praisal of basic causes 
and how to circumvent 

“This kind of an a) 
might very well revolu 

programs of accident fp 
he said. 

Are drivers failing ¢ 
service movement? Y 
said Arthur S. Johnso 
ing vice-president of At 
tual Liability Insurance 

He said statistics s 
markable” improvemen 
control, with the numt 
highway accidents per 
miles down from 12.1 i 
in 1956 
But the national hig 
toll remains at the 40,0 
the injury rate at 1} 
year, he said, indicatin 
movement is falling far 
goal. 

Prizes and recognit 
one of the most effec 
promotions among c 
vehicle drivers, sai 
Waspi, director of | 
driver personnel for 
Lines. 

He spoke at a lunche 
the 26th National Fleet 
test awards were pres 
ners included Cushmar 
livery Co., Chicago; | 
region of H. J. Heinz Ci 
state Bakeries. 

A good seat belt was 
than any other auto-s 
ment in promoting hig! 

The seat belt, said Jol 
an effective step in ‘pa 
passengers. It is easy t 
adaptable to any car.” 

Dr. Brittain F. Pay 
professor of opthalmol 
York University Medi 
said “far too many mo 
defective vision are eé 
others as well as therm 
said poor eyesight n 
basic cause of traffic f 
Fred J. Bly, assiste 
sioner of the Californ 
Patrol, said a “psycholc 
makes a man want to 
test the power of his ca 
Since “few people té 
being safe,” said Bly, 
traffic-law enforcement 
“most immediate reme: 
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Value of Statistics 
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teract the motorist’s desire to drive 
fast. 

Linda Shuler, president of Linda 
Shuler Productions, Dallas, urged 
a@ greater role for women in pro- 
moting traffic safety. 

“Women will work hard if they’re 
sold on the necessity and impor- 
tance of what they’re asked to do, 
and are given plenty of encourage- 
ment and a little recognition when | 
it’s deserved,” she added. “They| 
have the time, cars, influence and | 
natural inclination for humani- 
tarian projects.” 

The top 1957 Carol Lane Traffic | 
Safety awards, sponsored by Shell | 
Oil Co., were presented to Mrs. | 
Lewis Edmundson, Walesenburg, 
Colo., and the Urbana (O.) Busi-| 
ness & Professional Women’s Club. | 

* . * 


Antihistamines May Affect 
Driving, Doctor Warns 


As a general policy, persons who 
have just taken antihistamines 
should not drive a car any distance 
or engage seriously in any activity 








which requires depth perception, 
according to Dr. John M. Sheldon, 
professor of internal medicine and 
chief of the allergy service of Uni- 
versity of Michigan Hospital. 

In his warning, Dr. Sheldon re- 
ferred specifically to truck drivers 
and airplane pilots. He said anti- 
histamines are sedative in action 


and may give drivers a sleepy feel- | ~ 


ing. 


+ x * 


Sprout Donates Car 
Sprout Ford Sales has donated 


|a@ Special Ford car to the driving 


education class of the Meridan 
High School, Meridan, Id. Owen 
Sprout, dealer, made the official 


presentation of the car to school 


officials. 
+ * = 


Road-Building Advisers 
Appointed in Michigan 

A Michigan State Highway In- 
dustry Committee has been named 
to advise Highway Commissioner 
John C. Mackie on problems of the 
highway-construction industry. 

James P. Dunnigan was named 
chairman. Also named to the com- 
mittee were: J. Gardner Martin, L. 
Miner Doolen, F. Roland Sargent, 
John R. Snell, Wilbur C. Wright, 
Varnum B. Steinbaugh and Leet M. 
Denton. 

The committee will advise Mackie 
on such matters as construction 
standards, prequalification of con- 





Correspondent George L. Glaser Writes ... 


Auto Letter from Europe 


ARIS.—A French manufacturer 


cabs and the 4%-ton units have a 


is answering the challenge of | new six-cylinder diesel engine. 


the Sahara Desert with a 50-ton 
giant of a truck with six-wheel 
drive. 


The French are using the Berliet | 
monster in their allout drive to find | 


longer be dependent on the troubled 
Middle East for their oil. 

The truck is powered with a 12- 
cylinder diesel engine which de- 
velops more than 600 horsepower. | 
A man can easily stand upright 
under the fenders of the truck 


| and the driver is seated on a level 


sic causes of accidents | 


ircumvent them. 

lof an appraisal 
well revolutionize our 
accident prevention,” 


; failing our national 
sent? Yes and no, 
S. Johnson, engineer- 
dent of American Mu- 
Insurance Co. 

tatistics show a~ “re- 
provement in accident 
the number killed in 
dents per 100 million 
rom 12.1 in 1941 to 6.4 


~_“ 


tional highway death 
at the 40,000 level and 
ate at 1% million a 
. indicating the safety 
falling far short of its 


l recognition can be 
most effective safety 
among commercial- 
vers, said John H. 
ctor of safety and 
mnel for Allied Van 


t a luncheon at which 
onal Fleet Safety Con- 
were presented. Win- 
| Cushman Motor De- 
‘hicago; Northcentral 
|. Heinz Co. and Inter- 


Ss. 
- belt was called better 
ier auto-safety equip- 
ioting highway safety. 
it, said John Egley, “is 
tep in ‘packaging’ the 
| is easy to install and 
any car.” 

in F. Payne, clinical 
opthalmology at New 


‘sity Medical College, | 


many motorists with 
jion are endangering 
ll as themselves.” He 
yesight may be the 
of traffic fatalities. 

ly, assistant commis- 
> California Highway 
. “psychological quirk” 
| want to test and re- 
r of his car. 

people take pride in 
said Bly, adequate 
forcement remains the 
iate remedy” to coun- 


as high as the second story of the 
average building. 

Other truck producers are offer- | 
ing giant units that are replacing 
the camel in desert transportation. 
Willeme and Unic are two which 





|are offering larger units. Many of | 





|Carl H. Shipley, Fort Smith, Ark.; 


|Gray, Liberal, Kans.; 


the large trucks combine attractive 
styling with size. 

European bus manufacturers are | 
offering a number of changes on} 
new models. The Viberti from Italy 
has the seats set progressively | 
higher toward the rear, like the| 
seats in a movie theatre. 

Chausson has two wipers on each | 
windshield pane. 

+ 


Borgward Holds Prices 


FpCeew Ane, a German producer, 
will not raise prices for 1958 


> * 


matic transmissions. 

Recessed steering wheels and a | 
restyled dash have been added | 
to 1958s. 

In the commercial line, Borgward 
offers a new 1%-ton chassis pow- 
ered by a four-cylinder motor and 
a little bus which seats 18, All 
trucks now have forward-control 


7 Distributors 
Named by Mack 


PLAINFIELD, N. J.—Mack 
Trucks, Inc., has named seven new 
distributors in six states. This 
brings to 14 the number of new 
Mack distributors appointed since 
Aug. 1. 

New distributors include: 

Shipley. Motor Equipment Co., 


Lamar Davis Motor Co., Lamar and 
Charles Davis, Albany, Ga.; Forde 
Johnson Truck Service, Inc., Idaho 
Falls, Id.; Stockton Diesel Service, 
R, L. Walters and D. B. Mac Innis, 
Stockton, Calif. 

Gray’s Auto Service, Herbert W. 
Bell Mack 
Sales, Inc., William E. Bell, Kala- 
mazoo, Mich., and Mack Truck 
Sales of Wichita, Inc., John A. Ten- 
borg, Wichita. 





aa * * 


45% of Output Exported 
EST GERMANY reports that 
45 percent of its car output so 
far this year has been exported. 
Sign along the road in the 
* 


* * 





Panel Truck From Germany— 


* * * 








< 
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“See! I told you the lunch hour 
was the best time to come in 
and see the new car without 
salesmen swarming all over us.” 





tractors and questions relating to 
| the capacity of state-road builders 
to handle the greatly expanded 
road-construction program. 

| * * * 


\U. S. Apportions 2,102 Miles 


On Interstate System 


New routes totalling 2,102 miles 
have been made a part of the 
41,000-mile National System of In- 
|terstate and Defense Highways, 
Secretary of Commerce Sinclair 
Weeks has announced. 


They include the 1,000-mile ex-| 








French cognac region: “Your car 
stays sober, why don’t you?” 
Peugeot, one of the Big Three of 
France, is studying plans for a 
complete network of U. S. dealers. | 
Renault of France is offering an| 
automatic transmission in its new | 
| Fregate. 





9 


pansion of the Interstate System 
authorized by the Federal-Aid 
Highway Act of 1956. The remain- 
ing 1,102 miles was made possible 
by estimated savings in mileage 
resulting from adoption of more 
direct locations of routes previous- 
ly designated. 

* 


Driver Classes Get Results 
In Pittsfield (Mass.) School 


The driver-education program at 
Pittsfield (Mass.) High School has 
entered its seventh year with the 
help of a local dealer, Haddad 
Motors. 

A story on the program in the 
local newspaper pointed out that 
no driver who completed the course 
has had to answer any charges be- 


fore local authorities, 
* * * 


Ferry Service 
Across Mackinac 
Comes to an End 


Thirty-four years of State ferry 
service across the Straits of Macki- 
nac have come to an end, Michigan 
Highway Commissioner John C. 
Mackie has announced. 

Mackie said the five ferryboats 
have been retired from car and 
passenger service now that the $100 
million Mackinac Straits Bridge is 


* * 


opened to traffic. 


The “Straits of Mackinac,” 


| smallest vessel of the Straits fleet, 


will be placed in mothballs this 
winter after doing some equipment 
hauling chores to Mackinac Island 


\for the Highway Department. 


The Michigan Legislature author- 
ized State ferry service in 1923 
when public discontent was ex- 
pressed with the irregular service 
offerred by privately operated rail- 
road ferries. 

= 


Bid for Referendum Fails; 


> 


\Nebraska Gas Tax Hiked 


Nebraska farm organizations and 
highway users have failed in a bid 
for a referendum on a one-cent in- 
crease in the State gasoline tax 
voted by the Legislature last spring. 
The tax was boosted to seven cents 


| a gallon Sept. 20. 


Enough signatures were obtained 
on petitions to put the issue to a 
popular vote, but the secretary of 
state accepted sufficient challenges 
to bring the total 300 under the 
28,397 signatures required by the 
State constitution. 


> > « 


lowa to Vary Colors 


For °59 License Plates 


Iowa will depart from its cus- 
tomary white-on-black or black- 
on-white motor-vehicle license 
plates in 1959, according to Russell 
I; Brown, State public safety com- 
missioner. 


The 1959 plates will have black 


|numbers on a chartreuse back- 
This is the Tempo Matador panel truck manufactured by Tempo Works, Hamburg,| ground. Brown said he thought the 
despite improvements in its cars.| West Germany. Features 262 cubic feet of undivided cargo area, 25 miles per galion| 1959 color combination will be 
About half of the six-cylinder | economy, front wheel drive, and full size rear and side doors for easy Joading. | easier to read and that no state 
models will be equipped with auto-| hos a 52 British horsepower Austin A-50 engine. United States distributors ore Fadex | close to Iowa will be carrying the 
Commercial Corp., 487 Park Ave., New York 22, N.Y., and Fadex Western Motors,|Same colors. 

Inc., 519 W. Fifteenth St., Long Beach, Calif. | 





Truck Industry Replaces the Camel— ; 

This Berliet giant is replacing the cam 
for oil in the Sahara Desert.’ The 50-ton 
motor which develops more than 600 horsepower. 


el with the Frenchmen who are searching 
truck is powered by a 12-cylinder diesel 


Colorado Driver’s Test 
To Be Taken Over by State 


All driver's license tests in Color- 
ado will be conducted by the Motor 
Vehicle division within two years, 
according to Robert A. Theobald, 
state revenue director. 

County clerks now do the task. 
Theobald said the system, set up 
by law in 1935, has been the chief 
stumbling block to uniform licens- 
ing program. Many counties don’t 
even have eye-testing equipment, 
he said. The state agency already 
conducts tests for 23 of the state’s 
63 counties, Theobald said. 


Traffic Institute Seeking 
Data on Accident Causes 


A three-year research program to 
determine possibilities of obtaining 
information on the nature and 
causes of traffic accidents through 
intensive scientific investigation has 
been launched by Northwestern 
University’s Traffic Institute. 


Grants from the Automotive 
Safety Foundation and the Federal 
Government will finance the $350,- 
000 project, according to Ray Ash- 
worth. Traffic Institute director. 


* * 
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Out of the total drop in car sales during 1957, the medium price 
cars accounted for roughly 67 per cent. 


What went wrong? 


Did people, generally, have less money? Not according to all 
reports. And, if they had, wouldn’t sales have dropped equally 
in both the low and the medium price fields? 


Then what did go wrong? 
May we offer one possible explanation—among many? 


If everybody in the country were alike, if all earned the same 
amount of money, had the same tastes, same likes and dislikes, 
shared the same ambition—or lack of it, the opportunity that 
now exists for manufacturers in catering to a diversified market 
would not exist. Ford could concentrate on Fords, Chrysler on 
Plymouths, and General Motors on Chevrolets. 


The growing national weekly 
for people whose time is limited 
but whose interests are not 





Should Detroit 


medium 


But none of these companies does concentrate on any one field 
...and for good reason. For, in the total market, there are various 
levels of income and taste that are much too important, econom- 
ically, to be overlooked. 


Magazine publishers face a similar situation. If it were not for 
the same variations in income and taste, only the very largest 
selling magazine—or, let us say, to carry our Detroit analogy 
further, the three largest selling magazines—need be published. 


However, there are some people who want something just a 
little more plush, or powerful, or better engineered than a low- 
priced car—just as there are people who want a magazine a 
little, or a lot, more specialized in its interest and editorial treat- 
ment than a broad, mass publication. 


And it would be just as unwise, economically, for Detroit to 
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abandon 


price field? 


overlook, let alone abandon, the medium price field as it is— 
in cultivating the market for this field—to overlook the magazines 
that cater to medium income and above average culture audiences. 


Like The Saturday Review, for example. For consider the follow- 
ing few facts: 


@ 93.2 per cent of Saturday Review readers own cars—as against a 
national average of 73.4 per cent. 


@ 34 per cent of Saturday Review readers own two or more cars as 
against a national average of 13.8 per cent. 


® BUT—while 53.3 per cent of all car owners own Fords, Chevrolets 
and Plymouths, only 43 per cent of Saturday Review readers own 
these low price cars; and among those readers who do own them, 
many own them as a second car. 


@ AND—while only 18.6 per cent of all car owners own a Cadillac, 
Lincoln, Buick, Chrysler, Oldsmobile or Packard, 26.1 per cent of 
Saturday Review readers own such cars. 


Mass circulation media—whether in print or on the air—are 
highly tempting because of their “low cost per thousand.” But 
if the “thousand” involved is not the logical audience, then 
maybe it’s not so “low cost” as the figures and statistics would 
have it. Maybe, even, it’s the wrong audience. 


The percentage of owners of two or more cars among Saturday 
Review readers is two and a half times the national average. 
Almost half of all Saturday Review readers earn $10,000 or more 
—as compared to 10 per cent among the total U. S. population. 


Maybe this is the right audience to talk to about medium price 
cars...as well as the prime audience for the most expensive models. 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 

™ 1 |. Fair and equitable contracts between manufacturers and dealers in 

A motor vehicles, parts and accessories; 

{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 

governments, appli to the building and maintenance of highways; 

: { 3. Guard the precepts of individual freedom, which made the U.S. A. 
great and gave its citizens more of the better things of life than anywhere 

else in the world. 
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Reward for Real Service 
Acceptable to Public 


7 APPEARS that a lot of water is still to spill over the 
dam before the issue of service responsibility is settled. 


We don’t claim to have the complete answer, but this 
thought is pretty well jelled: 


When the issue is resolved, it will be on the basis of 
rewarding dealers for performing a service rather than 


._penalizing dealers for selling past an artificial territory line. 
| 


The reward concept is compatible with American thinking. 
You can fight for that without feeling that you are trying 
to put something over on the public. 


The penalty conceytt is linked with the idea of raising an 
umbrella over the head of a dealer to shelter him from the | 
rigors of competition. 


The makers won’t accept this idea and neither will the) 
public. And if it is something that the public will object to, | 
you can be suré that Congress will not lay the foundation | 
for it by enacting enabling legislation. 


So whatever progress that is to be made in improving 


auto retailing practices through the service responsibility 


route will have to start with the idea of rewarding those | 


dealers who are willing to accept real service responsibility. 
This will have to be more than lip service to service 
responsibility. 
The reward will have to be for real performance in order 
to be acceptable to the public. 
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Coming 
Events 


Dealer Conventions 
Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 


Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 


Dec. 4—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 


Dec. 5-7—Montana Auto Dealers Assn., 











Helena, Mont. 

Jan. 11-15—National Automobile Dealers 
Assn., Roney Plaza Hotel, Miami Beach. 

Feb. 23-24—Louisiana Automobile Dealers 
Assn., Inc., Roosevelt Hotel, New 
Orleans. 

Apr. 10-li—Illinois Automotive Trade 


Assn., Springfield, Ill. 

May 5&7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 


May II-13—Idaho Automobile Dealers 
Assn., Lewiston, Ida. | 
May 1!1-14—3é6th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 
May 12-13—Pennsylvania Automotive Assn., 
Hadden Hall Hotel, Atlantic City, N. J. 
June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis 
Sept. 14-16—Michigan Automobile Dealers 


Assn., Pantlind Hotel, Grand Rapids. 
* * * 
Auto Shows 
Nov. 14-23—San Mateo Auto Show, Hills- 


jale Shopping Center, San Mateo, Calif. 
Nov. 14-24—Los Angeles International Au- 
tomobile Show, Pan Pacific Auditorium, 
Los Angeles. 
Nov. 16-23 — Philadelphia Auto Show, 
Convention Hall, Philadelphia. 
Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 
Nov. 26-Dec. !—Sioux 
Coliseum, Sioux Falls. 

Nov. 27-Dec. |—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Nov. 29-Dec. @—San Francisco Auto Show, 
Cow Palace, San Francisco. 

Nov. 30-Dec. 8—BSoston Auto Show, Bos- 


Falls Auto Show 


Troy Auto Show, New York State 

Armory, Troy, N. Y. 

— Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis, 

Jan. 41i—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Jan. 412 — Chicago Auto Show, 
national Amphitheatre, Chicago. 

Jan. 11-19—National Capital Area Auto 
Show, D. C. National Guard Armory, 
Washington 

Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 


inter- 


Letterbox 


‘Golden Rule 





Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg.. State Fair 
Grounds Indianapolis. ; 
Jan. 18-25—Pittsburgh Automobile Show, letters but you may sign your name 
Hunt National ward Armory, Pitts 
burgh, Pa 
Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin Romney Challenged 
nat 
Jan. 18-26—Detroit Auto Show, Artillery Eprror’s Note: This is a copy of 
Armory, Detroit. rge Romney, 
Jan. 22-25—Huntington Automobile Show e letter sent to Georg = t y 
Memorial Field House, Huntington, W. president of American otors 
Va Corp. 
Jan. 23-28—Tampa Auto Show, Fort Hes . . ‘ 


Tampa. 
Houston Automobile Show, 


terly Armory 


Jan. 5-Feb. 2 Dear Mr. Romney: 


Feb. vs Rochester Automobile Show The Oct. 7th issue, Page 70 of the 
War Memorial Exhibit Hall, Rochester Automotive News quoted you in 
N. Y ] e follows: 

Feb. 1-9 Louisville Automobile Show your Da las speech as 


“We at American Motors haven't 


State Fair Exposition Center, Louisville. 
been able to cancel cross-sellers 


Feb. 6-16—Milwaukee Auto Show, M 





Feb 10-iS—Den Automobile Show, | that we'd like to cancel because of 
Denver Colise Denver the good-faith law.” 
— oe U cnrogg « Boe Question: Could and would you 


name as many as five of these deal- 
ers you want to cancel for cross- 
selling but are unable to because 
of the good-faith law? 

Second Quotation: “We haven't 
been able to protect some of our 
dealers in metropolitan areas be- 
cause under the good-faith law we 
haven't been able to do anything 
about cross-sellers.” 

Question No. 1: Have you tried 
withholding cars from the cross- 
sellers so they would only have a 
quota just large enough to take 
care of their own trading area? 
This could not be construed as 
acting in bad faith, do you think? 

Question No. 2: Have you given 
serious consideration to adopting 
the NADA plan, or the ADSA plan, 
or the John Munn plan, all de- 


Bidg., Columt a 
Feb. 16-22—Syracuse Auto Show. Syracuse 
Y 


N 

Feb. 19-23—Autorams State Armory 
Hartford. Conn 

Feb. 21-23—Cheyenne Auto Show 
Pavilion, Cheyenne 

Apr. §-13—International Auto Show 
York Coliseum, New York. 

* * * 


General 
1-S—Annual manufacturer-distributor 
Automotive Warehouse-Dis- | 
Inc., Muehlebach Hotel, | 
Kansas City. 


Dec. 8-Ii—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 

Dec. 10—Annual Dinner, Philadelphia Au 
tomobile Trade Assn. Philadelphia. 
Jan. 6-10—37th Annual Meeting, Highway 
Research Board, Sheraton-Park Hotel, 

Washington. 

Feb. 3-6—3ist Annual National 
tive Accessories Manufacturers 
sition, Navy Pier, Chicago. 

Feb. 20-23—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 


20 Years Ago acu ti 
The Big Stories 


Shipments’ by Hudson Motor Car Co. in October, 1937, totalled 15,- 
269, a gain of 56 percent over the 9,782 cars shipped in October, 1936. 
Chrysler Corp. completed its one millionth car for the year 1937, 
bettering its 1936 record by six weeks. It also was announced that 
Chrysler sales for the first nine months of 1937 totalled $572,217,107, 
as against - $479,819,688 in the corresponding period in 1936. 
Highest October factory sales since 1927 were reported by General 
Motors. Sales to dealers in the United States and Canada, plus ship- 
ments overseas, reached 166,939, against 82,317 in September and 90,- 
764 in October, 1936. Sales for the first 10 months totalled 1,761,317, 
as against 1,606,856 for the same period in 1936, 
—From the files of Automotive News. 


Frontier 


New 


Dec. 
conference 
tributors Assn. 


Automo 
Expo- 








Automotive Cartoon 


Of the Week 





“He keeps an eye on our profits.” 





> 
. * * . . . > . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


signed to discourage cross-selling 
and bootlegging? 

Question No. 3: How many deal- 
ers did you cancel for cross-selling 
before the good-faith law came into 
being? 

Most of the dealers that I have 
talked with, which have been many, 
think that the good-faith law has 
done more good already for the 
welfare of the automobile dealers 
in America than all previous at- 
tempts have accomplished in all the 
history of this industry. 


From your San Francisco speech, 
which I heard, and from the Dallas 
speech, I would assume that you 
are very much opposed to the good- 
faith law. What is so bad about 
having to deal with your customers 
and associates in good faith? I 
have had to do this throughout the 
25 years I have been in business 
with no apparent ill effects to me. 
|It is only the Golden Rule applied 
in business.—E.son G. Sims, Elson 
G. Sims, Inc., Vincennes, Ind. 
| . + = 


‘About Mercedes 


We found of great interest your 
“Turnings” in the Oct. 21 edition of 
Automotive News. 


We are able to agree with you 
that the Mercedes-Benz is a very 
fine car, but it is capable of only 
some of the performances you 
|}credit it with. For instance, you 
| State that the fourth gear in the 
| 300-SL enables it to go 153 miles an 
hour at 3,000 RPM. On driving this 
car it is relatively simple to turn 
 aaee RPM, but I have never seen 
} 


the speedometer read 280 miles an 
| hour. 

Later in the article you indi- 
cate that Mercedes-Benz manu- 
factures most of the components, 
but a notable exception is the 
automatic transmission in the 30(- 
SL. I believe you will find that 
this car is not available with an 
automatic transmission. 

In general, “Turnings” is the first 
column to be read by this office in 
Automotive ‘News.—P. R. SLoaneé, 
Motex Corp., New York. 





SURE, POWER STEERING 


OUR POWER-STEERED 
RIGS STAY ON SCHEDULE 


MAKES THE JOB EASI/ER. 
BUT IT’S THE ADDED SAFETY 
THAT COUNTS MOST. 


BETTER, TOO. 


EITHER WAY, 


POWER STEERING MAKES 
GOOD BUSINESS SENSE. 


THE CASE FOR POWER STEERING ON TRUCKS! 


The trend to power steering on trucks 
is based on one very practical reason 
—operators of trucks equipped with 
power steering have invariably found 
that the added safety and greater 
operating efficiency of their vehicles 
have demonstrated that power steer- 
ing is indeed a sound investment. 

Truck drivers using power steering 
report less tension and fatigue in 
normal driving and appreciate the 
positive control that blocks road shock 
from chuck holes and prevents loss of 
control if the truck is forced out on a 
soft shoulder. 


The dispatcher knows the impor- 
tance of regularly maintained sched- 
ules. He is quite aware that with 
power steering drivers are more 
relaxed and are better drivers than 
tired drivers. Thus, power steering 
not only reduces the some of road 
accidents, but helps the driver to 
maintain established schedules through 
better vehicle control. 

In short, power steering, by saving 
time and money, contributes materi- 
ally to a more profitable operation. 

Truck manufacturers are always 
eager to offer their customers features 


Bendix eevannoet South Bend IND. 


that will make truck operation safer 
and more profitable and, at the same 
time, give their dealers every selling 
advantage. 

That’s why more and more truck 
manufacturers are offering perform- 
ance-proven Bendix* Power Steering 
as original factory equipment. 

If you would like to know why 
power steering for trucks is perhaps 
even more logical than power steering 
for passenger cars, we have prepared 
an interesting folder on the subject. 

Write for your copy today. We think 


you'll be convinced. REG. u.S. PAT. OFF. 
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ew Rambler Dealers 


gned in September! 





Ads Bring in Dealers— 


To capitalize on the interest in the Rambler franchise, American Motors has been 
running a series of ads in aulomotive trade publications with “excellent results,” 
according to L. W. Stevens, AMC automotive dealer development director. The full- 
page ads feature a coupon which a dealer prospect can fill in to obtain complete 
information about the Rambler franchise. Since the campaign was started in February 
more than 400 coupons have been received by AMC, of which 84 were received in 
the first two weeks of October. AMC added123 new Rambler dealers in September 
and expects fo top that total in October, Stevens said. The campaign was prepared 
by Geyer Advertising, Inc. 





How Nation's Salesmen Meet... 





Practical Problems of Selling 


NOTHER salesman tells how 
he closed a tough new-car 
sale. Here is his story: 

Among other things, the busi- 
ness of selling automobiles proves 
that it takes all kinds of people 
to make the world go ‘round. 
Several of us were gabbing 
around a table in the display 
room this morning when in 
walked Ed Livingston, a casual 
acquaintance who had never 
bought anything from me or gave 
any indication he ever intended 
to. But I jumped up and shook 
hands with him. 

“I don’t know if you can help 
me or not, or if you’re willing to 
try,” he told me, “but I’m look- 
ing for a good cheap car. I don’t 

have a trade be- 


Sales cause I gave my 
car to my son, who 

Case has taken it away 
Histories to college with 


him. I'll be plain, 
blunt and brief. I am not going 


to pay much but I want some- 
thing good. If it’s a few years 
old that won’t make any differ- 
ence, because we'll just use it to 
go to the supermarket and back 
and maybe short trips around 
town.” 

Now I happened to know that 
he could just as well afford a 
new car and it was my opinion 
that he had just got into a con- 
trary streak and was asserting 
himself against high-priced new 
cars, but I knew I had to go 
along with him for a little way, 
anyway. 

“Well, I must say you’ve come 
to the right place and you're 
talking to the right man,” I 
said. “We've got many of the 
kind of cars you want, and no 
doubt any of a half dozen 
would fit your bill of particulars 
and Ill be glad to show them 
to you and sell you one.” 

This seemed to please him. 
Knowing him to be qualified for 
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Gives exclusive guarante dS 
safeguard action! .», 


Servide men are sold on it . . . because they : 
custémers sold, with this new Alemite Motor 
nothing like it for keeping modern engines clean ‘and 
sludge-free! With its exclusive Safeguard Action, it 
protects engines from the ravages of corrosive, 

power-robbing sludge . . 


” 
>" 
.. 























more 
il! There’s 


. lubricates, cools, cleans and 
“seals under all driving conditions, in every season. 
Alemite Motor Oil is a scientific blend of finest motor 
oils and exclusive protective additives. It gives better 
protection on all engine parts needing lubrication—plus 
smoother operation, better mileage and longer, 
safer engine life. 


Alemite Money-back Guarantee! If your customers are 
not completely satisfied with Alemite Motor Oil, 
Alemite will return their money in full. Ask them to try 
new Alemite Motor Oil—at absolutely no risk! 

They’ll come back for more! 





...and Alemite helps you sell its new motor oil: 
* In national advertising! 
* With a proven customer follow-up plan! 


* With newspaper ad mats, postcards and mailers! 
Ask your Alemite representative for information, or write to: 


ALEMITE 


REG. U, S. PAT. OFF. 


Dept. AP-117, 1850 Diversey Parkway, Chicago 14, Ill. 


CEE pivision of STEWART-WARNER CORPORATION 


a new car, I thought I'd make a 
wild pitch and I said: 


“Possibly you’re wondering why 
I say we have so many of the 
kind of cars you’re looking for. 
The truth is that nobody seems 
to want them except possibly 
those who are spending their last 
dollar to get as much car as 
they can.” 


“Well, I’m determined not to 
put a lot of money into a car for 
what little use we'll have,” he 
said. 

* + + 

z KNOW exactly how you feel 

about it,” I told him, “and I 
feel the same way sometimes 
until I look at the proposition 
more rationally. These cars are 
cheap and easy to get because 
no one wants them and if you 
had one no one would want that. 


You wouldn’t have anything. 

“Mr. Livingston,” I said to him, 
“you've heard many times that 
it is the cheapest to buy the best 
and the reason people of means 
are always seen in the best cars 
is because of the economy.” 


“You just take the people of 
means that you and I know well 
and we can easily realize that 
those people are not buying for 
prestige, for show or for keep- 
ing up with the Joneses. They’re 
buying what they have because 
they are convinced that what 
they have is worth the money. 


“I’m here to sell you what you 
want but I'd just like to have 
you do me one favor. Let’s go 
out to the used-car lot and pick 
out any used car you think you'd 
like and we'll take a ride in it 
with you driving. Then I want 
you to take my demonstrator, 
drive it home, get your wife and 
go to the supermarket and get 
your groceries.” 

> . . 

D LIVINGSTON is nobody's 

pushover. We went out to 

the used-car lot and he picked 
out a clunker. It sounded good 
but it was one of those lazy- 
front-end cars that take a lot 
of work to drive—a good car if 
you could get it away from the 
curb and into traffic. Apparently 
it didn’t drive much worse than 
the one he gave his son, because 
he didn’t complain. 

When we came back he was 
ready to buy the used car, but 
I said: 

“Now hold on, Ed. You prom- 
ised me you'd take my demo 
home with you and bring it 
back tomorrow. Ill keep this 
used car here for you. But I 
want you to keep your part of 
the bargain.” 

I took him around the block 
and showed him how everything 

worked, but I didn’t mention it 
had full power—steering and 
brakes. Then I turned it over to 
him. 
> > * 

E WAS back in the office the 

next morning. He grinned. 

“Has that rig got full power?” 
“Yes, it has,” I told him. 
“Well, I didn’t know what full 
power was and the advances that 
have been made. To tell the truth 
I was glad to see my old car go 
because at my age it was getting 
to be work to drive it, but I 
think I can handle one of these 
new ones. 

“Now if you'll just sharpen 
that pencil and get down to 
brass tacks .. .” 


3M Sues 2 Firms 
On Sign Patents 


ST. PAUL.—Two firms have been 
named in suits by Minnesota Min- 
ing & Mfg. Co. charging infringe- 
ment of patents on reflective mate- 
rials used in highway signs and 
markers. 

A suit filed in U. S. District Court 
in Chicago accuses American Mari- 
etta Co., Chicago, of infringing on 
a patent on reflective highway- 
marking paint containing glass 
beads. Damages and an injunction 
to prevent further alleged infringe- 
ment were asked. 

Harry K. Ashley Co., San Leandro, 
Calif., was named in a suit filed in 
St. Paul. 
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‘Jeep’ 
vehicle 
franchise 






Your present franchise ‘Jeep’ 
a in your = ae vehicle 
and compare! franchise 


Your present franchise 


write in your answers 
and compare! 














Freedom from give- 
away “wheeling and 
dealing” competition 
that eats away profits? 







Constant demand for 
your own make 
trade-ins so that they YES 
sell as fast as they 

become available? 





Gross profit retention 
averages more than 
$400, after the 
washout? 











Fleet sales are not 
made by factory? 










Used 2-year old 
models average up to 
90% of original 

factory list price? 


Large volume of highly 


profitable special YES 
equipment sales? 





















Nearly 50% of 
sales made as 
“clean deals”? 





Can your franchise pass this profit test? 


Compare your profit potential with that of franchised ‘Jeep’ dealers! 


How do your profits add up? If you answered “No” to one or more 4-wheel drive vehicles. Now, sales and profit potential are further 
questions, you're missing out on profits that should be yours. That’s expanded by the addition of the recently announced, new Forward 
a good reason why you should do what more and more profit-minded Control ‘Jeep’ FC-170 Truck! 


dealers are doing today! They’re looking into the one franchise that, 
by actual reports, creates greater profit return on their investment! 


Two ways you can take advantage of this opportunity: 


cit . s A ‘Jeep’ franchise can be your exclusive line. Many former passenger 
The ‘Jeep’ franchise is geared for higher profits! There are no “wheeling and 1 car dealers are earning substantially more profits selling ‘Jeep’ 
dealing” headaches. Willys deals are more profitable because they’re vehicles exclusively ! 
“business deals”! ‘Jeep’ vehicles are sold to farmers and businessmen 2 Or you can add a ‘Jeep’ franchise to your present line. You don't 
as the one and only answer to specific job needs! Nearly half of all ‘Jeep’ give up a thing! With a modest addition to your present invest- 


ment, and practically no increase in operating expense, you spread 
the cost of your present facilities over two lines. Thus, Willys 
profits become practically ‘net profits.” 


vehicle sales are “clean deals.’’ What’s more, ‘Jeep’ vehicle resale value 
is far greater. And there are additional profits from the sale of a wide 
variety of special equipment! 

Gross profits, after washout, are averaging more than $400! Actual washout Take this profit step right now! Get the detailed facts and see what they 
sheets from many Willys dealers show an average gross profit retention can mean to you. Just fill out and mail the coupon. There’s no obligation! 
of more than $400, after washout! That’s the kind of potential that’s 
open to you as a franchised dealer for the famous ‘Jeep’ family of 


The Jeep. family of 4-Wheel-Drive vehicles: 


AR ee 


Forward Control ‘Jeep’ 


FC-170 Truck Universal ‘Jeep’ ‘Jeep’ Utility Wagon 


DEALER FRANCHISE DEPARTMENT 161 
Willys Motors, Inc., Toledo 1, Ohio 


Yes, without obligation, I’m interested in learning the detailed facts about 
the ‘Jeep’ family franchise. 
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Test-Tube Highway 
Aids Sign Research 


By William Ullman 

Washington Correspondent 
a. of the most important cities in the Washington area 
during the past month have been Metropolis and Utopia, 
each with a population of zero in the last census. They have 
no existence except on some of the biggest highway signs 


you ever saw, but the ability of motorists to read and under- 


stand them will determine the’ 
types of sign to be used 
throughout the new 41,000- 
mile Interstate System. 

The test area for the Bureau of 
Public Roads is a winding, three- 
mile loop of unopened highway in 
nearby Maryland. Spotted along the 
sides of the road—and over it—are 
several dozen signs of varying color 
and design. They are alternately 
covered or uncovered, according to 
the test plan. 

All day and through half the 
night for the past 30 days, volun- 
teer motorists of all ages have been 
spinning through 
a 48-mile run 
through the test 
course, reporting 
what they see to 
highway engi- 
neers seated be- 
side them. Small 
roadside markers 
bearing Greek 
letters tell engi- 
neers precisely at 
what distance 
drivers can read 
each portion of the signs. If these 
test drivers can figure out how to 
find the Metroplis interchange, | 
BPR engineers assume they will be | 
able to turn off for Kansas City 
or Omaha when the real thing 
comes along. 

Test results so far point to big 

signs with white lettering against | 

dark backgrounds. For night | 
driving, letters will be traced | 
with plastic reflector buttons. 

But the best background color | 
for both day and night driving) 
hasn’t been selected yet, though | 
the 15,000 separate pieces of infor- | 
mation collected in the Maryland 
test should provide the right an- 
swers, Test. colors are black, blue, 
red and green, some of them 
luminous. 

The painstaking research on| 
highway signs is typical of the) 
methods used by the Bureau to 
replace guesswork with solid psy-| 
chological facts about driver se-| 
actions. The information obtained | 
will be of use to states, counties 
and foreign countries, as well as to} 
Federal road planners. 

Highway engineers also are look- | 
ing into the problem of skidding, 
and experts on the subject from 
all over the world hope to get to- 
gether in September, 1958, at the 
University of Virginia, to trade 
information. 

Among other things, scientists 
want to learn more about how 
quickly traffic polishes the aggre- 
gate used in highway construction 
and about the nonskid properties 
of tires made of natural and syn- 
thetic rubber. Decision to make 
the conference international was 
prompted by important investiga- 
tions in the field made by the Road 
Research Laboratory in England 
and by other nations. 

~ 7 ” 


Boom or Bust? 
scientists were working to 
make highway engineering an 
exact science, top government offi- 
cials continued to make the science 
of economics more inexact than 
ever. The headlines during the 
past couple weeks did nothing to 
clear up the question of whether 
We are in a boom or a bust, or 
whether we are fighting inflation 
or deflation. 

The small group of men 
responsible for economic policy 
statements just couldn’t get to- 
gether as they coined conflicting 
slogans on the financial state of 
the nation. 

In his first major address, Sec- 
retary of the Treasury Robert. E. 
Anderson warned that a policy of 












“a little inflation” is a dangerous 
thing, and would make sound eco- 
nomic growth impossible. 

In a press conference, President 
Eisenhower said that “there is no 
question” but that the economy is 
“taking a breather,” but he also 
said that “people should attempt to 
purchase less” to counter the trend 
of rising prices. 

UAW-CIO President Walter 
Reuther declared that what is 





wrong with the economy right now 
is “a shortage of customers.” 
+ oa ” 


No Cause for Alarm 
ECRETARY OF COMMERCE 
Sinclair Weeks, in an _ inter- 

view, wasn’t particularly worried 
about anything, insisted that there 
is no cause for alarm in spite of 
drops in some segments of busi- 
ness. 

“We are going through a 
leveling-off process,” the secre- 
tary said. “I believe that prices 
in the coming months will reflect 
this leveling-off, and I look for 
business upturns in 1958. This 
will include more home building 
and better automobile sales, I 
expect.” 

But leveling-off or not, the Fed- 
eral Reserve Board continued its 
policy of tight credit, forcing mem- 


bers banks to borrow more from| 
Federal Reserve Banks to keep up| 
reserve requirements. As a result, | 


banks have been less able to make 
loans. 

Dr. Raymond E. Saulnier, chair- 
man of the Council of Economic 
Advisers, said in a speech that the 
Administration is walking a nar- 
row path between inflation and 
deflation. Meanwhile, the Commerce 





Y/; of the best 


prospects 
for new cars 


read the Digest 


In families that buy new models— 
in families that own 

two cars—more people 
read the Digest 

than any other magazine 


HAT YARDSTICK do you use to evaluate 


Department said that two major 
indicators of U.S. economic health 
—manufacturers’ sales and export 
trade—declined in September, due 
to slips in six of 11 major industry 
groups, But the Department of 
Agriculture, predicted that retail 
food prices will start climbing again 
in early 1958. 

“Consumer income will be high 
in 1958 and demand for food will 
remain strong,” the department 
said. 

It looks as if the U.S. economy— 
with a total output in goods and 
services this year of about $435 
billion—is so big that it is impos- 
sible to make very intelligent state- 
ments about it. Some businesses 
and industries are doing better than 
they did; some are caught in a 
squeeze right now. 

The experts can back up almost 
j}any statement they care to make 
about the “economy” today, depend- 
ing on whether they are looking at 
auto sales, or peanut butter exports, 


production. 
* = = 


Built-In Obsolescence? 


GC W. RUTLAND, new presi- 
dent of the American Trucking 
|Assns. fears the new interstate 









— 


oS 


an advertising medium? The following meas- 
urements show some of the reasons why advertisers 
are investing 60% more in Reader’s Digest this 
year than they did in 1956. 


or freight car loadings, or appliance | 


— 


highways being built may be out- 
moded by the time they are com- 
pleted. 

“It is entirely possible that many 
of these new highways will be 
loaded to capacity by the time the 
program is complete, perhaps even 
before,’ Rutland declared in a 
speech in nearby Virginia. “Once 
this program gets fully under way, 
we should immediately start plan- 
ning for the future.” 

While the Federal road building 
program is supposedly geared to 
traffic needs in 1975, Rutland 
noted that “almost always in the 
past, such predictions have proved 
to be too conservative.” 

He said that we hear the new 
highways described as “ultra-mod- 
ern expressways, or highways of 
the future,” or “something else out 
of Buck Rogers,” but he noted that 
the new roads are being built “to 
the specifications of a number of 
good highways in existence today.” 

* 


| * * 

Off-Highway Robbery 

— are being “short- 
changed” by parking meters, 

charges the American Automobile 

Assn. AAA claims that a “major 
(Continued on Page 50, Col, 4) 











New-car purchases: In American homes where 
new models are purchased, a single issue of Reader’s 
Digest reaches 31% of the people. It also reaches 
32% of the people in homes where more than one 
car is owned. 


Circulation: Starting January 1, the Digest’s 
advertising rates will be based upon a circulation 
of 11,500,000. The Digest has the country’s largest 
magazine circulation—larger than the next two 
magazines combined. 


Advertising readership at low cost per 
thousand readers: Automotive advertising of 
all types is “noted” and “read most” by more 


people per dollar in the Digest than in any other 


major magazine. 


Circulation concentration: 82% of the 
Digest’s circulation is concentrated in the nation’s 
top-quality markets—where you find 82.7% of the 
country’s buying power. 


And Reader’s Digest offers youthe greatest 
extra value of all: The faith of its readers—the 
kind of faith that creates a climate of confidence 
for your advertising message. More and more ad- 
vertisers are discovering that this kind of faith 
leads people to action. 


: 
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At Plymouth Service Clinic— 


Mechanics of Plymouth dealerships throughout the country are undergoing special 
training to familiarize themselves with the proper techniques for servicing new 
equipment being introduced on the 1958 Plymouth cars. Here mechanics study the 
sure-grip differential under the direction of Plymouth service engineers. From left are 
M. A. Robertson and Howard Rush of Hochmuth Auto Sales, Elmwood, O.; Jerry 
Gutzwiller, George Byers and Sons, Cincinnati; Bill Madden, Cliff Jacobs Motors, 
Cincinnati, and L. H. Brakeman and Fred L. Downs, Plymouth field service engineers. 
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For an analysis of how Reader’s Digest covers 


your best prospects call the Digest office nearest 
you. In New York, MUrray Hill 4-7000; in Chi- 
cago,WHitehall 4-25 44;in Detroit, PRinity5-g600; 
in Los Angeles, OLive 3-0380; in San Francisco, 
EXbrook 2-3057. Or write to: Reader’s Digest, 
230 Park Avenue, New York 17, New York. 





News to Note... 


Auto World in Brief 


CLEVELAND. — Dixie Bearings, 
Inc., 276 Memorial Drive S. W., At- 
lanta, and all its branches have 
been franchised as distributors of 
Parker synthetic rubber o-rings, 
according to Parker-Hannifin Corp. 

Dixie has branch warehouses in 
New Orleans and Baton Rouge, La.; 
Charlotte and Greensboro, N. C.; 
Greenville, S, C.; Jacksonville, Fla.; 
Louisville, Ky., and Chattanooga, 
Knoxville, Nashville and Kings- 
port, Tenn. 

= . 


DuPont Will Build Plant 


To Produce New Plastic 
PARKERSBURG, W. Va.—Du- 
Pont has decided to build a new 
plant at its Washington Works 
near here. The plant will produce 
“Delrin” acetal resin, a new plas- 
tic which DuPont said has high 
tensile strength, melting point 





and resistance to deformation 
under stress. 

The company said the plant 
will employ 120 when it begins 
commercial production in mid- 
1959. 

* * . 
Baker Tops Race Drivers 


For 2nd Straight Year 

DAYTONA BEACH, Fla. — Buck 
Baker won his second successive 
NASCAR grand national champion- 
ship for race drivers this year with 
a record 10,356 points. 

He finished far ahead of the 
second-place driver, Marvin Panch, 
who scored 9,692 points. 


$600 Million Plant in N. J. 


To Boost Oliver Tire Output 


SAN FRANCISCO.—Construction 
has been started on a major addi- 
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Whether you're selling new cars, automotive 
accessories, gasoline, or auto insurance, you 
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} can reach more good prospects in Reader’s 
Digest than in any other magazine. 


People have faith in 


JReaders Dige st 


Largest magazine circulation in the U. S.— 
more than 11 million copies bought monthly 
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tion to the East Coast manufac- 
turing facilities of Oliver Tire & 
Rubber Co., Emeryville, Calif, The 
building is being erected at Flem- 
ington, N. J., by Dural Rubber Co., 
Oliver subsidiary. 

The plant will cost $600 million 
and provide an additional 50,000 
square feet of space. G, C. Oliver, 
president of Oliver Tire, said Dural 
will turn out Oliver tire-tread rub- 
ber and tire-repair products at the 
new project, scheduled to be in full 
operation by next April. 

* + * 


Goodyear Sets Up Section 


To Study New Products 


AKRON.—Goodyear Tire & Rub- 
ber has set up a new-products 
department. M. J. 
DeFrance, former 
manager of chem- 
ical materials and 
products develop- 
ment, will head 
the department. 

The company 
said the depart- 
ment will prepare 
balanced — finan- 
cial, technical and 
marketing — ap- 
praisals of new 
products at all stages of develop- 
ment. 





* * > 
Dealer’s Appliance Company 


Buys Industrial Supply Firm 


DETROIT.— Ray! Industrial 
Supply, wholesale distributor of 
industrial supplies, has been 
purchased by Peninsular Distrib- 
uting Co, from Rayl Co., Detroit 
hardware firm. 

Ray M. Whyte, Detroit auto 
dealer, is president of Peninsular, 
a wholesale appliance distributor- 
ship. He said the new unit will 
operate as a division of Penin- 
sular. 

* = * 
Michigan Auto Supply 
Moving Firm to Tennessee 

MEMPHIS.—Ripley Mfg. Co., 
manufacturer of wire-cloth strain- 
ers for auto engines, is moving to 
Collierville, Tenn., from Decker- 
ville, Mich. The firm will erect a 
$50,000 steel, concrete block and 

glass one-story factory. 

J. H. Taylor, Ripley vice-presi- 
dent, said the firm’s sales in Mich- 
igan had dropped from 80 to 20 
percent because of decentralization 
of the auto industry. He said the 
firm now will be closer to wire- 
cloth suppliers. 

* > ” 


Bonzer Reforms Company 


In Car Accessory Field 

LONG BEACH, Calif.—Larry W. 
Bonzer has reformed Bonzer Mfg. 
Co., producer of car accessories. 
The new firm includes Bennett 
Mfg. Co. 

Bonzer originally formed the 
company in 1946. It later was 
known as Bonzer-Western Corp. 
Bonzer left the firm in 1956. 


Wolf Heads Fund Group 

PHILADELPHIA.—Harold Wolf, 
president of Plachter Imported 
Cars, Inc., has been named to head 
|the United Fund drive in the im- 
ported-car division of the Philadel- 
phia Automobile Trade Assn, 





Avis Bares No-Deposit Plan 


For Reservations Abroad 


MADRID, Spain. — Simplification 
of car-rental reservations for coun- 
tries outside the U. S. and Canada 
was announced here by the Avis 
Rent-a-Car System at the annual 
convention of the American Society 
of Travel Agents. 

Reservations made in the U. 8S. 
and Canada for rental cars in the 

| 35 other countries and territories 
| Where the Avis System operates will 
be “no deposit.” The new plan will 
go into effect Jan. 1. 
= * * 


Plastic & Rubber Products 


Opens Addition to LA Plant 

LOS ANGELES.—Plastic & Rub- 
ber Products Co. has opened an 
addition to its Los Angeles plant, 
an increase of more than 50 percent 
to existing space. 

The new building will house the 
sales department, order depart- 
ment, personnel, credit union, fac- 
tory offices, laboratory, engineering 
offices, a complete silicone and 
special materials production de- 
partment and a modern die shop. 








ters rou HEAR as weit As SEE... 
WHEN YOUR SPEED IS LEGAL OR SAFE! 


Presented one short year ago, the AC speed alarm has proved 
a real safety sensation. You set the safe or legal speed and 
when your miles-per-hour reach that point, you get an instantaneous 
buzzer alarm that warns you. Meantime, you're free to watch the 
road and traffic—the speedometer speaks for itself. 


AC @ THE ELECTRONICS DIVISION OF GENERAL MOTORS 


cy 


FORWARD FROM FIFTY Watch Walt Disney Studios’ 


ZORRO weekly on ABC-TV 


ORIGINATED by AC Division of General Motors 

AC engineers, always interested in safety, developed the speed 
alarm and were first to present such a valuable device—a 
warning signal that doubled the speedometer’s utility. This is not 
a “control”, but a helpful signal that calls out to you when you're 
going faster than you should, or faster than you desire. 


PROVED on 340,000 Buick Cars in 1957 

YES—the AC speed alarm has stood the owner road-test in the 
car that first featured it a year ago—Buick. So many Buick buyers 
chose it that AC feels it is just a matter of time until all cars will 
offer such a device. 


APPROVED by Safety Officials Everywhere 

Since the AC speed alarm made its bow, AC has been receiving 
@ flow of praise and commendation from highway officials, safety 
experts and everyday drivers. One leading auto editor called it 
a “minor miracle” and people like the idea that it's a voluntary, 
not a controlling, device. 


AVAILABLE on 1958 Buick, Oldsmobile, Pontiac 

Supporting the AC feeling that general opinion favors the unique 
AC speed alarm is the fact that three great cars for 1958 offer 
the device. Every buyer who chooses Buick, Oldsmobile or Pontiac 


can specify the speed alarm and benefit from this added safety 
feature. 
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BUICK for 1958 
calls it the 
“SAFETY BUZZER’’ 


Yes—on all those brilliant new 1958 
Buick cars proud owners can now 
have the extra safety factor built into 
the AC speed alarm, called by Buick: 
the “Safety Buzzer” because of its 
characteristic buzzing warning sound. 


OLDSMOBILE for 1958 
calls it the 
"SAFETY SENTINEL’’ 


You've seen the styling and read 
about the array of features that have 
given Oldsmobile for 1958 its magnetic 
oppeall Well—if you've decided 

on Olds, be sure you hove the AC 
speed alarm. Oldsmobile engineers 
call it their “Safety Sentinel.” 


PONTIAC for 1958 
calls it the 
"SAFEGUARD”’ 


The motoring public has given the new 
1958 Pontiac models their well- 
deserved acclaim. Smart, sleek, poised 
—and they offer you the opportunity 
to enjoy an added motoring safety 
—the AC speed alarm which Pontiac 
aptly calls its “Sofeguard.” 
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CIT Occupies New Building— 


Mrs. Henry Ittleson, widow of the founder of CIT Financial Corp., unveils a bronze 
medallion of her late husband to mark the opening of the new CIT building in 
New York. Her son, Henry ‘ttleson jr., left, CIT executive vice-president, and 
Arthur O. Dietz, president, participated in the brief ceremony in the lobby of the 
modern building. CIT, parent company of Universal CIT Credit Corp., occupies all 
eight floors of the building. 


Have you tried this Formula ? 


How They're Pushing Sales ... 


Dealer Ad Ideas 


‘Trouble’ Welcomed 


oo us your trouble,” Utter 
of Spokane urges auto buyers 
in an ad announcing a giant sale 
stressing low prices and good will. 

“Utter volume values good will,” 
the ad says, “and here’s a $40,000 
price cutback to back up this un- 
limited 180-car rotation marathon. 
We take yours for more and you 
get ours for less.” 

Utter promised a “good will” 
price “so exactly right that you 
can’t say ‘no’ and won’t want to.” 

* . = 


War on Inflation 
ILWAUKEE County’s Rambler 
dealers have declared “war on 
inflation” in the sale of 1958 models 
by eliminating the “price pack,” 
according to an ad in the Mil- 
waukee Journal. 
“Milwaukee County Rambler 
dealers have agreed that they will 
quote only the factory-suggested 


retail price on all 1958 Rambler'cost and stay in business (no one} 





models,” the ad states, “and will 
not follow the accepted dealer prac- 
tice of ‘packing’ these prices with 
an additional dealer markup.” 

+ * * 


‘Beware Trick Deal...’ 


T. SCOTT, owner of Scott 

* Chevrolet Co., Oklahoma City, 
tells buyers in newspaper ads how 
to recognize trick deals. 

His ad leads off with the formal 
definition of “trick,” part of which 
is “to deceive by cunning or arti- 
fice.” 

Says the ad: “We think the intel- 
ligent car buyer can see a trick 
deal.” 

Scott warns buyers to read the 
fine print in sales contracts and 
says that an asterisk can be a 
danger signal. 

“We respect your intelligence,” 
the ad continues, “and think it 
would be silly if we tried to con- 
vince you that we can sell a car at 
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it may increase your PROFIT 


No one needs to tell you that customers shop for financing 
as well as cars. And that some of them finance elsewhere. 


GMAC has developed a formula for General Motors Dealers 


— 


that helps them build greater time penetration 


—and the increased gross that comes with it. 


This formula has been tested— 


and it works. 


So ask your GMAC representative for the 
full story of how it can be put to work for you. 


THE GMAC THRIFT-GUARD PLAN 
available to General Motors Dealers in 
CHEVROLET * PONTIAC « OLDSMOBILE 
BUICK * CADILLAC 
new cors, and used cars 
of all mokes. 


, | GENERAL MOTORS ACCEPTANCE CORPORATION 4 
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TIME PAYMENT 


PLAN 


GENERAL MOTORS ACCEPTANCE CORPORATION 


else can either!) or try to convince 
you that we will trade even (our 
employes have to eat, too).” 

* + * 


Service Letter 

7. AN ad designed as an open 
letter to its customers, Barrett 

Weber, Inc. (Ford), St. Louis, said: 

“We want to take this oppor- 
tunity to advise you of our continu- 
ing efforts of providing you with 
the best service possible. 

“We have repainted and tended 
to our fall housecleaning, we have 
added to our mechanics’ techni- 
cal training, we have instructed 
our personnel that your satisfac- 
tion is the most important aim of 
our business. Our goal is to have 
a service department second to 
none. 

“Each employe of this organiza- 
tion is now fully prepared to do his 
utmost for customer satisfac. 
GOR sce” 

* cd * 


Dealer Writes Open Letter 


C R. BOGGESS, president of 
* Boggess Buick, East Provi- 
dence, R. I., has offered “a state- 
ment of policy and ethics” in an 
open letter to the driving public. 

Boggess said his firm has “re- 
fused to compromise our position 
as a quality organization by re 
| sorting to merchandising trickery 
|in an attempt to gain recognition.” 
| Advertising based on facts, serv- 
ice “at a fair price” and mainten- 
|} ance of an adequate stock of parts 
| were promised by Boggess. 


as a * 


‘Don’t Be a Sucker’ 

Bt ede a sucker for you. Enjoy 

it but don’t be one.” 

That’s the advice in a piece of 
direct-mail advertising from 
| Studebaker-Packard dealers in the 
| Cincinnati zone. The mailing has 
|a candy sucker attached. 
| The S-P dealers tell their pros- 
|pects that 1958 Scotsman models 
| are “the best deal in town and the 
most outstanding value.” Scotsman 
prices and a salesman’s name are 
|included on the mailing. 

* > - 


*Stude’-town, U. S. A. 


AMESTOWN —in downtown Los 
Angeles—is “Stude”-town, ac- 
cording to an ad announcing that 
Ed James Motor Center is the new 
factory-authorized sales and serv- 
lice headquarters for Studebaker, 
Packard and Mercedes-Benz autos. 
| Showrooms are at 1365 S. Figueroa. 
A picture in the four-column ad 
in the city’s four major newspapers 
shows C. V. Waltzer, S-P zone 
manager in Los Angeles, with Ed 
James, owner of the firm. James- 
town also has a branch at 1350 
American Ave., Long Beach. 


* * * 


8 Dealers Join in Sale 


IGHT dealers in Lawrence, 

Kans., joined forces in a four- 
day used-car sale on the parking 
lot of a shopping center. 

The dealers advertised more than 
150 cars, prices “cut to the bone,” 
and free coffee during the sale 
hours. The dealers closed their 
used-car lots and moved their 
stocks to the shopping center for 
the sale. 

Dealers taking part in the sale 
were Bill Bodin (Lincoln-Mercury- 
Rambler), Jim Clark (Plymouth- 
Dodge-Chrysler-Imperial), Jayhawk 
Motors (Pontiac-Cadillac), Morgan- 
Mack (Ford), Sanders Motors 
(Edsel), Winter Chevrolet and 
Dinty Moore and Slim Ransdell, 
used-car dealers. ' 
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Excelsior! 
°27 Auburn Declared Fit 


By °57 Tests 


BUFFALO.—A 1927 Auburn has 
passed the new state auto inspec- 
tion test at Thurman’s Garage here. 
Mechanics found the ancient vehi- | 
cle in tip-top shape despite its 84,- 
000 miles, 

Commented William A. Bork, its 
82-year-old owner: “I knew the car 
was O. K. when the mechanic took 
Oa 

Several gadgets had to be added, 
however, including a second wind- 
shield wiper and another taillight. 
And the headlights had to be 
stepped up to legal 32. candlepower. 
Bock bought the Auburn in June, 
1927, for $2,700, It still has the or- | 
|iginal paint. 











POWR-LOK 
ends sliding, 
grinding and 
getting stuck 
in mud or 
sand if either 
rear wheel 
can catch 
hold. 


Write for booklet illustrating 
and describing the many advan- 
tages of the Spicer POWR-LOK 
Differential. 


DANA PRODUCTS Serve Many Fields: 


AUTOMOTIVE: Transmissions, Universal Joints, Propeller Shafts, Axles, 
Powr-Lok Differentials, Torqve Converters, Geor Boxes, Power Toke- 
Offs, Power Take-Off Joints, Clutches, Frames, Forgings, Stompings. 
INDUSTRIAL VEHICLES AND EQUIPMENT: Transmissions, Universal 
Joints, Propeller Shafts, Axles, Gear Boxes, Clutches, Forgings, 
Stompings. 

AVIATION: Universal Joints, Propeller Shafts, Axles, Geors, Forgings, 
Stompings. 


DANA CORPORATION 
Toledo 1, Ohio 


RAMROAD: Transmissions, Universal Joints, Propeller Shafts, Gen- 
erator Drives, Rail Car Drives, Pressed Steel Parts, Traction Motor 
Drives, Forgings, Stampings. 

AGRICULTURE: Universc! Joints, Propeller Shafts, Axles, Power 
Take-Offs, Power Take-Off Joints, Clutches, Forgings, Stampings. 
MARINE: Universal Joints, Propeller Shafts, Gear Boxes, Forgings, 
Stampings. 


Many of these products manufactured in Conada by Hayes Steel Products Limited, Merritton, Ontario 


POWR-LOK ends 
slipping on ice or 
wet hills and pave- 
ments if either 


rear wheel can 
catch hold. 


POWR-LOK 
stops “wild wheel” 
hop and spin on 
rough, bumpy 
roads, ending dan- 
gerous car swerve 
and unbalance. 





















CL Ae et ttt 



















Auto Personnel 


P. H. Richey, executive vice- 
president of Wagner Brothers, Inc., 
Detroit, has been named president 
and treasurer of the company’s 
newly acquired, wholly owned sub- 
sidiary, Automatic Molding Ma- 
chine Co., Los Angeles. 


* a . 
Pavsner Wins Promotion 


At Registered-Tested 
David L. Pavsner has been ap- 
pointed eastern regional manager 
of Registered-Tested Cars, Inc., 
it is announced by James E. 
Smith, president of RTC 





child, merchandising manager of 
the retail stores division at Akron, 
becomes central region manager. 
H. C. Bott succeeds Fairchild. D. S. 
Conner, district manager at Cincin- 
nati, replaces Bott as assistant re- 
tail manager of the eastern region. 
* = * 


Bliemeister Named 
Carl 


A. O. Smith Corp.’s Granite City 
(Ill.) auto frame plant. Formerly 
he was a member of the com- 
pany’s central purchasing organiza- 
tion in Milwaukee, and since 1942 





David and his brother Joseph 
formed the first RTC franchise 
in New York during August, 1956, 
after 12 years in the new and 
used-car fields, Pavsner’s territory 
now includes 18 eastern states. 

* * * 


Five Sales Executives 
Promoted by Goodyear 


Promotion of five sales execu- 
tives has been announced by Good- 
year Tire & Rubber Co. They are: 

F. W. McConky jr., manager of 
the eastern region, has been named 
assistant vice-president and will de- 
vote full time to petroleum sales. 
His successor is L. W. C. Dye, cen- 
tral region manager. R. W. Fair- 


Tallberg Retires 
From Ford Motor 


Engineering Staff 


DEARBORN.—V. Y. Tallberg, 56, 
a member of the Ford family for 
29 years, has retired as adminis- 
trative officer on the engineering 
staff of Ford Motor Co. 


In the last 10 years, he directed 
expansion of the firm’s central en- 
gineering team 
from a postwar 
nucleus of 1,000 
to its present 10,- 
000. 

Tallberg had a 
key role in plan- 
ning the Research 
and Engineering 
Center, a group 
of buildings cost- 
ing $150 million. 

He was born in 
Sweden and 





V. Y. Tallberg 
started his career as a mechanical 
engineer in a steel mill there. He 


came to Detroit in 1922 to work 
for an uncle as a tool designer, 
and joined Ford Motor’s interna- 
tional division in 1928. e 


He spent the next 12 years abroad 
helping to organize Ford opera- 
tions in Germany and directing en- 
gineering at company plants there. 
He returned to the U. S. in 1940 
and during the war was in charge 
of development of the American 


version of the Bren gun carrier. 

Last March Tallberg was named 
special assistant to the engineering 
and research vice-president. 


a. pore ste a 


oe 


has been active in Smith’s automo- 
| tive parts business. 
« * * 


AC Shifts Korth 


Robert L. Korth has been ap- 
pointed Chicago regional manager 
for replacement product sales for 
the AC Spark Plug. He had been 
merchandising manager for oil fil- 
ters, fuel pumps and gasoline 
strainers. 


* = + 


Carlson Named Sales Chief 


J. R. Carlson has been appointed 
sales manager of Jefferson Chem- 
ical Co., Inc. P. R. Monaghan was 
named Eastern regional manager. 

= = > 


General Tire Assigns 
Sweeney to Pittsburgh 


General Tire & Rubber Co. has 
to 


J. Sweeney 
Pittsburgh sales 


promoted Martin 
manager of its 
division. 
Sweeney, former manager of pas- 
senger-tire sales for the Akron 
division, 


duties. 


3 Officials Are Shifted 
In Sun Electric Command 


Sun Electric Corp. has ap- 
pointed A. E. Weill general man- 
ager of the meter division. 

J. M. Wagner, general manager 
of the automotive research divi- 
sion, has been named sales man- 
ager of the central sales division. 
K. R. Powers, former chief in- 
structor at the firm’s technical 
training center, is the new gen- 
eral manager of the advertising 


and technical division. 
> + = 


Nellen, Research Chief, 
Elected to Lee Board 


J. Bliemeister has been) 
|named purchasing agent for the 


| steel mill equipment sales division, 
| Mishawaka; Joseph F. Underway to 
| Pittsburgh succeeding Burditt; 
| John B. Booth to sales engineer in 
|Los Angeles; Francis E, Noyes to 
district manager in St. Louis; 
| Wayne L. Hungate to St. Louis as 
sales and service engineer; William 
A. Ilisley to district manager in 
| Cincinnati, and William E, Scherrer 
| to sales engineer in Cincinnati. 

| * * * 


Dragin Joins White Board; 
|Witsky to Direct Research 


| J. P. Dragin, finance vice-presi- 
dent, has been elected a director of 
White Motor Co. He succeeds 
Frank E. Taplin, who resigned to 
become assistant president of 
Princeton University. 

Julius E. Witzky has been named 


director of research. He had been| 


chief engineer of Daimler-Benz of 


North America, Inc. New York} 


City. 


Johnson Joins Alondra 


In Sales to Factories 


Alondra Sales, Inc., of Los Ange- 
les, manufacturer of Filt-O-Reg 
fuel pressure regulators, has an- 
nounced appointment of C. E. John- 
son as sales manager of its original 
equipment divi- 


been identified 








sion. Johnson has | 
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oh, you take him on 
college kid .. . debating 


sistant branch manager of the New | 


York branch, and assistant to the 


| general sales manager, .truck equip- 


ment. 
* * * 


Black & Decker Appoints 


21 
| 
| Automatic Molding Machine Co., 
| Los Angeles. 
| Other new officers of the reor- 
ganized California company are: 
|F. M. Mansfield, sales vice-presi- 
|}dent; Bruno Leonelli, vice-presi- 
jdent; Irvin Tochner, operations 
| vice-president, and Mary P. Smelt- 
| zer, assistant secretary. 
| * * 


| Universal CIT Transfers 


2 Executives to New Posts 


Two appointments have been 
| announced by Universal CIT Credit 
Corp. 


| Peter E. Schnaufer, vice-president 
j}and former head of the firm’s 
Aurora (Ill.) division, has been 
|}named head of its Cleveland divi- 
| vision, succeeding the late T. M, 
| McKinney. Richard A. Bachmann 
| was promoted to assistant vice- 
president to succeed Schnaufer in 
Aurora. Bachmann formerly was a 
sales director in the Milwaukee 
division. 
i = * * 


3 Named by Steber 


Urban Doyle has been appointed 
manager of the Service Station 
Lighting division of Steber Mfg. 
Co., Broadview, Ill. Joseph Sturgus 
has been appointed sales engineer 
and Richard Kerwin has been as- 
signed to the sales department. 

> * * 


Cummins Leaves Board 


Clessie L. Cummins has retired 
as honorary chairman of the 


with the automo-|Four District Managers 


tive industry for| Black & Decker Mfg. Co. has 
years and most|"amed Philo W. Lund manager of 


replaces James Boring, 
who has been transferred to other 


recently was 
vice - president 
and sales man- 
ager of Hoof 
products Co. 

The newly 





C. E. Johnson 
of Alondra will handle all business | 


with manufacturers for gasoline} 
engines of various types, including | 
automotive, farm, marine, indus- 


trial and military. Headquarters for 


formed division | 


the new Alaska-Hawaii sales dis- 
trict of the industrial-automotive 
division. John R. Anderson has been 
named to replace Lund as Seattle 
manager. 


Leo C. Gehring has retired as 
Minneapolis manager and Ray- 
mond L. Mick has been named to 
replace him. Homer E. Ridway has 
been appointed Denver district 
manager, succeeding Mick. 

= * = 


the original equipment division is Copco Trailer Appoints 


1742 W. 106th St., Chicago 43, Ill. 


> . 


Kucera Gets N. Y. Job 


Cc. F. Kucera has been named 
assistant manager of the New York 
district of Allis-Chalmers Industries 
group. He had been Southeast 
Region representative for transmis- 
sion equipment since 1954. 


Gar Wood Appoints Peterson 


Works Manager at Exeter 


Don A. Peterson has been named 
works manager for Gar Wood In- 
dustries’ new truck equipment plant 
in Exeter, Pa. 

Peterson joined Gar Wood in 


Arthur H. Nellen has been/ i947, and has held a number of 


elected to the board of directors of 
Lee Rubber & Tire Corp. He fills 
the vacancy caused by the death of 


George S. Mahanna. 


Nellen is vice-president in charge 


research. 
> 


of development and 
> > 


Wheelabrator Announces 
7 Changes in Sales Staff 


Seven changes in the sales staff 
have been announced by Wheela- 
brator Corp., Mishawaka, Ind. They 


are: 


George F. Burditt to manager, 





A Walking Commercial— 

Mr. Goliath is the name of the German Shepherd standing alongside of the | 
car he has been named after and enlisted to help sell. The dog will be used in 
all Goliath advertising. So far Mr. Goliath has been used in teaser campaigns in | 
cities where the German-built car is being introduced. 


| posts with the firm, 


‘Wisconsin Eyes 
Way to Prevent 


Title-Lien Frauds 


MADISON, Wis.—The typical 


|mond Mfg. Co., 
’ a | division of Associated Spring Corp. 
including as-|He succeeds Corneli 


Harrison Vice-President 


Roy C. Harrison has been named 
vice-president of Copco Trailer 


| division, Copco Steel & Engineer- 
jing Co., Detroit. He will continue 
j}as factory sales manager and will 


be in charge of customer relations. 
Harrison also will head a newly 
formed policy committee, charged 


with coordinating engineering, pur- 


|chasing, production and sales for 


the division. 


Danner Succeeds Holden 


Lester M. Danner has been pro- 
moted to purchasing agent of Ray- 
Corry, Pa, 


H. Holden, 
who has retired after more than 
40 years with the division. Danner, 
formerly assistant 
agent, joined Raymond in 1941 


> * > 


Richey Named President 
Of New Wagner Subsidiary 


P. H. Richey, executive vice-pres- 


motor vehicle in Wisconsin is sold ident of Wagner Brothers, Inc., De- 
on the installment plan, according} troit, has been named president and 


to data presented here in connec- 
|}tion with a legislative study of 
|}encumbered-vehicle frauds and 
| possible remedial legislation. 

The study was produced by the 
staff of the Legislative Council, 
which has been investigating such 
frauds. 

Wisconsin now permits the listing 
of liens on auto titles, but does not 
require such listing of all encum- 
brances, as some states do. Various 
proposals for protecting subsequent 
purchasers of motor vehicles have 
been considered, but the Legisla- 
ture has not yet agreed on new 
regulations. 

The Legislature was informed 
that in a typical recent year the 
gross volume of auto credit ex- 
tended amounted to more than 
$175 million, with installment sales 
accounting for about 60 percent of 
total sales volume. 

The study concluded that the 
precise extent of vehicle sales 
frauds in Wisconsin is not known. 
It suggested that a warning on the 
certificate of title—as provided in 
one bill presented this year—that a 
vehicle may be subject to liens not 
noted on the certificate, would tend 
|}to prevent a clear certificate of 
| title from misleading potential pur- 
chasers and lienholders. 


treasurer of the company’s newly 


| acquired, wholly owned subsidiary, 


Fram’'s Filter Formula— 


T. H. Belling,- president, Fram Corp., 


purchasing | 


board and director of Cummins 
| Engine Co., Inc., Columbus, Ind. 
Cummins, 68, founded the company 
in 1919 and was its president from 
1919 to 1947. 


= * > 


Bauman to Direct Purchases 


For Federal-Mogul-Bower 


Edward F. Bauman has been pro- 
moted to director of purchasing, 
staff activities, for Federal-Mogul- 
Bower Bearings, Inc. 

Bauman heads a new corporate 
staff division responsible for de- 
veloping and supervising general 
purchasing policies and coordi- 
nating purchasing activities at the 
company’s six line divisions. 

* . * 


\Shreiner Replaces Brediger 


As Chief of Chardon Rubber 


V. M. Brediger, president, general 
manager and one of the founders 
of Chardon Rubber Co., has re- 
signed his executive positions. He 
has become vice-chairman of the 
board. 


C. L. Shreiner, executive vice- 
| president and another of the com- 
pany’s founders, succeeds Brediger. 
|Chardon has been a subsidiary of 
|Ball Brothers Co. for three years. 

* > = 


AC Promotes Hastings 


Homer R. Hastings has been ap- 
pointed staff engineer for gauges 
at AC Spark Plug division of Gen- 
eral Motors. He has been a mem- 
ber of the gauge engineering sec- 
tion since 1944 and senior project 
engineer concerned with gauge 
development since 1952. He suc- 
ceeds Ragnar F. Clason, who has 
retired. 





second from right, explains the principle 


features of Fram's patented air filter to Secretary of Commerce Sinclair Weeks during 





A central recording system for| the opening in Washington of an exhibition of equipment from various U. S. indus- 
motor vehicle liens, instead of the| tries protected by patents over the years. Inspecting the panel which depicts how 
county recording system, might| Fram filters oil clean in a single pass, are Robert C. Watson, patents commissioner, 
also be effective, it concluded. 'and Vice Admiral (ret.) Edward C. Ewen, Fram's Washington representative. 








THE GOLDEN JUBILEE CAR INTRODUCES 
A NEW GOLDEN ERA FOR PONTIAC DEALERS 


The big smile on automobile row these days belongs to the Pontiac dealer. And 
why not? He has what every dealer dreams of: A car with newness that can be 
seen and demonstrated. «+ Sixteen models in four series covering the hottest 
segment of the market. « Seven Chieftains, including the most luxurious new 
convertible in the low-price field—with color coordinated interiors and full 
carpeting in even the lowest priced model. « Two spectacular new Bonnevilles 
in the upper medium bracket—the ultimate in motoring luxury. « The widest 
selection of advanced engineering options in its class available on all models. 
. .. It all adds up to a Golden Opportunity for Pontiac dealers! 


PONTIAC MOTOR DIVISION «¢ GENERAL MOTORS CORPORATION 





MEET THE BOLD | 


<n oe 


REVOLUTIONARY EVER-LEVEL AIR RIDE 
Pontiac dealers have the industry’s most talked-about advance right 
now—available on any Pontiac model as an extra-cost option. A™) 
Pontiac dealers can point to a frame especially designed for air suspensio f 


AERO-FRAME STABILITY j 
Pontiac dealers can demgnstrate the biggest basic construction | 
change since the early days of motoring. This revolutiona’y” 
new frame design is lighter, stronger, more stable than ; 

the conventional box type used in other cars. 











Bonneville Sport Coupe 





TEMPEST 395 PERFORMANCE 
Pontiac’s acknowledged performance superiority has been pushed even 
further with bigger new engines and new easy-to-demonstrate ‘‘ jeweled action”’ 
response. Four horsepower ranges are available—with Tri-Power 
Carburetion and Fuel Injection optional at extra cost on any model. 


QUADRA-POISE ROADABILITY 
Completely new suspension principles 
provide remarkably improved ride and 
handling that prospects can feel 
immediately. The absence of dive, sway 


and bounce proves Pontiac’s newness! 
CIRCLES-OF-STEEL SAFETY 


Pontiac dealers have the unsurpassed sales appeal of 
a new kind of safety body that protects passengers 
———s with girder steel front and rear, above and below. 


NEW DIRECTION STYLING 
Pontiac breaks with the fads and frills for a fresh new look in 
automobile styling . . . it’s as exciting to look at as it is to drive! 





THE BOLDEST ADVANCE IN S50 YEARS 
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CHATTANOOGA 2. TENNESSEE 


ae SS be 


A 
CAR-MON 


VENTILATING 
SYSTEM 


featuring exclusive 


DOUBLE-DOOR 
DUAL ADAPTERS 





Service 
SINGLE or 
TWIN 
exhovust cors 


SAFELY 


2-DOOR FLOOR PLATE PROVIDES 
FULL VENTILATION SAFETY, with 
ONE or BOTH OUTLETS in use 


Closed door over unused out- 
let maintains full draw-off 
from outlet in use. Only one 
unit needed per stall — cuts 





3-INCH 
STAINLESS STEEL HOSE 


Retracts easily into floor ducts. Hidden, installation cost in half .. . 
out-of-the-way when not in use. serves single or twin-exhaust 
cars. 


CALL or Write your jobber NOW! 


CAR-MON 


PRODUCTS CO 


4 A 
6 al 


DEVON 


1 omy i. 


A: 


CHICA 





SOME DEALERS HAVE 100° ABSORPTION FIGURES! 
{National Average is 65°) 


We gvarantee to increase your service absorption figures and fill ith 
Sine aii attics ation de” ae. 


monthly service volume is $7,000 or more, and you do not have a service 
tewer control, write us and hear our story ... we promise some new slants 
—without obligation, of course. 


Flash - A - Call Service Control 


2170 South Canalport Avenue 
Dept. AN-168, Chicago 8, Ill. 
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In 32,000-55,000-Pound GCW Range. . . 


_ GMC Has New Transmission 


PONTIAC.—A restyled 1958 line 
featuring dua] headlights and a 
|new grille, hood and fenders was 
|announced last week by GMC 
| Truck & Coach division. 
| One model has been added to 

the GMC family which ranges 

from half-ton pickups to highway 

tractors capable of hauling 90,000 
| pounds GCW, There also is a new 
| engine—bringing the total choices 
| to nine—and a new transmission. 


mize front end flexing on all 
| models from the 100 series through 
| model 370. 

A new bulkhead type radiator 


| mounting has the radiator co re| 


reportedly are reduced as a rv- 
sult of new flexible muffler and 
tail pipe mountings on models 
100 through 250. 

On GMC models 100 and 100-8, 


bolted directly to the radiator sup-| a Powr-Lok differential which per- 


|port tie bar and side baffle as-| 


mits the rear axle to send the 


| Soanney which in turn is spring-| greatest driving force to the wheel 
|mounted to a frame bracket for| that has the best traction will be 


| more rigidity. 
| 


Six-wheel models with heat-| 
| treated frame rails for 1958 have a| operate on snow, 


| offered. 
Powr-Lok enables the truck to 
ice or mud as 


The new model is a package de-| high tensile steel reinforcement at| long as one wheel has traction. It 
livery chassis of 16,000 pounds|the bogie cross member, which re-| also is said to improve stability 


GVW, a companion to the 7,000 and 
10,000-pound package-delivery 
models. 

GMC’s new transmission, the 
Allison Torgmatic, has been placed 
|in models 370 through 600, which 
| cover weight ranges from 32,000 to 
| 55,000 pounds, GCW. 
| Torqmatic, which succeeds Hy-| 
|dra-Matic for these models, is} 
| basically a torque converter in | 
|}series with a planetary gear train | 
operated through a hydraulic con- | 
trol system. Hydra-Matic transmis- | 
sion remains on the half-ton| 
| through two-ton models. 

The Torqmatic transmission 
provides six forward speeds and 
four forward driving ranges. 
GMC says this eliminates the 
need for reduction units or wide- 
range axles which were necessary 
with Hydra-Matic in the 32,000- 

| 55,000-pound class. 

The torque converter automati- 
ically adjusts output torque and 
speed to fit the requirements of the 
load and get it under way. The hy- 
draulic control system coordinates 
load, speed, grade and terrain and 
selects the proper gear ratio as it 
is needed. 

A hydraulic retarder allows the 
| driver to reduce speed without us- 
jing the brakes. Controlled by a 
separate floor pedal, the retarder 
multiplies engine braking up to six 
times the normal amount, thus in- 
|creasing the life of the service 
brakes. 

A power takeoff opening is pro- 
| vided on each side of the transmis- 
sion and no separate gear box is 
required. It is driven through the | 
| torque converter. 
| A throttle over-control feature 
| enables the driver to hold the 
transmission in one gear by push- 
ing the accelerator pedal to the 
floor. This keeps the transmis- 
sion in that gear unless truck 
speed decreases enough to require 
a downshift to maintain proper 
engine speed. 

GMC’s new engine is a 90-degree, 
| valve-in-head V-8 with a displace- 
ment of 336 cubic inches and a 
|compression ratio of 7.5 to 1. It 
develops 200 gross horsepower at 
4,400 r.p.m. and gross torque of 307 
pounds-foot at 2,000 to 2,400 r.p.m 

The new engine is available in 
all models up through the 500 series. 
It has a unit-cast cylinder block 
and upper crankcase of nickel 
chromium alloy. Full-length water 
jackets surround each cylinder, 
and the 64%-pound crankshaft is 
drop-forged from heat-treated steel. 

Tin-plated, cam-ground alumi- 
num pistons combine light weight, 

| fast heat conductivity and con- 
trolled expansion without permit- 
| ting excessive inertia loads on 











bearings, according to GMC. 

The other GMC engines consist 
|of four six-cylinder units with 
| horsepower ranging from 130 to 
217; a 232-horsepower V-8; two 
diesels and a turbocharged diesel. 

A heavier, stronger front frame 
cross member is said to provide 
greater frame rigidity and mini- 


Trans Continental 


* 
May Buy Firm 

DETROIT. Trans Continental 
Industries, Inc., has offered to buy 
Highway Trailer Co., Edgerton, 
Wis., subsidiary of New York Ship- 
building Corp., according to Grover 
A. Whalen, Trans Continental 
chairman. 

Whalen said Highway Trailer 
management has recommended 
that shareholders approve the offer 
at a Nov. 6 meeting in Milwaukee. 

Charles L. Schneider, former 
executive vice-president of Frue- 
hauf Trailer Co., has been elected 
president and a director of Trans 
Continental. 


places a mild steel 
to give longer life to the frame. 
Exhaust and vibration noises 


+ * * 


reinforcement,| when turning corners because the 


major driving force is applied to 


| the inside rear wheel. 


* * * 





GMC Series 370 Stake Truck— 


A new transmission, the Allison Torqmatic, has been placed in GMC models 370 
through 600 which cover weight ranges from 32,000 to 55,000 pounds GCW. Torq- 
matic is basically a torque converter in series with a planetary gear train operated 
through a hydraulic control system. It replaces Hydra-Matic in these models. 





Dual Headlights— 


Dual headlights and a massive bumper and grille treaiment bring style as well os 
utility to the 1958 GMC line. This pickup is powered by a new 336-cubic-inch engine 
which develops 200 horsepower. The GMC line ranges from half-ton pickups to 90,000- 


pound-GCW highway tractors. 


Dealer Seifert’s Advice .. . 





‘Know the Whole Operation’ 


DENVER.—"“I realized 31 years 
ago that to go anywhere in this 
business you had to 
complete operation,” remarked 
Paul Seifert, Seifert Pontiac- 
Cadillac, Inc., 
moved into new quarters at 6300 E. 
Colfax. 

Seifert started to work for his 

father washing cars and later 
worked in the service and parts 
departments and kept books, His 
father owned a Chevrolet-Buick 
dealership in Marion, Kans. 

“Dad knew how swiftly this au- 
tomotive world would grow and he 
wanted me to be in on the growth,” 
Seifert said. 

In 1928 he went into partner- 
ship with his father and took over 


the business seven years later) 


when his father retired. In 1952 he 
came to Denver and purchased 
Kelton Pontiac, 1615 Colfax. 


His new-car sales began to climb, 
but Seifert still wasn’t satisfied. He 
realized that used cars also were 
in great demand so he opened a 
large used-car lot at 6001 E. Col- 
fax. 

His used-car sales increased from 
350 to more than 1,600 a year. He 
now has his entire operation under 
one roof with the opening of his 


which recently) 


learn the} 


new plant, and he is looking to- 
ward the future. 

Seifert believes that this hav- 
ing his entire operation under 
one roof is going to help him and 
his customers. 


“Where people buy cars today, 
they like to have individual, per- 
sonalized attention,” he explained. 
“You have to sell cars that fit an 
individual’s personality and his 
pocketbook. 

“If he is satisfied, he'll come 
back because he thinks of you as 
more than just a car salesman. If 
he is not satisfied, he’ll go to some- 
one else who can give him this im- 
portant personalized attention. 
Cars have changed but the ideas 
behind selling them haven't. 





2 Auto Dealers Named 


To Offices in Rotary 

EVANSTON, Il. Two auto 
dealers have been named district 
governors of Rotary International 
for the coming year. 


They are Lester R. Glover of 
Glover Motor Co. (DeSoto- 





Plymouth), Ottumwa, Ia., and F. H. 
Mansfield of Mansfield Motor Sales 
(Dodge-Plymouth), Richwood, W. 
Va. 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





New System Increases Ford Quality by 50% 

7 new quality-audit program announced by Ford divi- 
sion at its Detroit press preview of the ’58 models 

improved Ford quality 50 percent during a recent four- 

month period, according to Milo M. Dean, division quality- 


control manager. 

It’s no trade secret, he said, 
that the entire industry has 
had difficulty in maintaining 
a consistently high standard of 
quality in all units at all plants all 
the time. 

Asserting that this is understand- 
able in high-volume assembly op- 
erations, Dean continued, “Various 
studies we made awhile back indi- 
cated that Ford could gain a real 
competitive advantage over other 
manufacturers if we could find a 
way of building extra quality into 
our cars and trucks. 

“Efforts to achieve better quality 
have taken sev- 
eral shapes and 
forms. Generally 
speaking, we have 
relied most heav- 
ily on inspection. 
In fact, inspection 
systems are an 
integral part of 
the assembly-line 
process. But our 


inspection systems 
have their limita- 


M. M. Dean 


tions.” 

To produce 7,000-8,000 Fords daily 
involves the assembly of about 35 
million parts, he said, adding that 


you can't inspect quality into a| 


product—it must be built in. 
Recalling that Ford concluded 
that a pioneering approach was 


needed, Dean said, “We first were | 


struck with the fact that there 
was no scientific standard of 
measurement for the quality per- 
formance of our widely scattered 
assembly plants. 

“Like all manufacturers, we had 


our reports from dealers and) 
eventually from customers. But this | 


method of checking quality has a 


major drawback, It is too slow—/| 


and in the case of customers, at 
least, if the results reported are 
unfavorable, the damages already 
has been done.” ri 
He said Ford wanted a system 
that could be applied across the 
country to all cars and trucks, that 
was accurate, uniform and reason- 
ably simple and that could be 
measured on a scoring system that 


would give a specific numerical 


rating. 
+ . 


Source of Trouble Bared 


‘ E needed a usable system that 
would allow us to identify our 
weaknesses and trace them back 
directly to the point in the assem- 
bly process where they started. It 
doesn’t do any good to measure the 
size of a problem unless one can 
Pinpoint its source and assign re- 
sponsibility for corrective action. 

“After some experimentation, we 
developed a system that meets 
these requirements. We call it the 
Quality Audit Program. This pro- 
gram was installed, checked out 
and used in all of our assembly 
plants during the latter part of our 
1957 model run.” 

Under the Ford quality-audit- 
ing system, each plant has an 
audit team whose only job is to 
audit cars approved by the plant 
inspection system, This team is 
not part of the production sys- 
tem, but is comprised of salaried 
employes who report to the plant 
quality-control manager. 

They do not accept or reject cars. 
Their job is to make a random 
selection of cars ready for delivery, 
giving a visual or operational 
check to 1,500 different items of 

each car. This audit requires three 
hours per car. 

In addition, Dean said, periodi- 
cally General Office auditors from 
Dearborn visit each plant to audit 


studies show that} 





Oo 


the cars and trucks to determine 
whether the local plant auditors are 
too tough or too easy. 

(Last year, Chevrolet established 
two six-man quality-control “flying” 
squadrons who pounce on each of 
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from the OK lot and meticulously 
checking 800 items.) 


+ * * 


Daily Evaluation Offered 
7. claimed that by auditing 

a statistically valid sample of 
total production the division is able 
to evaluate overall production at 
each plant daily. 

He said the audit would look into 
the following: 

1. Body visual audit—relating to 
metal finish, solder joints, paint, 
door, hood and deck lid fits and 
operation, interior trim and paint, 
security of weatherstrips and wind- 
cords and glass and window opera- 
tion. 

2. Body water test—pinpointing 
all leaks detected from exposure 
in water test booths. 

3. Chassis visual audit—checking 
all instruments and controls, opera- 
tion of accessories, brake, clutch 
and transmission controls, under- 
hood inspection of such items as 
belt alignment, carburetor, spark 
plugs, transmission linkage, air 
cleaner, coolant level, brake con- 
nections, wire routings, under- 


the 10 Chevrolet plants twice a/| frame welds, steering linkage, sus- 


month, isolating cars at random 


pension, fuel and brake lines, shock 





absorbers, axle and transmission 
assemblies, fuel tank and other 
points, 

4. Driving and measuring audit— 
consisting of a varied road test 
which checks engine starting, idle, 
acceleration, handling qualities, 
noise level, riding quality, and op- 
erations of transmission, brakes, 


clutch, etc. 
* * * 


Ratings Are Uniform 


EAN asserted, “Each defect has 

a rating—a uniform rating. For 
example, a scratch which impairs 
the quality of the vehicle is rated 
at two points. On the other hand, 
a slight imperfection that is an out- 
of-standard condition—and is inci- 
dental, counts only two-tenths of a 
point. A major item counts 10 
points. 

“One car might have, say, seven 
incidental things wrong and be a 
better quality car than a vehicle 
with one major problem. I’m gure 
you can see the importance of this. 
We not only count the flaws, but 
we assign values for their serious- 
ness.” 

He said the audit results at each 
plant are wired daily to division 


general manager and assistant gen- 
eral manager, enabling them to 
evaluate the quality rating of each 
plant and causing the plant man- 
agers to try to, improve quality. 

In addition, the system enables 
the plant managers to pinpoint 
their problems and devise correc- 
tions. 

Dean continued, “If a worker 
finds that his work is being ob- 
served and recognized, he takes 
more pride in it. If he thinks 
somebody takes time to notice his 
work, he usually wants to do a 
better job. It encourages a man’s 
pride-of-workmanship and, at the 
same time, establishes individual 
responsibility, The system has the 
same effect on foremen and on 
every one up the line of super- 
vision. 

He said that because of the 
proven advantages of the program, 
many Ford suppliers are instituting 
similar programs. 

“The major advantage of this 
system,” Dean said, “is that the 
dealer and customer receive better 
quality, not just better superficial 
quality—but better overall quality 
both visible and hidden.” 





is “overhead loading” 


making it harder to sell cars at a profit? 
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Here’s how Pennzoil’s service selling program can 
improve your trading position 


If you find fixed expenses a tough nut to crack 
these days, the Pennzoil proposition offers 
profitable relief. This program gets right at 
the heart of new and used car profits, because 
it increases both the number of repair orders 
and the number of items per R.O. By build- 
ing service profits that absorb overhead, it 
enables you to make trades more profitably 
and increases your net on all car sales. 


Works two ways to increase your profits 


Pennzoil offers the right combination for 
service profits: A motor oil so good it elim- 


Get the Complete PENNZOIL Profit Story! 


inates all prevalent engine lubrication prob- 
lems, keeps customers satisfied; and an easy, 
effective, proved customer relations program 
that brings in a controlled flow of profitable 
service business. 

The Pennzoil Kontax System® is the most 
complete, most flexible and simplest customer 
control method in the industry — car dealers’ 
favorite by 4 to 1 over any other. It helps you 
sell all your services and merchandise, even 
cars. It upgrades service traffic, creates more 
regular customers, sells more items per R.O. 
— unlocks profit potential in every phase of 
your service business. 

Give your salesmen the backing of a good 
trading position mow. For complete details, 
phone your nearest Pennzoil distributor or 
mail the coupon. No obligation. 


Sales Manager, Kontax System 

Pennzoil, Oil City, Pa. 

1 like the idea, but | have to be convinced. Let's 
get together to talk it over. 


Name of system | use now ____ 
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+ New Four-Beam Headlamps increase driving safety, reduce glare. Lo-Lites (outside beams) 
give 50 feet more visibility; Hi-Lites (all four beams) give more light in an improved pattern. 


For '58...Oldsmobile creates a car ina class by itself 
—with all these exclusive sell-packed features! 


New, more efficient Rocket Engine 
gives standout high-compression perform- 
ance. Remarkable improvements in carbure- 
tion offer greatly increased fuel economy. 


Ce 


ew 


New Trans-Portable Radio* serves as 
a regular car radio, but can also be easily 
unlocked and used as a lightweight, 160- 
hour battery-powered, transistor portable. 


CS rorwARD FROM FIFTY . . . INTO THE ROCKET ace 
’ DI 


1908 -1958 


New Safety Sentinel,* set at any 
desired speed, tells with light and buzzer 
when speed limit has been reached. It minds 
the speed while the driver minds the road! 


Dual-Range Power Heater* delivers 
the exact amount of heat or ventilation 
exactly where and when it's wanted. Push 
a button . . . power does all the work! 


*Optional at extra cost. 


New Safety-Vee Steering Wheel 
offers deep-recessed, twin-spoke design. 
Horn buttons are located on wheel spokes. 
Standard on Ninety-Eight, Super 88 series. 


| 








THE NEW ROCKETS ARRIVE... 
BRINGING OLDSMOBILE DEALERS 


OLDSmobilityy, 


A NEW WAY OF GOING PLACES 
A brand new word rockets its way into the English language... it’s OLDSmobility! 





IN SALES FOR 1958! 


To the motoring public, OLDSmobility represents new styling, new design, new 
power, new features and new economy—a whole new way of going places in the 
Rocket Age! To Oldsmobile dealers, OLDSmobility means a new way of going 
places in sales! Oldsmobile’s new “Mobile Look”’ introduces quiet good taste... 
sweeping lines of action! Famous Rocket Engine performance is coupled with the 
history-making fuel economy of new Econ-o-way Carburetion! Plus exclusive 


features, such as New-Matic Ride? to make ’58 the right year to be with Olds! 





most comfortable demonstration ride they’ve ever had, thanks to 

T New-Matie Ride (Oldsmobile’s true air suspension) because they'll 

™ EW- MA ‘ Cc rR t D Ee really be riding on air! Conventional metal springs are completely 
A TRUE AIR SUSPENSION! eliminated . . . replaced by four rugged air chambers. Each wheel is cushioned in air, keep- 


ing the car on a level plane at all times, regardless of load or road. New-Matic Ride absorbs 
bumps and jolts—turns every byway into a smooth, quiet, comfortable highway! 


| Introducin Zz a | Customers and prospects will experience the smoothest, quietest, 


OBiIiLE re" ‘ds S&S 


| DIVISION OF GENERAL MOTORS CORPORATION + LANSING, MICHIGAN 
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Boom or Recession? .. . 
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Word Games Obscure 
U.S. Business News 


By Kenneth C. Kelley Jr. 
Staff Writer 
OME of the biggest headlines in 
the business world are coming, 
not from the counting houses, but 
from two word games. 
The games center around these 
questions: 
Just how is business doing now 
and how is it likely 
to fare in the next 


-_ few months? 
How does business 
FINANCE determine its prices 


and is there some- 
thing wrong with its methods? 


Take the question on business 
conditions: There now is little 
doubt that total business is off and 
is likely to stay that way for a 
while. 

Some industries, the machine- 
teol firms and residential con- 
struction are examples, have seen 


AT OPEN THROTTLE 
HIGH SPEEDS AND AT 


HIGH VACUUM 
LOW SPEEDS 
CHROME CONTROL 


LEAK-PROOF PISTON 


RINGS HAVE 
CRACKED THE OIL 
MILEAGE BARRIER! 


INSTANT BREAK-IN! 


TOP PERFORMANCE 
IMMEDIATELY. 


Chrome Control rails are 
prepared for instant mating, 
before installation, by the 
exclusive McQuay-Norris 
heat shaping process, followed 
by lapping. They start with 
perfect bearing on the cylin- 
der wall surface. To facilitate 
immediate top performance, 
Chrome top rings are used 


only where needed. 


NO OIL WASTE! 
AT HIGH SPEED DRIVING. 


Special patented flexible ex- 
pander prevents high speed , 
ring “flutter” and “surfboard- 
ing.” Chrome Armored steel 
rails wipe oil from cylinder 
walls and safeguard cylinders. 


AT LOW SPEED DRIVING. 


Specially designed and 
machined separator ring sup- 
ports and stabilizes Chrome 
Armored steel rails— prevents 
rocking—seals the groove 
—prevents low speed oil 
“c-r-e-e-p” around the ring 
due to high vacuum — yet per- 
mits free action in the groove. 


their volume cut deeply. Other 
lines, the companies which make 
guided missiles, for instance, are 
going full speed ahead. 

Most businesses are in the posi- 
tion of the department stores— 
doing a heavy volume of business 
but not doing as much as they 
would like to do and not as much 
as they expected they would be 
doing. 

President Eisenhower has said 
the economy “is taking a breather.” 
Dr. Marcus Nadler, consulting 
economist to the Hanover Bank, 
New York, put it this way: “The 
boom which started in the fall of 
1954 seems to have ended.” 

> * + 


Conflicting Observations 


THER less temperate sources 
have said that business is 


before another climb, turning down- 
ward or is moving into a recession. 
This is where the word-game play- 
ers get their exercise. 

The discussion of just what busi- 
ness is doing sounds just like the 
word battle over whether the 1953- 
54 slump was a recession or de- 
pression. During that 1953-54 slump 
there was a popular explanation of 
economic conditions that went like 
this: 

“When your neighbor is laid 
off, it is a recession. When you 
are laid off, it is a depression.” 
The facts of the matter are that 

the economy of the U. S. is so big 
and so strong that it can have a 
recession and a boom at the same 
time. Residential construction is 
recessed while missile-making is 
booming. 

Meanwhile, the nation as a whole 
and many individual lines of busi- 
ness are moving sideways at a high 
level but not at peak capacity. 

= * = 


A Game About Prices 


_ second word game revolves 
around the hearings on “ad- 
ministered prices” by Senator Estes 
Kefauver’s subcommittee. 

The theory of administered prices 


booming, standing still, resting|is that when one or a few com- 





panies supply a product, a price 
leader determines the price pattern 
and production is limited to the 
number of products that the public 
can buy at that price. 

Business ignores the law of 
supply and demand, according to 
this theory, and produces only as 
much as it can sell at the pre- 
determined price and profit level. 

While Kefauver seems to think 
there might be something to the 
theory, mere mention of adminis- 
tered prices is the waving of a red 
flag before many business groups. 
Most of the testimony before the 
subcommittee has come from steel 
executives. The steel men agree 
that their prices aren’t adminis- 
tered. 

Auto prices might be called ad- 
ministered prices by some but a 
General Motors vice-president has 
a different view. John Chamberlain 
of the Wall Street Journal reported 
the GM aide’s view, although he 
did not name the vice-president. 

> 


50 Million Car Sellers 


7. GM official says that the 
owner of every one of the 30 
million autos on the road is just as 
much a potential seller of an auto 
as are the five U. S. manufacturers 

If the price of a new car plus 


CAF meter A 


Tight aviation fire ring 


PISTON RINGS 


SPECIFICALLY ENGINEERED FOR EVERY MAKE AND 
MODEL! Top Chrome Ring Where Needed. 


APPROVED ORIGINAL EQUIPMENT FOR CARS, TRUCKS, BUSES, AND TRACTORS. 





McQUAY-NORRIS MANUFACTURING CO. 


Pa 


LARGEST PRODUCER 


LOUIS *« TORONTO 


OF SMALL RINGS IN THE AUTOMOTIVE INDUSTRY 
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the dealer’s charges, less the 
tradein, is right, a car owner will 
sell his old model and buy a new 
one. If the owner cannot find a 
new-car deal that suits him he 
holds on to his old car. 

Those who accept the adminis- 
tered-price theory see it this way: 

A price pattern is set and all 
manufacturers stick to it, regard- 
less of how the demand for their 
models holds up during the model 
run. Production is cut back if the 
supply begins to look excessive, 

They point out that the customer 
has a limited number of producers 
to buy from and note that price 
competition by factories is almost 
nonexistent (less than $10 on the 
lowest-priced, four-door sedans for 
the low-priced three for 1957). 


Nine-Month Income Up 
46 Percent, Houdaille Says 


Net income for the nine months 
ended Sept. 30 increased 46.5 per- 
cent over a similar period a year 
ago, Houdaille Industries, Inc., Buf- 
falo, reported. Profits totalled $2,- 
683,000 compared with $1,831,000 a 
year ago. 

Sales for the nine months were 
up 15.2 percent to $61,368,000, com- 
pared with $53,252,000 during a sim- 
ilar period a year ago. 

” # + 


Revere Sales, Earnings 


Fall Below 1956 Totals 


Net income of Revere Copper & 
Brass, Inc., for the nine months 
ended Sept. 30 was $6,482,330, down 
8.3 percent from the $7,066,819 earn- 
ed in the first nine months of 1956. 

Sales for the first nine months of 
1957 were $153,687,149, a decrease 
of 20.5 percent from the total of 
$193,226,049 for the corresponding 
1956 period. The decline in copper 
prices was a principal factor in 
the reduction in dollar sales, the 
company said. 

> * = 


Increase in Profits, Sales 
Reported by Resistoflex 


Profits and sales for the quarter 
ended Sept. 30 were higher than 
those of the corresponding period 
in 1956, according to Edgar S. 
Peierls, president of Resistoflex 
Corp., Roseland, N. J. 

Peierls said sales for the first 
quarter of the new fiscal year, 
which began July 1, totalled $2,283,- 
128, a gain of 3.5 percent, while net 
profits after taxes were $154,903, a 
rise of 1.7 percent. 


Eaton Reports Sales, Income 


Down in First Nine Months 


Sales of Eaton Mfg. Co. for the 
first nine months of 1957 amounted 
to $170,592,586, compared with $167,- 
278,446 for the corresponding period 
of 1956, according to John C. 
Virden, chairman and president. 


The net income totalled $8,479,883, 
compared with net income of $9,- 
026,026 for the first nine months 
of 1956, Virden reported. 


L-O-F Earns $18,206,434 
In First Nine Months 


Net earnings of $18,206,434 for 
the first nine months of 1957, were 
reported by Libbey-Owens-Ford 
Glass Co. 

Sales for the first nine months 
totalled $168,701,647, approximately 
11 percent under the like period 


last year. 
* > > 


General Tire Reports Sales 


Up 11.8% in Nine Months 


General Tire & Rubber Co. re- 
ported sales of $311,091,049 for the 
nine months ended Aug. 31, as 
against $278,192,007 a year ago, an 
increase of 11.8 percent. 

W. O'Neil, president, said esti- 
mated net earnings for the nine 
months were $8,545,592, compared 
with $6,059,025 last year. 

” * * 
Associated Spring’s Net 
Declines During 9 Months 

Associated Spring Corp. reported 
that net earnings for the first nine 
months of 1957 amounted to $1,- 
680,800, compared with $2,341,599 in 
the corresponding period a year 
ago. 

Net sales in the first nine months 
amounted to $35,677,560, compared 


with $39,077,351 in the same period 
of 1956. 
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Rambler Sales for , 


October Soar 737 







RAMBLER CROSS COUNTRY STATION WAGON, SIX OR REBEL V-8 


* OCTOBER 1957 
VERSUS 
OCTOBER 1956 





-eeBiggest October In Rambler History 
Proves This Is The Year For Rambler 


-oeAnd For Rambler Dealers! 





AMBASSADOR V-8 COUNTRY CLUB HARDTOP BY RAMBLER 


The Trend Is To Compact, Economical Cars . . . 


- Rambler Dealer Profits Are Consistently Far Above 1957 Rambler Sales were up 29.6%. 


The Automotive Industry Average. 
«x More and More Sound, Progressive Automobile 


Men Are Switching T | hise. 
+ Rambler Actually Has No Competition . . . Is The Se SO ee ee Cy eee 


Only Car To Combine Big-Car Room and Comfort 4K The New 1958 Rambler Line Is The Broadest and 
With Small-Car Economy and Handling Ease. Most Advanced In Rambler History. 


This Can Be The Year 
For You With RAMBLER! 


Detroit 32, Michigan 


| 
! 
We Have the Market... | 
We Have the Product... | 

! 

| 

| 

| 


YOU HAVE THE OPPORTUNITY! 


Pe cniadinniiaitirtnnintastantintbinnin 


RAMBLER PRODUCT OF AMERICAN MOTORS CORP. Eikscsssaite cious hmmsnlaiclgsSnicisdebsetap-anioadleadoceeniit 


Gentlemen: Will you please provide me with more complete information 
about the Rambler franchise. | understand that | am under no obligation 
and my inquiry will be held in the strictest confidence. 


I ricerca tiectaettstnasasansensisinanininssiianisiiilii 


i ate erecnceiessteadininentoanteagselipeicncsiiattertesigeesiaiaiaipaeran amenities a iaieneieaeaaidiaaes 


Rambler is off to a flying start for 
1958! Never before has there been 
such public interest in the whole 
broad line of compact cars. 


Crowds thronged to Rambler show- 
rooms throughout the Announcement 
period. And thousands bought the 
only cars in the world to combine 
American big-car room and comfort 
with European small-car economy 


and handling ease. 


The swing is to Rambler! Wouldn’t 
you like to join the swing? Just mail 
the coupon below for complete in- 
formation about the liberal Rambler 


franchise. There’s no obligation. 


MAIL THIS COUPON TODAY! 


Director of Dealer Development 
American Motors Corporation 
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Technical 


Three representatives have been 
appointed by Detroit Tap & Tool 
Co., Baseline, Mich. They are: 

R. Van Alstyne Tool Co., Sche- 
nectady, N. Y., Northeastern New 
York area; J. Ray Uber, Monroe- 
ville, Pa., covering Western Penn- 
sylvania, Eastern Ohio, Northern 
West Virginia, and Western Mary- 
land; Robert N. Kendall, Milwau- 
kee, covering the Milwaukee indus- 
trial area. 


* * * 


Fruehauf Promotes Milne 


Norman Milne has been appointed 
manager in charge of manufactur- 
ing operations for Fruehauf Trailer 
Co. of Canada, Ltd. He joined the 
firm two years ago. 

a * a2 


Ren Plastics Names Kovac 


Director of Engineering 

George M. Kovac has been ap- 
pointed director of the expanded 
engineering department of Ren 
Plastics, Inc., Lansing. 

Formerly associated with Cog 
Corp., Chicago, Kovac has gained 
national recognition with his de- 
velopment of a spray-blending 
process for mixing liquids and dry 
ingredients on a continuous basis. 

* * 


Bendix Names Creagan 


To Head Nuclear Program 


Dr. R. J. Creagon has been named 
to head the nuclear program of 
Bendix Aviation Corp. Creagan | 
worked on the development of the) 
reactor for the sub Nautilus while | 
with Westinghouse. 

He joined Westinghouse in 1949) 
as a physicist and in 1954 was| 
named to the industrial atomic) 
power study group. He was then) 
named manager of the company’s) 
reactor engineering department for | 
commercial atomic power activi-| 
ties. 


Bodycombe Is Appointed 


Alan E. Bodycombe has been! 
appointed to the Michigan sales} 
engineering staff of Mechanical! 
Handling Systems, Inc., manufac-| 
turers of conveyors and automatic | 
production systems. 


Bolt Firm Names Lohrman 


_ Director of Distribution 
A department of distribution has 
been formed by Russell, Burdsall 
& Ward Bolt & Nut Co. Port 
Chester, N. Y., and will be headed | 
by John J. Lohrman. | 
Lohrman said the distribution | 
department will be concerned with 
orders, pricing, billing, inventory 
control, traffic, warehousing, load- | 
ing, shipping and related activities. | 


Cyanamid Names Allen | 
Chemicals Department Head 


James F. Allen has been ap- 
pointed manager of the refinery | 
chemicals department of American | 
Cyanamid Co.'s industrial chemi-| 
cals division. 

Allen, former assistant manager, | 
joined Cyanamid in 1950 and has 
served in a variety of sales and 
technical posts in the division. 


* * > 


Forman, Taylor Promoted 


In Dodge Engineering 

Donald A. Forman and Raymond 
Taylor have been promoted to as- 
sistant chief engineers at Dodge. 

Taylor, formerly final car en- 
gineer for Dodge, will assume the 
responsibility for engineering qual- 
ity, chassis engineering, electrical 
engineering and engineering garage 
activities. 

Forman, previously assistant 
chief engineer for Chrysler’s ma- 
rine and industrial engine division, 
will supervise body engineering, 
paint and trim engineering, ad- 
vance car buildup and regional as- 


NO GIMMICKS ALLOWED 
Most dealers want to get away from 
gimmicks. We have copyrighted, legiti- 
mate, inexpensive sales promotion plans 
for which you may obtain exclusive rights 
if your area is still available. rite 


today! 
EDWARD FISKE CO. 
2 Depot Plaza, White Picins, N. Y. 
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sembly plant engineering liaison 
activities. 
+ * +. 
Ford Division Appoints 
Frey Executive Engineer 

D. N. Frey, formerly director of 
Ford Motor Co.’s engineering re- 
search office, has been appointed 
executive engineer, Ford division 
car product engineering. 

He joined Ford Motor in 1951 as 
manager of the scientific labora- 
tory’s metallurgical department and 
was named associate director of 
the laboratory in 1955. He had 
headed the engineering research 
office since last March. 

* * + 


Wentworth Named Manager 
Of Associated Spring Unit 
John A, Wentworth has been 
named general manager of Associ- 
ated Spring Corp.’s division in 
Dayton, O. He succeeds Harry B. 
Dauphinais, who was appointed 
general manager of the corpora- 


tion’s William D. Gibson Co, divi- 
sion in Chicago. 

Wentworth formerly was assist- 
ant works manager of the Wallace 
Barnes division in Bristol, Conn. 
Associated with the Barnes division 
since 1955, he was formerly produc- 
tion superintendent for Mattatuck 
Mfg. in Waterbury, Conn. 

* + 7 


Goodrich Ups Finley 
B. F. Goodrich Tire & Rubber 
Co, has announced the appointment 
of Paul D. Finley as production 
manager of the Los Angeles plant. 
= + * 


Chrysler Names Fairweather 


Factory Manager at 2 Plants 


A. R. Giordano, operating man- 
ager of Chrysler Corp. defense 
plants at Newark, Del., and Eynan, 
Pa. has named George A. Fair- 
weather as factory manager of 
both facilities. 

Fairweather will be responsible 
for all industrial engineering and 
production functions. 

> * 7 


Pittsburgh Plate Glass 


Names Kessekert to New Post 


James A. Kessekert has been ap- 
pointed to the newly created posi- 


~. —S 
FLéme SSS 
The front of the 1907 Franklin 

was shaped like a barrel. 


tion of production planning and 
scheduling manager for the paint 
and brush division of Pittsburgh 
Plate Glass Co. 

Kessekert will transfer to the 
company’s Pittsburgh headquarters 
from the Milwaukee Paint division, 


—_— 


where he had served as assistant to 
the divisional director since Jany- 
ary. 


* * * 


Kearney Is Appointed 


Production Control Manager 


William W. Kearney has been 
appointed production control man. 
ager of Baker-Raulang Co., fork- 
lift truck manufacturer in Cleve. 
land. 


Kearney has been manager of 
planning and materials at the clec- 
tronics division of Otis Elevator 
Co., Brooklyn. 


* * x 


Wettlaufer Names Grubba 


Engineering Vice-President 


R. J. Grubba, former chief engi- 
neer, has been appointed engineer- 
ing vice-president of Wettlaufer 
Engineering Corp. Oren Downs has 
been promoted to superintendent of 
metal fabrication replacing O. ©, 
Davidson. 


The company’s newly formed 
sales department now includes G. B. 
Gaston, sales manager; Jacques 
Pellette, assistant sales manager, 
Davidson, D. G. Renno, Fred Me- 
Kindles, and G. L. Rees, sales rep- 
resentatives. 
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GM Trailer Tests Road Surfaces— 


Behind a light tow truck, this so-called ‘skid trailer," developed by General Motors 
Proving Ground staff at Milford, Mich., is used by highway engineers to check 
coefficient of friction or “skidability” of all types of pavement surfaces. The device 
is assembled from standard auto and truck parts. According to GM, highway depart- 
ments can build them inexpensively for regular road surface tests to determine 


Used-Car Notes 


BUFFALO.—After a used-car 
salesman testified in City Court 
that he was beaten by a dissatisfied 
customer, Frank Vella, 41, was con- 
victed of third-degree assault. He 
will, be sentenced Nov. 12. 

Vella and the salesman, Floyd E. 
Benner, told conflicting stories but 
the latter’s testimony was corrobor- 
ated by Miss Edna Brandall, who 
said she saw the assault. 

Vella testified the 1951 car broke 
down before he got home. He said 
Benner “laughed and said he wasn’t 
going to do anything about it.” He 
claimed Benner swung at him with 
a briefcase and that he swung 
back. 


* > * 


Auction Lot Opened 


MILWAUKEE.—A used-car auc- 
tion lot has been opened by O. W. 
Bogda, president of Wisconsin Auto 
Auction Co. at 8833 S, 27th St. 
Bogda formerly was an auto dealer 


whether pavements are worn smooth for safe driving, particularly in rainy weather.!in Indianapolis. Howard Moe is 





Sales are held 


at wholesale only. 
* * 


general manager. 
every Wednesday 
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New Auction Due Soon 


In East Rutherford, N. J. 


EAST RUTHERFORD, N. J.— 
Auto Auctions, Inc., will commence 
operations next February in a new 
building to be constructed on 11 
acres on Route 20 near Route S-3 
here. 

The auction will be headed by 
Sheldon H. Schiffman, formerly of 
River Motors, of Hackensack, N. J., 
and Ernest Kassab, of Philadelphia, 
who formerly was general manager 
|of the Bordentown auction in New 


| Jersey. 
+ * * 


Goodman Moves 


To Motor City 


DETROIT.—Sam Goodman, who 
was manager of the Aptco Auto 
Auction for 10 years, is now a part- 





ner and general manager of the 





DELCO-REMY LEADS THE FIELD WITH 
NEW ONE-PIECE, PREADJUSTED IGNITION 
CONTACT SET FOR THE REVOLUTIONARY 

EXTERNAL ADJUSTMENT DISTRIBUTOR 


Never before such convenience, accuracy, quality, and sales appeal in 
ignition contact sets. This new, completely assembled, factory-adjusted 
unit specially developed for Delco-Remy external adjustment distributors 


offers these important advantages: 


of leads. 


geaWDN= 


One-piece construction for easier, quicker installation. 

Fully adjusted, including spring tension and contact alignment. 
Convenient primary terminal for easy attachment and detachment 
Revolutionary new adjusting screw permits easy, accurate adjust- 
ment of cam angle while the engine is running. 


New moisture-proof, heat-sealed foil package protects contacts from 
dirt and oxidation—is easy to stock, identify, and sell. 


Each set is enclosed in the new Delco-Remy moisture-proof metal foil 
package. These colorful, distinctive packages stack neatly in your parts 
cabinet, are easily identified, and assure your customer factory-fresh, 


original equipment merchandise. 


DELCO-REMY e 
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ANDERSON, 


INDIANA 


Motor City Auto Auction at Grand 
River and Telegraph Road. The 
other partners are Virginia Panian, 
Bert Walker and John Gibbs. 

Motor City holds twilight sales 
starting at 6 p.m. on Monday and 
Thursday. 

+ a + 


Corbin Ready to Open 


New Lot in Albuquerque 


ALBUQUERQUE, N. M.—Corbin 
Car Co. is putting the finishing 
touches on its new used-car lot at 
7315 Central N. E. Tommy Thomp- 
son, Albuquerque sports-car enthu- 
siast, has been appointed manager. 

Corbin’s BMW Isettas have re- 
ceived wide promotion through the 
cooperation of local firms. 

+ * * 


Motor Mart Moves 


LOUISVILLE. — Abbott Autos, 
former Louisville used-car firm 
now operating in New Albany, Ind., 
has moved the Motors Mart firm 
from New Albany to 901 South 
Second St., Louisville. The concern 
is operated by E. H. Abbott and 
his son-in-law, Art Foell. 

* + * 


Shots Damage Used Cars 


RICHMOND, Calif. — Nick 
Cortese, operator of two used-car 
lots here, reported to police that 
windshields of 39 cars were dam- 
aged by air rifle pellets. He esti- 
mated damage at $2,800. 


GM’s Hufstader 
To Be Honored 
By Detroit Group 


DETROIT. — GM Vice-President 
William F. Hufstader will be guest 
of honor and principal speaker at 
the 29th anniversary dinner of the 
Detroit Round Table at the Ma- 
sonic Temple 
here Nov, 21. The 
Round Table is 
a unit of the Na- 
tional Conference 
of Christians and 
Jews, 

James J. Nance, 
vice-president of 
Ford Motor Co., 
will be general 
chairman of the 
dinner, and James 
Cc. Zeder, vice- 
president of Chrysler Corp., will in- 
troduce Hufstader. William H. Mc- 
Gaughey, vice-president of Ameri- 
can Motors Corp., will be toast- 
master. 


Previous anniversary dinners 
have honored C. E. Wilson, GM; 
Cc. E. Wilson, General! Electric; 
Paul Hoffman, Studebaker-Packard 
Corp.; Harold Vance, Studebaker 
Corp.; L. L. Colbert, Chrysler 
Corp.; George Romney, American 
Motors Corp.; Paul Carnahan, 
Great Lakes Steel Corp., and Har- 
vey S. Firestone jr., Firestone Tire 
& Rubber Co. 


DeSoto’s Top Ten 


Lists 16 Dealers 


DETROIT.—Because of ties, 16 
dealers made DeSoto’s “top ten” 
list for September, the company 
announced. Leading the field in re- 
tail deliveries was Harold B. Robin- 
son Auto Sales Co., Philadelphia. 


George Byers Sons, Inc., Colum- 
bus, O., and Reedman Corp., Fair- 
less Hills, Pa. tied for runner-up. 


Others, in order, were: Glenn 
Walker, Inc., Detroit, third; Had- 
don Motor Sales, Inc., Camden, N. J., 
fourth; Automobiles Sales Co., Inc., 
Memphis, Tenn., Marker-Doonan, 
Inc., Miami, and Sites Bros, Motor 
Co., Kansas City, tied for fifth; L. 
P. Steuart, Washington, sixth; Wal- 
ton Motors Sales, Inc., Chicago, 
seventh; Conart’s Five-Points De- 
Soto, Inc., Akron, eighth; F. A. 
Roethke, Inc., Norfolk, Va. and 
James F. Waters, Inc., San Fran- 
cisco, tied for ninth, and Berry & 
Berry, Inc., Lon Beach, Calif. Bill 
Henderson, Van Dyke, Mich., and 
Louis Rose Co., Highland Park, 
Mich., tied for tenth place. 
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No. 56 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars. 


EXAMPLES OF CHECKS IN 
THE QUALITY AUDIT PROGRAM 


The Body Visual Audit Record—used to 
detail all body appearance items such 
as metal finish, solder joints, paint, 
door, hood and deck lid fits, interior 
trim and paint, etc. 


The Body Water Test Record—records 
results of exposure of cars in a specially 
designed water test booth. 


The Chassis Visual Audit Record—used 
to record results of the following 
checks: electrical switches and indica- 
tors, operation of accessories, brake, 
clutch and transmission controls; 
under-hood inspection of such items as 
belt alignment, carburetor, spark plug 
connections, wire routings, etc. Under- 
frame audit checks: frame welds, steer- 
ing linkage, suspension, fuel and brake 
lines, shock absorbers, axle and trans- 
mission assemblies, fuel tank, etc. 


The Driving and Measurement Audit 
Record—a road test that details the 
audit on engine starting, idle, accelera- 
tion, handling qualities, noise level, 
riding qualities, operation of transmis- 
sion, brakes, clutch, etc. 


6 

















wh 
AEB ABT 


par ee 


an 


|. THE 1958 FORD... 


| | Nothing newer in the world 
“f and Quality Audited, too 


From the enthusiasm I’ve seen at our dealer preview meet- 
ings, Fard dealers and salesmen indicate they agree that there’s 
nothing newer in the world than the 1958 Ford. To give our 
dealers an additional competitive edge, we ve instituted a Quality 
Audit Program to insure that the new improvements are de- 
livered to customers just as they were engineered into the cars. 


This Quality Audit Program, for the first time in the indus- 
try, provides an objective, scientific evaluation of the level 
of quality in units being produced which then can be measured 
against our high standards of quality. 


Here’s how it works: every day at every assembly plant, 
teams of specially trained men select, at random, a group of 
cars that have come through the plant’s normal inspection 
and release system. These cars are audited in detail from 
bumper to bumper and top to bottom, including every impor- 
tant feature—engine, interior and exterior assembly, etc. 
The cars are also given a rigid body and road test. 


The audits are then rated against our quality standards. The 
evaluation turns the spotlight on any recurring problems so 
that they can be properly corrected at the source, whether 
the source be materials, tooling, or workmanship. 


As a double check on this Quality Audit, we also send fly- 
ing teams to our various assembly plants on irregular sched- 
ules to audit the work of the local plant auditors—and this 
achieves nation-wide uniformity in the rating system. 


The unique program is headed by graduate engineers and 
production experts. They started the program during the latter 
part of our 1957 model run. Now it’s been thoroughly tested 
and is already showing excellent results. In fact, it brought 
about a 50% average improvement in quality in the °57 
program. 

Of course, no quality system is foolproof, but we sincerely 
believe that this new Quality Audit Program is helping Ford 
turn out the highest quality automobiles in the industry. 


A ©. W414 bate 


Vice President, Ford Motor Company 
General Manager, Ford Division 
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Power Steering Display in Washington— 


Secretary of Commerce Sinclair Weeks dedicated a General Motors safety power 
steering display, designed by Saginaw steering gear division, Saginaw, Mich., in 
the lobby of the Commerce Bidg., Washington. The display is part of a special 
show being sponsored by the Department of Commerce. Weeks, second from right, 
gets an explanation of the display from W. H. Doerfner, Saginaw general manager, 
while Robert C. Watson, right, patents commissioner, and Harry Hawkins, left, 
Saginaw sales and engineering director, look on. 
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U.S. patents 2,635,022 and 2,695,825 


TODAY... 


it takes the PC type ‘'98”’ 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Eugene, Ore. 


Motor-vehicle registrations in 
Lan County (Eugene), Ore., took an 
extra-heavy drop in September, 
when compared with the year-ago 
month. 

The decline was due in part to 
sharp reduction in production and 
price in logging and lumber, the 
area’s leading industry. 


Shop work, however, is holding | 


up well. In spite of the depressed 
situation, repossessions are com- 
paratively few. 

Dealers say prospects for 1958 
will improve if the plywood in- 
dustry picks up—(F. K. Haskell.) 

* * 


Oakland, Calif. 


The cleanup has been progressing 
satisfactorily here, although the 
profit margin is slight. Generally, 
dealers say the market is “as good 
as could be expected.” 

The used-car trade remains fair 





chrome oil ring! 


The Perfect Circle Type “98” Chrome oil 
ring was specifically designed to meet the 
exacting demands of today’s high-compres- 
sion engines. Featuring universal applica- 
tion, bottomless and conventional grooves, 
all depths, the PC Type “98” oil ring was the 
first to have a patented side-sealing action 
with multiple tiny springs that exert both 
side and radial pressure. And of utmost im- 
portance, Type “98” Chrome Oil Rings pro- 
vide maximum oil drainage! Perfect Circle 
Corporation, Hagerstown, Ind.; The Perfect 
Circle Co., Ltd., 888 Don Mills Road, Don 


Mills, Ont. 





to good. Inventories are in good 


shape.—(Steve Still.) 
* * * 


Sioux City, Ia. 


October new-car registrations in 
Woodbury County (Sioux City), Ia., 
totalled 218, compared with 247 in 
September and 223 in October a 
year ago. 

Registrations by makes were: 
Chevrolet, 54; Ford, 45; Pontiac, 
21; Buick, 19; Plymouth, 15; Olds- 
mobile, 12; Rambler, 7; Dodge, 6; 

Edsel, 6; Mercury, 6; Volkswagen, 
6; Studebaker, 5; Cadillac, 4; 
Chrysler, 3; DeSoto, 2; Imperial, 
2; Lincoln, 2; Checker, 1; Hill- 
man, 1, and Renault, 1. 

New-truck registrations for the 


month amounted to 42, compared | 


with 30 in September and 28 in 
October, 1956. 

By makes, they were: Chevrolet, 
11; International, 10; Ford, 8; 
Dodge, 3; GMC, 3; Diamond T, 2; 


TERDAY... 


when compression ratios 
were 3 to 1, any good oil 
ring would do...as in this 
1912 Multiplex Car that num- 
bered among its features a 50 
H.P. four-cylinder engine, a 
selective 4-speed transmission 
and rear wheel brakes — either 
of which was “powerful enough 
to slide the rear wheels’’. Sell- 
ing price for touring car was 
$3,600, f.o.b. Berwick, Pa. 








PERFECT CIRCLE 


PISTON RINGS 


Preferred by more people than any other brand! 


Studebaker, 2; White, 2 and Volks- 


wagen, 1. 
* * 


Clevelan 


Apathy continues to mark the 
automotive market in the Cleveland 
area, with sales of new and used 
units about on a par with winter 
performance. 

According to Leonard Fuerst, 
clerk of courts, new-car registra- 
tions for the week ended Oct. 26 
were 1,209, just five above the 
previous week, but 64 under the 
corresponding week a year ago. 

Used-car sales of 1,575 were al- 
most 200 under the 1956 figure and 
104 under the previous seven-day 
total. 

In truck sales, new-unit turnover 
of 87 was 13 over the previous week 
and four over the year-ago figure. 
Used-truck sales of 66 units were 
considered below normal for this 
time of year—(Sanford Markey.) 

> . > 


Cincinnati 


Motor vehicle sales in Hamilton 
| County (Cincinnati), O., during the 
week ended Oct. 31 totalled 1,327 
units, or 140 less than registrations 
in the previous week and 290 less 
than in the like week of 1956. 

A total of 522 new cars and 48 
new trucks were registered, com- 
pared with 565 new cars and 46 new 
| trucks in the previous week. 

A total of 717 used cars and 40 
used trucks changed hands during 
the period, compared with 808 used 
ears and 50 used trucks in the 
previous week. 

Repossessions receded to 59 dur- 
ing the week. This compares with 
89 in the previous week and 67 in 
the like week a year ago.—(Frank 
Kappel.) 


Illinois Impounds 
70 ‘Alien’ Trucks 
As Tax Evaders 


WASHINGTON.—Illinois officials 





impounded 70 nonresident trucks 
|near Aurora and charged the oper- 
}ators with evading Illinois vehicle 
| taxes. 

| Thirty-five trucks carried Ne- 
braska or Wyoming license plates 
|while several others bore Iowa 
| plates, according to the National 
| Highway Users Conference. State 
officials said the trucks would be 
held until bail was posted or Illi- 
nois license plates were purchased. 
| In a related development, the 
| industrial committee of the Greater 
North Dakota Assn. met with busi- 
nessmen and highway department 
representatives to discuss a new 
law in that state. 

The law, passed by the 1957 Leg- 
islature, requires all nonresident 
trucks with a gross weight over 
24,000 pounds to buy North Dakota 
license plates or pay mileage taxes. 


Chrysler Shifts 
Julius to South 


DETROIT. — Donald A. Julius 
has been named Plymouth regional 
sales manager for the Charlotte 
zone of Chrysler Corp.’s automotive 
group marketing organization. 

Julius joined Chrysler Corp. in 
1956 as Plymouth regional fleet 
manager in Detroit. Later he be- 
came Plymouth regional sales pro- 
motion manager and then district 
manager for Plymouth in Flint and 
Detroit. 

Prior to joining Chrysler, Julius 
was general manager of a Chrysler- 
Plymouth dealership in Buffalo. 


Cushman, Reid Named 


To Planning Council 

WASHINGTON, — Executives of 
two automobile companies have 
been named to the National Coun- 
cil of the National Planning Assn. 

They are Edward L. Cushman, 
vice-president of American Motors 
Corp., and Thomas R. Reid, direc- 
tor of the office of civic affairs of 
Ford Motor Co. 
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perfect alignment 


When the wheels are right, 

rubber rolls better. When the medium’s 
right, dollars roll better. Consider 

TV GUIDE: It reaches more 

women per advertising dollar than 

any other weekly or bi-weekly! 

And do women influence automotive 


sales ? Ask the man who “owns” one! 


Circulation now 5,300,000 
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Auto Dealer Changes 


B. A. Dario has dropped his Buick 
franchise and is taking over the 
Ford franchise in the Pawtucket 
(R. I.) area held by Thomas A. 
Clarke. The latter had operated 
Clarke Motors for 31 years. 

+ + + 
Heil Buys Steinkamp 

William C. Heil, president of 
Heil Motors, Inc. (Dodge-Plym- 
outh), Cheviot, O., has purchased 
Geno Steinkamp, Inc. (Dodge- 
Plymouth), 3741 Warsaw Ave., 
Cincinnati, and renamed it W. C. 
Heil, Inc. It will be an exclusive 
Dodge dealership. 


Whitlock in New Home 


Grady Whitlock Ford, headed by 
Grady Whitlock, has opened its 
new building on the 19-21 Bypass, 
Beckley, W. Va. 

> 


Willys Dealer Named 

Power Drive Jeep, 2439 South 
Park Ave., Buffalo, has been ap- 
pointed a Willys Motor dealer, Gen- 
eral Manager Larry Darbrake an- 
nounced. The company, which also 
is Buffalo representative for Tow- 
motor Corp., formerly was-located 
at 9 Elk Market Terminal. 


Herrick Signs with Buick 

Dick Herrick has been named a 
Buick dealer in Huntington Park, 
Calif. 

> * aa 

Young Retires on Coast 

George Young, Santa Barbara 
(Calif.) Chevrolet dealer, has re- 
tired. He sold his dealership to his 
son-in-law, Shelly Washburn. 


ee an 


15 U.S. Dealers 


Renault has named an additional 
15 dealers in the U.S. They are: 
Mace Motors, Inc., 27 Gouverneur 


St., Canton, N. Y.; Heckman Motor | 


Sales Co., Inc., Albany Post Road, 
Harmon, N.Y.; Sterling Motors, 
Inc., 2030 Richmond Ave., Houston; 
Delouch Motors, 1925 Sixth St., 
Tuscaloosa, Ala.; Southern Sales 
‘Co., Broad and Willow Sts., Scotts- 
boro, Ala.; Thomas Auto Co., 113 E. 
Sevier St. Benton, Ark.; Stamco 
Motors, Enterprise, Ala. 


Whitfield Motor Co., 1416 North | 


East St., Fayetteville, Ark.; Beasley 
Motor Co., Hot Springs, Ark.: Grif- 
fin Car Co., 224 N. Hill St., Griffin, 
Ga.; Rhodes Motors, Inc., New 
Iberia, La.; Read-Lancaster Motors, 
Franklin, Tenn.; Mel Cardwell 
Motors, Inc., 1419 Tenth St., Mo- 


desto, Calif.; Imported Car Center, | 
1100 Twenty-fourth St., Bakersfield, | 


Calif.. and Jeffries Motors, 524 East 
St., Marysville, Calif. 
* > > 


Washburn Buys Chevy Deal 
Shelly Washburn has bought the 
Santa Barbara (Calif.) Chevrolet 
dealership of his father-in-law, 
George Young, who is retiring after 
30 years in the auto business. 
* * 


English Ford Dealership 
Sheppard Motors, 390 E. Eighth 
Ape., Hugene, Ore., has been 
named English Ford dealership 
for Lane County. 
> 


Lincoln-Mercury Dealer 


Adds S-P Franchise 


Arthur E. Grindle, owner of 
Grindle Motor Co., Lincoln-Mercury 
dealership at 140 S. Northwest 
Highway, Barrington, Ill, has 
signed an agreement to handle 
Studebaker-Packard_- vehicles. 

Grindle will continue to handle 
Lincoln and Mercury. The dealer- 
ship was formerly khown as 
Grindle Lincoln-Mercury. 

7 * * 


Walker Will Handle VWs 

Walker Motor, Inc., 3418 Main 
St.. Yakima, Wash., has received a 
Volkswagen franchise. 


Cavanaughs Start Building 


Cavanaugh Brothers Motors 
(Rambler), Manchester, N. H., 
has begun construction of a 








building on Daniel Webster High- 
way, North. The dealership has 
operated a downtown showroom 
as well as a used-car on the 
as well as a used-car lot on the 
highway. 


Williams Buys Silva Deal 

Silva Chevrolet Motors, Eugene, 
Ore., has been purchased by Lew 
Williams, former Montana resi- 
dent. He has renamed the dealer- 
ship Lew Williams Chevrolet. 


* * > 


A-Z Motor Opens Branch 


A-Z Motor Co., Rambler dealer- 
ship in Eugene, Ore., has opened 
a branch in nearby Springfield, Ore. 


* * > 


Perry Motor Named 


and Sunbeam in Kansas City, Mo., 
and Kansas City, Kans. Showrooms 
are located at 3001 McGee Traffic- 
way in Missouri and 1035 Minnesota 
in Kansas. 


Preda in New Quarters 
Val Preda Olds-Cadillac, Inc., 
Burlington, Vt., has moved into 
new quarters at 1030 Shelburne 
Rd. 


* * + 


Seaberg Sells Deal 
Donald Seaberg has sold Seaberg 
Buick Co., Pasco, Wash., to Henry 
Fulton and James A, Lahtinen. 
They will operate it as Fulton & 
Lahtinen Buick Co. 


* * * 


Moores Add Olds 


Lester and David Moore have 
added an Oldsmobile franchise to 
their Chevrolet dealership in 
Ottawa, Kans. The Moores pur- 
chased the shop equipment of D 
& B Oldsmobile, Ottawa. 

* 


* * 


Weigand Keeps Cars 


Weigand Motor Co. (Oldsmo- 
bile-Cadillac), LaCrosse, Kans., 


Perry Motor Imports, Inc., has| has dropped its farm machinery 


been appointed dealer for Hillman 





IT'S WOVEN 


line but will continue as an auto 
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Older Cars Must Face 


N. Y. Check This Month 


ALBANY.—Owners of 1952 and 
older cars have been advised that 
their vehicles must be inspected 
during November, 

State Motor Vehicle Commis- 
sioner Joseph P. Kelly said unless 
the inspection is made, the owner 
will not be able to obtain 1958 
registration plates. He said a ve- 
hicle must be inspected no earlier 
than a month prior to its sched- 
uled month in order to have a 
valid inspection sticker. 





dealership. W. D. Weigand, 
owner, had announced previously 
that the company would cease all 
operations. 

* + > 


Rambler for Tetwiler 
Tetwiler Motors (Mercury), Ot- 
tawa, Kans., has acquired a Ram- 
bler franchise. Harold Tetwiler 
owns the firm. 
. ~~ + 
Pender Takes Rambler 


Carl Pender has been appointed 
a Rambler dealer in Osawatomie, 


Kans. The dealership is locate:i 
in the building formerly occupic:! 
by Higley Buick. 

* + * 


2 Rambler Dealerships 


Hold Openings in South 

Two new Rambler dealerships 
have held their grand openings in 
the South. 

Alexandria Rambler, Alexandria, 
Va., is located at 156 Daingerficld 
Rd. Ed Camferdam is president of 
the Memphis dealership, Security 
Motors, 695 Union. 


* * * 


James Adds Willys 


James Motor Co. (Lincoln-Mer- 
cury), Hays, Kans., has added a 
Willys franchise to its passenger- 


car lines. 
* 


* 
Crivelli Opens Building 
Crivelli Chevrolet Co., McKees 
Rocks, Pa, has opened its new 
parts and service building at 1209 
Chartiers Ave. 
oy” * 
Tuttle in New Quarters 
H. A. Tuttle Motor Co., which 
has been operating for the last 14 
years at 211 W. Gaston St., has 
(Continued on Page 37, Col. 3) 


For that smart new-model iocok 


TO BREATHE! 


BRING OLDER MODELS UP TO THE MINUTE 


volume, bigger-profit sales! 


Your customers can make their older cars look bright and new with seat 
covers woven of saRAN. All the fresh new-model fabric colors and pattern 
designs are available now. saRaN seat covers add a distinctive note to any 
car interior. And, what’s more, saRAN will take all the punishment you can 
give it without scuffing or showing signs of wear. The rugged durability 
and wide range of available colors and designs give saraN seat covers the 
sales appeal your customers demand. Stock up early and be ready for higher 
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moved into a new building at 802) 
Lexington Ave. which has approxi-| 
mately three times the space as the 
old location. The company changed 
its name to H. A. Tuttle Motor Parts. 


* * * 


Petzold Chrysler Expands 


Petzold Chrysler-Imperial, Inc., | 
has opened another dealership at 
12132 Gratiot Ave., Detroit 13, Mich. 
Bernard A. Clark is president of 
the dealership. 


* * * 


Barnes Adds to Facilities 


Barnes Motor Co., local Stude- 
baker and Mercedes-Benz dealer- 
ship, has opened new sales and 
display rooms at 1516 Dawson St., 
in a new building. The new unit is 


AIADA Greets National Official— 


The Alabama Independent Automobile Dealers Assn. officially welcomed Val T. 
Jones, Washington, NIADA executive vice-president, at its annual convention. Left 
to right are Pete Dockins, convention chairman; Lloyd Plunkett, new AIADA board 
chairman; Jones, and Fred Faulkner, AIADA director. 


»=.2.sell seat covers of SARAN 


BRING PROFITS UP TO A NEW HIGH 


Just watch your profits soar when you ‘stock saRAN seat covers. They sell 
faster because they have all the features your customers want. SARAN seat 
cover fabric is woven to allow free air passage, which means comfortable 
driving the year ‘round. A damp rag quickly wipes up stains and spills 
without spotting, to keep them looking bright and clean. Yes, for bigger 
profits and more satisfied customers, specialize this fall in seat covers woven 
of SARAN. For full information, write THE-DOW CHEMICAL COMPANY, Midland, 
Michigan, Plastics Sales Department PL-1577E-1. 


YOU CAN DEPEND ON 








Auto Dealer Changes 


(Continued from Page 36) 


in addition to the service and 
repair departments at Sixteenth 
and Queen Sts. 


+ * as 


Edsel Names Dealers 
In Wyoming, Indiana 

Lovell Motor Sales Co. 80 E. 
Main St., Lovell, Wyo., has been 
named an Edsel dealer. F, P. 
Richardson, Ford dealer in Lovell 
since 1916, heads the dealership. 

North Shore Edsel, 1301 Pine 
Lake Rd., has been appointed an 
Edsel dealer in La Porte, Ind. 
Arthur Magnuson jr. is general 
manager. 

= + ~ 


Moulder Closing Shop 


Moulder’s (Chrysler & Plymouth), 
215 S. Lafayette Ave., South Bend, 
is going out of business, Fifty-two 


FEATURE THIS LABEL... 
CLINCH THE SALE! 
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used cars and all the new Im- 
perials, Plymouths and Chryslers 
in stock are being sold at cost, 
Moulder’s said. 

+ * > 


Edsel Names Dealer 


Matthew Edsel Sales, R D 2, Rt. 
219, Somerset, Pa., has been named 
an Edsel dealer. Matthew J. 
Rypezyk is owner of the new deal- 
ership. 


* * + 


Ed Green Sells Out 


Ed Green held a closeout auc- 
tion sale of stock and equipment 
of Ed Green Chevrolet Co. (Chev- 
rolet-Oldsmobile), Westbrook, 
Minn., marking the discontinu- 
ance of the dealership. 


* * x 


Adds Chrysler, Imperial 


Dependable Motors (Dodge-Plym- 
outh), Virginia, Minn., has been 
given a franchise for Chrysler and 
Imperial in addition to its present 
lines, according to Sam Phillips, 
president of the dealership. The 
franchise formerly was held by 
Lahay Motors, Inc., which has 
ceased operations. 

+ ” ° 


Colosky Sells to Koch 


Edward Colosky has sold his 
interest in Colosky-Koch Motors, 
Ine. (Willys Jeep) at Hopkins, 
Minn., to Gordon Koch. 


* * * 


Now Direct Ford Dealer 


Stanley Moe, owner of Stan’s 
Garage at Battle Lake, Minn., 
has received a direct Ford fran- 
chise. The firm, which has been 
operating as an associate dealer, 
also will continue to handle Ford 
trucks, tractors and farm ma- 
chinery. 

+ * * 


Streiff Sells to Partners 


Fred Streiff has sold his interest 
in Streiff Chevrolet, Inc. at New 
Glarus, Wis., to his partners, Del- 
mar Kubley and Edwin Richert. 
The new owners have renamed the 
dealership Kubley-Richert Chevro- 
let, Inc. 


. > . 


Grantham Takes Deal 


Kenneth Grantham, Dallas, has 
purchased Crouch-Holland Motor 
Co. (Ford), 800 E. Irving Blvd. 
Irving, Tex., and changed its name 
to Ken Grantham Ford, Inc. 

> 


* + 


Fristoe Sells to VanTuyl 


Cecil VanTuyl, Kansas City, has 
purchased Ray Fristoe Motors, 
Inc, (Cadillac-Oldsmobile), Chilli- 
cothe, Mo., from Ray Fristoe. The 
dealership will be operated by 
VanTuyl’s brother, Calvin under 
the name of VanTuy! Oldsmobile- 
Cadillac, Inc. 


> . 

Fristoe Buys Out Hahler 

Ray Fristoe purchased the 
Oldsmobile-Cadillac dealership at 
North Platte, Neb. from Frank 
Hahler of Hahler Motor Co. The 
new business will be known as 
Fristoe Olds-Cadillac Co., 503 E. 
Fourth 8t. 


British Motor Moves 


British Motor Car Distributors 
Ltd. has moved into new quarters 
at 1701 Van Ness Ave., San Fran- 
cisco. Kjell H. Qvale, president, 
said the firm is the west’s largest 


dealer in foreign cars. 
> * * 


Mercer Gets Chevrolet 

Foreman Motor Sales, Ashville, 
O., has been purchased by Hey- 
wood B. Mercer, former vice- 
president of Buel Mercer Chevro- 
let, Marysville,O. L. E. Foreman 
has conducted the Foreman Mo- 
tor Sales at Ashville 28 years. 
The new firm will be known as 


Heywood Mercer Chevrolet. 
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assistant Los Angeles district sales manager. Not pictured are Hamlin W. Nerney, | 
los Angeles, secretary-treasurer; John Dore, Whittier, director-at-large, and Maurice 


Buerge, Los Angeles director. 


Ford Dealers Elect Ad Officers— 


Newly elected officers and directors of the Southern California Ford Dealers 
Advertising Assn. are shown at the first official meeting since taking office. Seated, 
from left, are Edith Lane, executive secretary; Charlies Swift, Gila Bend, Ariz., first 
vice-president; Phil Johnston, Huntington Park, reelected president; George Haber- 
felde, Bakersfield, director; Ed Chaffee, Hawthorne, second vice-president. Standing: 
Directors Warren Swink, San Diego; F. Clyde Warren, Riverside; Ken Roggy, Puente; 
J. H. Wray, Van Nuys; and Leland Johnson, Bellflower, and Thurlo Newell, Ford | 
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Bulletin Board... 





Mufflers and Pipes 
A catalog describing Thermo Flo 
mufflers, tail pipes, clamps, hangers 
and other exhaust system parts— 
free. Arnold Haviland Co., Defiance, 
oO. 


* * * 


Premium-Coupon Plan 

A brochure, “Repeat Business, 
Key to Profits,” describing how and 
why a premium coupon plan is 
effective in maintaining peak sales 
—free. Gordon C. Bowen, president, 
Premium Service Co., Inc., 185 
North St., Teterboro, N. J. 


Painting Techniques 


Techniques used to fill recessed 
letters, symbols and numerals with 
paint — free. Logo division, Bee 
Chemical Co., Chicago 33, IIl. 


* * * 


Liquid Meters 
A bulletin (OG-412) combining 


meters for measuring liquid pro- 
pane, liquid butane and liquid pro- 
pane-butane mixtures—eight pages, 
free. Meter and Valve Division, 
Rockwell Mfg. Co., 400 N. Lexing- 
ton Ave., Pittsburgh 8, Pa. 


* cad * 
Drilling Equipment 
A bulletin (No. DH-957) describ- 
ing the ConRay close-center drill 
head and automatic index table— 
free. ConRay Corp., 29 W. Apple 
St., Dayton, O. 


* * * 


Valve Catalog 


Valves, fittings and specialties for 
service stations and oil-handling 
equipment — free. Universal Valve 
Co., 410 South St., Elizabeth, N. J. 


* * * 


Fatigue References 


Publication No. 9-H lists about 
370 references to articles published 
in 1956 dealing with fatigue of 


descriptions of Rockwell liquid| structures and materials—68 pages, 
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Deico Power-Sweep Electric Windshield Wipers offer 


®@ CONSTANT WIPER ACTION 
Power-Sweep Electric Wiper operates 
completely independent of engine, no 
slow-down when passing, going uphill 


or accelerating. 


@ SUPERIOR PARKING 


ACTION 


Power-Sweep Electric Wiper automat- 
ically returns the blades to horizontal 
position when turned off. 


@ POWERFUL MOTOR 
Assures cleaning away heavy accumu- 
lations of wet snow and ice, for added 
driving safety. 

@ MULTI-SPEED CONTROL 


Power-Sweep provides a multi-speed 


control for variable driving conditions. 


@ METAL LINKAGE 


blades. 


Power-Sweep’s positive linkage system 
eliminates the chatter and skip of wiper 


Power-Sweep Electric Windshield Wipers are standard or 


GENERAL 
MOTORS 


optional equipment on many 1958 cars. 


DELCO APPLIANCE DIVISION 
GENERAL MOTORS CORPORATION 


Rochester 1, New York 


$3. American Society for Testing 
Materials, 1916 Race St., Philadci- 
phia 3, Pa. 


* * * 


Tool-Room Grinding 


“Tool Room Grinding of Alloy, 
High-Speed and Die Steels,” source 
book on grinding for tool-room men 
—24 pages, free. Advertising Dis- 
tribution Section, Carborundum 
Co., P. O. Box 477, Niagara Falis, 
I, Es 


* * * 


Alloy Properties 
Catalog listing physical propertics 
and conforming specifications for 
magnesium and aluminum alloys — 
free. Wellman Bronze & Aluminum 
Co., 12800 Shaker Blvd., Cleveland 
20, O. 
= + * 
Welding Guide 
“How to Get Better Welds,” re- 
vised edition of Weldors’ Vest 
Pocket Guide — 60 pages, free. 
Hobart Brothers Co., Troy, O. 


Brake-Shoe Guide 


Reference guide to bonded brake- 
shoe sets developed by World 
Bestos for American cars, trucks 
and farm tractors—i16 pages, free. 
World Bestos, Box 233, New Castle, 
Ind. 


* * > 


Lamart Corp. Folder 


New developments—such as triple 
lamination, and aluminized butyrate 
thermoforming “sandwiches” with 
sealed-in color—are featured in a 
four-page folder issued by Lemart 
Corp., 2 Waldo St., Clifton, N. J. 

> . > 
Shipping Containers 

Bulletin describing stee] shipping 
containers for the inter and intra- 
plant service—four pages, free. 
Ackerman Mfg. Co., Wheeling, W. 
Va. 


Cargo Van Bodies 


Folder CV-257 describing Brown 
Aluminum Cargo Van body fea- 
tures—free. Brown Trailers, Inc. 
Dept. AD-99, P.O. Box 54, Spokane 
10, Wash. 


Repairing Tubeless Tires 


“How to Repair Tubeless Tires” 
—four pages, free. Dill Mfg. Co., 
700 E. Eighty-second St., Cleveland 
3, O. 


Ceramic Adhesives 


“Research on Elevated Tempera- 
ture Resistant Ceramic Structural 
Adhesives, Part 2”—74 pages, $2. 
Report No. PB-121941, Office of 
Technical Services, U. S. Depart- 
ment of Commerce, Washington 
25, D. C. 

> e > 
Engineering Uses 

A brochure telling how to make 
use of such engineering services 
as machine design and fabrication, 
equipment layout, equipment and 
material procurement, equipment 
installation, training of personnel 
and engineering consultation—free. 
Teller Co., Butler, Pa. 


Foreign Auto Atlases 


Two atlases for European motor- 
ing, “Automobile Atlas of Italy” and 
“Automobile Atlas of Europe,” with 
integrated maps, touring informa- 
tion and an alphabetical index — 
$3.20 each. Automobile Club of Italy, 
Via P. O. 14, Rome, Italy. 


* * * 


Steel-Bar Chart 


Comparison of 241 grades of steel 
bars — five-page comparison chart, 
11 inches by 17 inches. Advertising 
Department, LaSalle Steel Co., Box 
6800-A, Chicago 80, Il. 


* > * 


Stainless Steel Finishing 

“Stainless Steel Finishing” — 18 
pages, free. R. G. Haskins Co., 2651 
W. Harrison, Chicago 12, Il. 


Paints for Rockets 


“Heat Resistant Paints for 
Rocket Launchers”—12 pages, 50 
cents. Report No. PB-121736, Office 
of Technical Services, U. S. De- 
partment of Commerce, Washing- 
ton 25, D. C. 


* * * 


Welding Procedures 


“Recommended Practice for Re- 
pair Welding and Fabrication 
Welding of Steel Castings” — ‘2 
pages, free. Tempil Corp., 132 VW. 
22nd St., New York 11, N. Y. 
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In Parts and Accessory Distribution 





Automotive Wholesalers 


See Texas Show Boycott 

SAN ANTONIO.—Certain groups 
are “engaging in what amounts to 
a boycott” of the Texas booth con- 
ference and the Southwest and 
Southeast shows, G. C. Morris, ex- 
ecutive director, charged at the 
annual convention of the Automo- 
tive Wholesalers of Texas. 

Morris named the Equipment 
and Tool Institute, Piston Ring 


Institute, Muffler Institute and 


the Filter Institute. 


He said these institutes “have 
agreed among themselves to par- 
ticipate in national shows only, 
which means that less than one 
percent of the wholesalers in the 
Southeast and Southwest will have 
an opportunity to see the products 
or talk to these manufacturers be- 
cause very few wholesalers in these 


geles, 


participating in our booth confer- 
j}ence and/or the Southwest show 
| would more or less force them into 
participating in 48 state shows,” 
| Morris continued, “these certain 
institutes are not being very realis- 


| ferences sponsored by the 16 state 
| associations in existence today, and 
| those figures do not add up to 48.” 

“We are not going to take this 
lying down,” he told the dele- 
| gates. 
| The convention also was told 
| that: 

1. In its first year, the AWOT 
course in automatic-transmission 
|training had been taken by 244 
| mechanics and that the 1958 sched- 
| ule was booked solid. 

2. “Dividends on dues dollars” 





| tie. There are only four booth con- | 


sections go to Boston or Los An-| were still being declared as a result 


of AWOT activities in insurance 


“Claiming that the precedent of | programs and other fields. 


3. The Small Business Admin- 
istration. would work with indi- 
vidual wholesalers in services and 
financing needs. The assurance 
came from C. W. Ferguson, direc- 
tor of the SBA office in Dallas. 
Resolutions adopted by the con- 

vention: 

1. Urged the State Education De- 

partment to increase training 


| offered in Texas high schools for 


automotive mechanics. 


2. Deplored the practice of some 
suppliers who engage in “indis- 
criminate multiple distribution 
which has forced unwholesome and 
unprofitable activities on the inde- 
pendent automotive wholesaler.” 


3. The Small Business Admin- 
gram of the Highway Safety 


Controller of Wearley 


Motor Company. 


MEADQUARTERS of the Wearley Motor Company in Toledo, Ohio. 





and efficiency. 


“Our Halional System 
-  gaves us'3,/00 a year... 


pays for itself every 10 months. 


“Our new National System gives us 
improved cash control,” writes H. M. 
‘ Brown, Controller of Wearley Motor 
Company; “‘In addition, prompt, com- 
parative controlling information is 


available at any time. 


“Our National ‘Class 42’ increases 


our efficiency in many 


vides us with up-to-date records which 
can. be checked at any time and makes 
it possible for us to mail statements 
on the first of the month rather than 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


are identical. 
“Our National 
ways. It pro- 


989 OFFICES IN 94 COUNTRIES 


a week or two late, as was our experi- 
ence with our previous method. Also, 
by simultaneously posting all neces- 
sary records, our National assures us 
that our records and our customers’ 


$3,750 a year, pays for itself every 


10 months!” vA 2 


Controller of Wearley Motor Co. 


99 


| Baker, 





Council which calls for manda- 

tory driver-training courses in all 

Texas highs, strengthening the 
motor-vehicle inspection law and 

driver’s license requirements, 

and amending the mud-flap law 
to require flaps in all kinds of 
weather. 

4. Objected to the increasing use 
of premiums, giveaway deals and 
other sales gimmicks by manufac- 
turers. 

T. C. Watkins, Midland, was 
elected president for 1957-58; Fred 
D. Pinkston, Lubbock, first vice- 
president; W. E. Woods, Houston, 
second vice-president; Mrs. H. G. 
Hillsboro, secretary; and 
Poncho Oatman, Austin, treasurer. 

Directors elected for two years: 


| D. L. Griffin, Aubrey Byrd, John 


McClure jr., Jerry Muggli, H. U. 
Abicht, B. B. Divers, O. R. Riddell, 
John Minyard, A. G. Ochterbeck, 
Jess Steward, Joe L. Ward jr., 
H. G. McElroy, E. H. Whitis jr. 
D. L. Naylor, J. Y. Stille and 
Kenneth McGee. 

Directors elected for one year: 
Leon Hodges, A. O. Miller, Jack E. 
McMeans, Tom Davis, Clyde White, 


|Harold Yeary, O. D. Reed, Gerald 


Mayfield, Carl Garner, R. R. Her- 





THIS NATIONAL “CLASS 42” handles customers’ accounts with speed 


—Wearley Motor Co., 


Toledo, Ohio 


phone book. 
System saves us 


Your service center, too, can benefit from the 
time- and money-saving features of a National 
System. Nationals pay for themselves quickly, 
then continue to return a regular yearly profit. 
For complete information, call your nearby 
National representative today. He's 
listed in the yellow pages of your 








tenberger, W. W. Worthy, Williarn 
Woehler, Robert H. Flato, Thomas 
A. Clark and William Tole. 


The 1958 convention will be heid 
in Galveston Oct. 15-18. 


‘It Can Be Great 


In °58’ Is Theme 
Of NSPA Parley 


CHICAGO.—The convention pro- 
gram committee has selected the 
slogan, “It Can Be Great in ’58,” for 
the national convention of the Na- 
tional Standard Parts Assn. at the 
Ambassador Hotel in Los Angeles 
Feb. 18-19. 


Edward Gammie, NSPA president 
and sales vice-president of Victor 
Mfg. & Gasket Co., Chicago, said: 

“There is every indication that 
with more vehicles registered 
more of them in the two-to-six- 
year-prime-service-market age 
bracket—and greater number of 
miles being driven, sales for the 
independent automotive service in- 
dustry can be great in ’58. 

“However, such sales volume in- 
creased will not be realized through 
the simple process of order taking 
and relaxed sales management. 
Every firm in our industry must 
recognize that when it comes to 
individual sales and merchandising 
efforts, you have to ‘do-it-yourself.’” 
| Other members of the convention 
program committee who met in 
Chicago to map the Los Angeles 
convention are: 

Marty Bazner sr.. Ammco Tools, 
Inc., North Chicago; Ray Barnett, 
| Irving-Cloud Publishing Co., Chi- 
cago; Frank A. Brusek, Motor & 
Axle Parts Service, Inc., Chicago; 
Russ W. Case jr., Chilton Co., Phil- 
adelphia; William Hedges, Bill 
Hedges Auto Parts, Portsmouth, 
O.; Harold Johnson, Sidles Co., 
Omaha; S. J. Mack, M. & L. Motor 
Supply Co., St. Paul. 

D. D. Minshall, Gates Rubber Co., 
Denver; Vern Olcott jr., Red's 
Motor Parts, Allegan, Mich.; Nor- 
man Parker, H. M. Parker & Son, 
Glendale, Calif.; Herman Teetor, 
Perfect Circle Corp., Hagerstown, 
Ind. and Les A. Thayer, Belden 
Mfg. Co., Chicago. 

> > 
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Automotive Electric Assn. 


Provides Tuneup Guides 


DETROIT. — The Automotive 
Electric Assn. has released a new 
AEA Tuneup Manual to guide me- 
chanics on tuning modern auto 
engines. 

It also announced a new series of 
tuneup charts with latest engineer- 
ing changes and specifications cov- 
ering all 1957-model cars. 

7 +e > 


Giant Shipping Center 


Opened by AP Parts 

TOLEDO.—AP Parts Corp. has 

| opened a new 400,000-square-foot 
shipping center here, capable of 
handling 1,500,000 mufflers and 
pipes at one time. 

The center, which ships to 14 
AP warehouses throughout the 
U. S., has 24 truck docks and two 
railroad-car loading areas with 

its own rail spur. 
* * > 


Give Christmas Cifts 


To Charity, NSPA Urges 


CHICAGO. — National Standard 
Parts Assn., in a bulletin to its 
wholesaler members, recommended 
that they adopt a program whereby 
the money normally spent to pur- 
chase Christmas gifts for their 
customers be donated instead to 
worthy causes or used to purchase 
needed equipment for charitable 
organizations. 

Wholesaler members who have 
adopted the practice, either indi- 
vidually or in cooperation with local 
jobber groups, report almost 100 
percent acceptance of this Christ- 
mas Gift Program by their cus- 
tomers, according to NSPA. 

= 7 f 


4 Elected to Positions 


On Board of MEWA 


NEW YORK.—Four men have 
been elected to the board of. direc- 
tors of the Motor and Equipment 
Manufacturers Assn. They are: 

K. W. Foust, Bonney Forge & 
Tool Works, Alliance, O.; T. S. 
Rose, Sealed Power Corp., Muske- 
gon, Mich.; C:; O. Spellman II, 
Associated Producers, Inc., Ypsi- 
lanti, Mich., and R. H. Wilbur, Ken- 
dall Co., New York. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 


Attorney at Law 


ONSIDERABLE discussion has 

arisen from time to time over 
the |e gal question: If the seller 
of a used automobile breaches his 
guarantee as to the value and 
quality of the automobile, what are 
the legal rights of the purchaser? 

For illustration, in King v. Guy 
Automobile and Implement Co., 297 
Ss, W. (2d) 617, the higher court 
held as follows: 

If an automobile seller makes an 
oral warranty that 
there was nothing 
wrong with auto- 
mobile sold and 
that he guaran- 
tees it for one 
year, the buyer, 
after the automo- 
bile proved to be 
defective, can 
either rescind the 
contract of sale 
and return the 
automobile to the} 
seller and recover what buyer had | 
paid therefor, or he can keep the | 
automobile and recover damages | 


Scientist Claims | 
Exhausts Increase 
Rain, Ocean Level | 


CHICAG O—(UTPS)—Car ex- 
hausts are upsetting the equilibrium 
of our world, according to Dr. 
Richard L. Meier, of the University 
of Michigan’s Mental Health Re- 
search Institute 

More rain and a rising level of 
oceans in the future may be blamed 
on motorists, he indicated 

Meier conducted a seminar at the 
convention of the American Insti- 
tute of Planners. Carbon dioxide 
from exhausts is building up in the 
atmosphere, he said. 

Normally there is about .03 per- 
cent of carbon dioxide in the at- 
mosphere. It has been held constant 
because the oceans absorbed the 
excess. Now, however, there is more 
excess than can be absorbed, and 
it is building up. By about 1975 the 
atmospheric content may be .05 
percent, he said. 

Meier said this excess causes heat 
that should dissipate into space to 
be reflected back to the earth. Such | 
a refiection could make average | 
temperatures warmer, speeding up 
the melting of polar ice caps. 

Rainfall also would increase. be- 
cause of the increase in evaporation 
processes. 

There is no solution to the ex- 
haust problem so far, Meier said, | 
though more efficient engines may | 
be developed, using less fuel and| 
giving off less exhaust. 


15 New-Car Rental Firms 


Join National System 


ST. LOUIS. Fifteen new-car 
rental firms have become members 
of the worldwide National Car 
Rental System during the past 
three months. The new member 
companies are: | 

U-Drive-It System, Inc., Colo- 
rado Springs; Kalamazoo Flying 
Service, Inc., Kalamazoo, Mich.; 
National Car Rentals, Jackson, | 
Mich.; Ormco Leasing Corp., Tuc- 
son; Town Rentals, Allentown and 
Bethlehem, Pa.; Airfield Service 
Co., Inc., Windsor Locks and Hart- | 
ford, Conn., and Springfield, Mass.; 
National Car Rentals, Idaho Falls, 
Idaho; National Car Rentals, West 
Yellowstone, Mont.; Caribe Car 
Rental System, San Juan, P. ms 
Door Travel Service, Sturgeon Bay, 
Wis.; National Car Rental, Mon- 
roe, La.; Uglum’s Rainbow Serv- 
ice, Great Falls, Mont.; McCord’s 
Car and Truck Rental Service, Pen- 
Sacola and Fort Walton Beach, 
Fla.; AA U-Drive Yourself, Inc., 
Yonkers, N. Y., and National Car 
Rentals, Ogden, Utah. 


Dorsick, Plottke Upped 

West Side Pontiac, Lakewood, O., 
has appointed William M. Dorsick 
as new-car sales manager and 
Philip Plottke as used-car man- 
ager. Vincent Ward and Glenn 
Foley have been added to the new- 
car sales staff. 





L. T. Parker 





occasioned by breach of such 
seller’s warranty. 


However, in this case the testi- 
mony showed that the dissatisfied 
buyer continued to drive the auto- 
mobile, procured liability insur- 
ance on the automobile, purchased 
automobile license plates and city 
automobile licenses for the auto- 
mobile and otherwise kept pos- 
session of the automobile. 

In subsequent litigation, the 
higher court indicated that the 

buyer must pay the final balance 
due on the automobile, saying that 
the above acts of the buyer auto- 
matically cancelled his ordinary 


legal rights to rescind the contract, | 
return the unsatisfactory automo- | 


bile to the seller and recover the 
full purchase price. 
= * = 


Unusual Circumstances 


CCORDING to a late higher- 
court decision, the buyer of an 
automobile is a bona fide purchaser 





DON’T 





for value without notice notwith- 
standing the fact that there was 
no registration of the title made 
prior to the sale by the manufac- 
turer to a dealer from whom the 
buyer purchased the automobile. 

For illustration, in Radcliff Fi- 

nance Corp. v. Beckman, 296 S. 

W. (2d) 942, the testimony 
showed: An automobile dealer 
| acquired a new automobile from 
| another dealer who transferred 
| to him, by endorsement, the man- 
ufacturer’s certificate. 

The manufacturer’s certificate did 
not note any lien in favor of the 
|chattel mortgagee at the time of 
|the sale of the automobile to a 
| buyer for valuable consideration. 
> = = 





‘Bona Fide Purchaser 

XN SUBSEQUENT litigation, the 
higher court held that the buyer 
was a bona fide purchaser for value 
without notice, and the sale of the 
automobile to him was valid, not- 
withstanding fact that there was 
no registration of the title prior 
to the sale by the manufacturer to 
the original dealer, or, prior to the 
sale, from such dealer to the dealer 
from whom the buyer purchased 
the automobile. 


Oldsmobile Hosts Suppliers— 

Suppliers of Oldsmobile get a preview of the 1958 cars at a special showing at 
Lansing. Giving these suppliers the story on this 1958 Oldsmobile convertible is 
Thomas E. Darnton, second from left, Oldsmobile purchases director. Interested listen- 
ers are M. K. Schnurr, left, president, Stainless Steel division, Jones & Laughlin Steel 
Co.; Paul Carnahan, president, Great Lakes Steel Corp., and C. R. Fraser, Oldsmobile 
steel procurement director. 


“broadcast” trouble through ordinary ignition cable! 


DO F suppress Radio-TV interference with Packard T.V.R.S. cable! 


Packard Electric’s 


exclusive 


T.V.R.S. cable makes spark plugs 


T.V.R.S. cable carries the electricity 
that makes the ignition spark, while 
it simultaneously stops interference. 


Thus, using only Packard T.V.R.S. 
cable, you successfully stop “‘broad- 
casting” ignition interference, which 
can drastically affect operation of 
car radios and neighboring T'V sets. 
By distributing resistance over the 
entire wiring circuit, T.V.R.S. cable 
does a more effective suppression 
job than can be done any other way. 


last longer, too. The non-metallic 
conductor reduces electrical oscilla- 
tions which cause spark plug elec- 
trode erosion. 


A Packard Electric terminal-attach- 
ing process makes T.V.R.S. cable 
easy to use on any ignition system. 
And packaged replacement kits are 
available for all your service needs. 
Get the facts now. T.V.R.S. cables 
can eliminate a troublesome 
problem for you—and save you 


money besides! Packard Electric 
maintains offices in Detroit, Chicago 
and Oakland, California for 
your convenience. 


Electric 
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Packard 


Warren, Ohio 


“Live Wire” division of General Motors 


41 

















WIPER SPRING—According to Brasco 
Products, 2104 E. 100th St., Cleveland 6, 
O., “Zippy,” a snap-on wiper arm ex- 


tension restorer spring has been de- 
veloped and is being produced and 
marketed under “patent pending” to 


make new windshield wiper blades clean 
properly or to supply renewed tension 
The manvfacturer 


safe vision. 


signed merely to restore spring tension 
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NEW PRODUCTS 


of the arm so that old blades will assure | 
claims | 
that the product is engineered and de-| 


medium-gauge wire wheel and an 
1800-rpm, AC-DC, 115-volt motor 
rated at 18 amp. The company 
said the device is approved by 
Underwriters Laboratories. 





HACK SAW, DRILL—A gun-shaped com- 
bination hack saw and drill that speeds 
production, saves time and expense by 
quickly cutting or drilling steel, sheet 
metal and other materials, has been 
developed by Modern Mfg. Co., Inc., 680 
Davisville Rd., Willow Grove, Pa. The 
tool, known as the Trades Master, can 
be converted quickly from a saw to a 
drill or vice versa merely by removing 
and inserting the tool in the chuck and 
| shifting a knob to the drill or saw posi- 
| tion. An adapter chuck is furnished to 








| accommodate any size drill up to and 
FILTER SERVICE KIT — Fram Corp., | including Y%-inch and other attachments 
Providence 16, R. |., has announced an air | include a flat or rotary file and a nibbler 


ing, and good filling qualities with 
exceptional holdout of lacquer in 
enamel finish coats, It will be avail- 
able in four colors which can be 
easily sanded in two to three hours, 
Ditzler says. 





filter service kit available to dealers, The | for biting through metal up to 20 gauge. | 


and will not create added tension to 
retard wiper action or place a strain on 
the mechanism. 

* 


kit contains a new-car service poster, 
which indicates ‘57 cors which are 
equipped with the filtronic type car- 
| buretor air filter. Twenty consumer serv- 
|ice information folders are also con- 
|tained in the kit, Also contained is an 
|air filter application chart which lists 
lall cars equipped with this type cor- 
| buretor air filter. 


| 
| 





~ 


IGNITION ANALYZER — Complete, pre- | 
cision six or 12-volt ignition analyzing is | 


for all testing. Spring clamps are fastened 
to the coil and to a ground. 

The Bee Line anolyzer is also used 
to check spork plugs. Plugs remain in 
their normal firing position under exact 
conditions of heat ond pressure. Bee Line 
Co., Davenport, te. 





WING NUTS—Two types of wing nuts, 
did-cast of zinc alloy, ore now available 


@s stock items from Gries Reproducer 
Corp., 400 Beechwood Ave., New Rochelle, 
N. Y. The capped wing nut, having a 
closed threaded section like a regular 
cap nut, is said to offer a highly decoro- 
tive means of finishing off bolt ends, 
while at the same time completely sealing 
and protecting exposed threads. The one- 
piece washer base wing nut replaces a 
regular ‘Wing nut ond fict washer. Both 
types of fasteners are currently available 
from stock with one-inch wing spreads in 
thread sizes from No. 10 to 5/16-inch for 
the capped wing nut, and from No. 8 fo 
5/16-inch for the washer base wing nut. 
* r a 


Portable Electric Buffer 


Offered for Tubeless Tires 


Power Products Corp., 1518 
McGee St., Kansas City, has an- 
nounced the availability of Power 
Buff, a portable electric buffer 
especially designed for preparing 
the inside of tubeless tires for 
repair. 

Power Buff has a 





three-inch, 


now available with the Bee Line Ignition | 
* Analyzer. Only one hook-up is required | 





TACHOMETER — Adjustable overspeed 
| relay protection is said to be featured on 
@ tachometer for dynamometer test stands 
and production testing announced by 
Performance Measurements Co., 15301 W. 
McNichols, Detroit 35, Mich. The tochome- 
ter enables speed measurements to 
1 percent accuracy with selectable six or 


eight-cylinder ignition input, it is said. 
However, this instrument is not limited 
| to ignition system use, for it operates 
| from any pulse producing transducer. 
Stendard speed ranges are 0-4,000,| 
0-5,000, or 0-6,000. 

2 -.¢@ 


STARTER UNIT—U. S. Engineering & 
Mfg. Co., 3254 Lincoln Ave., Chicago 13, 
lil., has marketed its automatic cor starter, 
the ESP (Emergency Starting Power) Starter 
unit. It is designed for mounting on the 
fender or in the body of service trucks 
and is very easily connected to the truck 
generating system which keeps the aux- 
iliery bettery~in the ESP charged ot all 
times. Battery-stalled cars are started 
after the ESP’s cable leads are clipped 
to the posts of the battery in the stalled 
vehicle and a remote control bution is 
pushed. The: stalled car's starter is then 
used in the regular manner, it is claimed. 





| * * & 


| 
i 








HEADLIGHT AIMER—The Trulite head- 
| light aimer, manufactured by the John | 
Bean division, Food Machinery & Chemical | 
Corp., Lansing 4, Mich., is designed to 


| generator-regulator test bench. This 





check and aim all sealed beam lights on | 
jany moke of car or truck. The unit, 
| produced for service station and garage | 





| owners, aligns headlights both vertically | * 


and horizontally in less than one minute | 


end without removing the hood rings 
from the sealed beoms. 
> > « 





AIR FILTER GUN — Fram Corp., Provi- 
dence 16, R. |., is offering fleets, garages 
and repair shops a hand air filter 
cartridge cleaning gun. This piece of shop 
equipment is used to clean heavy duty 
carburetor air filters. Attaching to the 
regular air line hose, it has “co push but- 
ton control for easy operation. A series 
of holes in the metal nozzle allow a 
metered air flow to clean the cartridge 
from top to bottom. This air gun is 
built of brass and cadmium plated steel 


for shop use. 
ee 


Enamel Undercoat Called 
Fast Drying, Easy to Sand 

A synthetic primer-surfacer an- 
nounced by the Ditzler Color divi- 
sion, Pittsburgh Plate Glass Co., 
as the latest development in enamel 
undercoat will be known as “speed- 
sand.” 

The product is said to be out- 
standing in fast drying, easy sand- 


TEST BENCH—Alien Electric & Equip- 
ment Co., 2101 N. Pitcher St., Kalamazoo, 
Mich., has announced the model 20-14 


will test six and 12-volt cor and light 
truck generators at speeds sufficient to 
produce full ovtput up to 600 wotts, it 
is claimed. It tests generators with or 
without matching regulators, and will test 
double contact as well as current-voltage 


(farm tractor) type regulotors. Forced air | 


cooling, illuminated meters, quick acting 
generator vise and simplified test lead 
hookup are featured. 

eS 
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| PARTS BIN — A multi-purpose, one- 
| piece ports bin has been introduced by 
| Service Parts Systems, inc., 13380 €E. 
|Nine Mile Rd., P.O, Box 243, East De- 
troit, Mich. Made of 20-gauge drown 
| steel, the bin is said to be leakproof and 
| rustproof. The bin fits a wide range of 
| standard and custom racks for use on 
assembly benches, os bin-end units, wall | 
| units and mobile floor units. It is avail-| 
lable in 6 by 4 by 3-inch units, either 
| single or partitioned, and in a size 6 by| 
8 by 3 inches. | 








PLATE COVER—A guard to protect auto- 
mobile license plates from chipping, rust- 
ing and corrosion has been introduced 
by Hinson Mfg. Co., Waterloo, la. The 
license plate cover is made of heavy trans- 
porent plastic. It is sealed on four sides 
with silver mylar to protect the back as 
well as the front of the license plate. 
Flexible, rattleproof and bump resistant, 
the Auto Plate Guard slips over the 
license plate like an envelope, providing 





BUMPER JACKS — The Hein-Werner 
Snappy 60 and Snappy 70 Bipod Bumper 
Jacks featuring the Saginaw Screw for 
fast lifting, have been announced by 
Hein-Werner, Waukesha, Wis. The Snappy 





60 lifts a full TY tons, it is claimed. 
Universal lifting hook grips every type 
| bumper and self-locking spreader bor 


| keeps load balanced for maximum sto- 
| bility. The Snappy 70 is said to meet the 
need for a second service jack. ‘‘Dual- 
Grip” lifting hook automatically aligns 
| to any bumper contour for two-point con- 
| tact in lifting. Lifts full 1% tons. 
* * : 


unit | 





| AIR JACK—To fill the needs of car 
| dealers who require a one-end lift for 
tire, wheel and broke service, Blockhowk 
| Mfg. Co., 5325 W. Rogers St., Milwaukee 
46, Wis., is distributing a 1'%-ton air 
operated one-end lift, model $J-50. This 
|air jack has a standard two-way lever 
valve thot uses either a tire inflator or 
| quick coupler for ease of operation. 


The jock has on avtometic safety lock 
that locks in any raised position up to 
| 31 inches, it is claimed. An extra-wide 57- 
inch lifting bar folds on hinges for space 
saving storage when the jock is not in 
use. The lifting bor has newly designed 
5 by 5-inch saddles to spread the weight 
load which does not have to be centered 
on the saddles. 





SERVICE TRUCK—A “job-planned” serv- 
ice truck designed for use on the north- 
east extension of the Pennsylvania Turn- 
pike hos been monvufactured by Reading 
Body Works, Inc., Reading, Pa. The one- 
ton unit, mounted on a standard Chevrolet 
chassis is said to be a service station on 
wheels. It is equipped with a Holmes 400 
crane for lifting and towing, and corries 
a tank of compressed air as well as tanks 
of gasoline, water and oil, plus tools, 
| tires and parts for all roadside repairs. 
| * * * 








RACKET BOX WRENCH—K-D Mfg. Co., 
Lancaster, Pa., announces a_ reversible 
rachet box wrench with popular size %%- 
inch and %-inch hex openings. Tool is 
7% inches long, affording plenty of hand 
grip and leverage without being awk- 





@ clear plastic cover that can be wiped 
clean with a damp cloth, giving the car 
a “cared-for" look. 


ward in tight places, it is claimed. Rachets 
are reversed by pressing the rachet lock 
behind the heads. 
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HE beep of Russia’s satellite 
ee a beep heard ‘round the 
world. It tuned up the propaganda 
motor for Russia’s other satellites, 
its puppet nations. But it boom- 


eranged for the 14 men in the 
Kremlin, so far as the American 
people were concerned. 

We're basically a pacifist people. 
Militarily, that’s unfortunate. But 
for business and home-life, it's 
mighty useful. And it really isn’t 
dangerous, because we're also an 
active, resourceful and emotional 

ple. We can get mad, efficient 
and terrifically active with know- 
how when a business competitor 
scares us a little, or when an en- 
emy nation seems to have topped 

our horsepower. 

American scientists admit the 
Russian pickup on their 184- 
pound satellite, which got away | 
from the starting line ahead of | 
us. It goaded obedient Red China 
into boasting that Russia was | 
now “the world’s leading power.” | 

But the Soviet’s publicized satel- 
lite was a shot in the arm for the 
American public. When we've done 
a job, a hard pob, we like to play 
golf or go to the seashore in our 
newest car. Then comes a wire 
from the office, about what the) 
dealer down the street has done,| 
and we high-tail it back and work 
like crazy. 
That's where Russia’s beep-beep 
boomeranged. We'd been writing | 
to Congress for cutbacks in de-| 
fense spending. Why? Well, hadn’t 
we won a couple of world wars? 
Wasn't it time to cut taxes and 
relax? 

Came the Kremlin’s high beep, 
and it was like that wire from the 
office. Our scientists told us we'd 
lagged because of that old phrase 
inadequate funds. Now we'll prob- 
ably “get back to the office” and 
outdo our most dangerous competi- | 
tor. 


> * > 


Atlas No Total Loss 


UR own $6 million Atlas inter- 
continental missile had to be} 


New-Car Sales 
To Top 6 Million, 


Doyle Forecasts | 


ALBANY, N. Y.—Retail new-car 
deliveries for 1957, says J. C. Doyle, 
should be slightly more than six) 
million for the third highest volume | 
year in automotive history. 

Doyle, general sales and market- 
ing manager of Edsel, told dele- 
gates to the New York State 
Bankers Assn. 
meeting here last 
week that “one 
economic indica- | 
tor” points to “an| 
even greater pos- 
sible potential” in 
1958. 

He said that in 
his opinion in- 
stallment credit, 
when properly re- | 
lated to increased 
Doyle volume and the 
low rate of repossessions, is not 
alarming in any way. 

Touching briefly on 1958, Doyle 
said it was “much too early” to 
make any forecasts but he did dis-| 
cuSs one aspect of next year’s “pos- 
sible” potential, saying: 

_ New-car credit contracts matur- 
ing this year were about 300,000 
higher than in 1956 and about the 
Same as in 1955. However, the num- 
ber of new-car contracts to mature 
next year is estimated to be about 
900,000 more than in 1957. 

; “There has been no appreciable 
increase in car sales this year over 
1956 despite these 300,000 additional 
contract maturities,” he continued, 

So it is entirely within the realm 
of possibility that a sizable segment 
of these paid-up owners, plus the 
900,000 who will pay off their con- 
tracts in 1958, may be back in next 
year’s market for a new car.” 
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destroyed when it was three miles 
up because it “ran off on the 
shoulder,” or as our scientists 
termed it, “it wobbled out of the 
safety zone.” And we care a lot 
whether a new weapon might get 
out of hand. Sure it ended up in 
an enormous spurt of flame and 
shreds of metal. Yet our physicists 
said it was worth it: “We learned 
a lot.” 

It isn’t so important who does 
a thing first. What’s important is 
who does it best—in time. We 
may not have appropriated 
enough money in peacetime. But 
remember the atom bomb? That 
was wartime, and Russia, Ger- 
many, and Japan were racing 
the United States on that little 
explosive engine. That was a 
crisis; so America budgeted more 
than the three other nations com- 
bined. 


And we ended the war with two| planes. So Germany underestimated 
bombs—and probably saved a mil- us—and lost. 


lion lives. 
And remember World War I? Or 


remember reading about it? When | year plan? It was America’s indus- 
it started, we had only three mili-| trial know-how—our automotive, | 
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Reed-Haughton Modernizes Building— 


Reed-Haughton Motors (Cadillac-Pontiac) has completed modernizing its sales and 
service facilities at Fort Pierce, Fila. The aluminum canopy was added to the building 
to provide a sheltered display area for new cars. Don D. Reed and E. D. Haughton 
are co-owners of the dealership. 

—whom Russia hired to show her 


how to do it. 
+ * + 


Who Is Big Loser? 


E wonders, at times like this, 





And more pertinent, remember in 
the early 30s when Russia was get- 
ting under way with her first five- 





tary airfields and a total of*55 war-| mechanical and chemical engineers|on defense projects is given the 
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Johns-Manville’s Inertia 





whether our industry working 


same opportunity as civilian indus- 
try. For two years after World War 
Ii, certain. American industries 
operated at a loss—to hold together 
a retooled organization that could 
build weapons for a later day. 

And there were years of losses 
before the war began, when our 
civilian industry, having gone to 
war before it started, worked so 
we could be ready when war 
broke out in Europe. 


P, S. Has Russia been so smart? 
Or is it the American people who 
are really smart? We don’t go look- 
ing for trouble. But when it comes, 
we're not only intelligent fighters; 
we've got a world of industrial 
genius. 

We retool quickly and our big 
manufacturers, $-marked in car- 
toons all over the world, never 
mind losing a lot of money when 
it will win our war. And now, like 
all bullies the Soviet has tele- 
graphed his punch. We'll be ready 
when the Kremlin asks for it, with 
everything we’ve got—and it will be 
enough to give him the old one- 
two. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire 
story every week throughout the year, 
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Experimental block being readied for torture test on 


Dynamometer—the world’s 


largest unit designed for friction material testing. 
Man in charge of putting more 
mileage into J-M Brake Blocks 


Creating new and better brake 
blocks is a never-ending responsi- 
bility of J-M engineers. Working 
with the very latest in scientific de- 
velopment equipment, these men are 
blazing new trails in improved fric- 
tion material performance. 

Over the years, Johns-Manville 
has offered a wide choice of thor- 
oughly proved, high-quality, high- 
performance brake linings, brake 
blocks and clutch facings. This su- 
periority stems from engineering and 
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production techniques that assure 
uniformly highest quality. These 
techniques also provide volume pro- 
duction, rapid delivery and lowest 
unit cost. 

Chances are a J-M material in- 
corporating all the properties you 
need for your friction applications is 
already available. If not, let us help 
you find the solution. The Johns- 


uy 





Manville engineering staff,a superbly 
equipped development laboratory, 
and skill gained through 99 years 
of manufacturing experience, are at 
your service. 

Your Johns-Manville Representa- 
tive will gladly tell you more about 
this service, or write to Johns-Man- 
ville, Box 14, New York 16, N. Y. In 
Canada, Port Credit, Ontario. 


Johns-Manville 


Woven 
Transmission 
Band Linings 
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No other car looks like the EDSEL 


No other car performs like the EDSEL 


 e\ ae 


NOW AT YOUR EDSEL DEALER 


The EDSEL-4 series 18 models 


ING INCORPORATED 


60 EAST 42ND STREET, NEW YORK 17, NEW YORK. - ATLANTA - BOSTON - CHICAGO ° 
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Advertising 
puts EDSEL 
‘on the road 


| | Eldon iD Fox advertising. A substantial schedule 
4 . Advertising Manager, Edsel Division of Outdoor advertising was pur- 
Ford Motor Company, says: chased to introduce the Edsel. And 


“One of the fastest ways to put thou- by rotating copy and locations each 
sands of new Edsel cars on the month, a wide selection of the 18 
streets and highways in dominant body models of this remarkable new 
size and color was through Outdoor § automobile was displayed.” 





84% of all people living in households intending to 
| purchase an automobile are poster readers* 


J NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 





ez DALLAS + DETROIT - HOUSTON - LOS ANGELES - PHILADELPHIA - ST. LOUIS - SAN FRANCISCO - SEATTLE 


*Urban Market Readers — Starch Continuing Study of Outdoor Advertising 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"56 °5S7 
Jan. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion declined $27 last week to 
$768, according to Automotive 
News’ index. 

It was the most extensive 
weekly decline since the index of 
Oct. 14, when the loss amounted 
to $35. 

Only the oldest models escaped 
the downward trend last week, 
with ‘Sis going up $10 and ’50s 
advancing $5. 

Losses amounted to $91 on ’56s, 
$58 on ’55s, $33 on ’54s, $31 on ’57s, 
$13 on ’53s and $1 on 52s. 

New lows were established for 
all models except ‘52s, "5is and 
"50s. 

At a group of representative 
auctions last week, the average 
consignment was 167.5 units, com- 
pared with 190.9 a week earlier. 
The sales ratio was up to 65.0 





JOHNSON AUTO 


AUCTIONS 


Lewrenceburg, Tena.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 











COLORADO 
COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH DENVER 
DEALERS ONLY 
Sale Every Mondacy—11:00 am. 

Francis &. 

Phone Denver: SUnset 1-7821 
Wire Colorade Auto FAX 
Denver, Colo. 

Auctioneers: 

Cetenels Johnny Wood and Dean Devis 
All cars paid for by our own check through 
The Bank of Denver 





» MID-WEST AUTO AUCTION 


1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswell-Nace-Dudley 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at 11 A.M. 
Phone Sherman 4-3263 





ee D 
DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4575 So. Sante Fe : Littleton, Colo. 
Ph: SU 1-6673 — Edgar Smith 
Auction Every Friday at 12:00 Noon 
We Issue Auction Checks and Guarantee Titles 


Crossroads 


+ «+ where they meet... buyers 
and sellers . . . new and used car 


deolers. They meet at the decler auc- 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 





"56 57 "56 57 "6 °57 "66 


"57 "56 °S7 "56 


Feb. March Apr. May June duly 


Prices of "56s added and '48s dropped in November, 1955. Prices of 57s added and '49s dropped in November, 1956. 
Figures alongside bars represent dollars. 


percent from the 62.4 percent re- 
corded the previous week. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
= & * 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 

Friday. Prices are for sale of Nov. 1.) 

(Plenty of clean cars and lots of deal- 
ers wanting them.) 

BUICK — '57 Century coupe, $1,900°. ‘56 
Century Hardtop, $1,820°. ‘55 Super 
coupe, $1,250°. 

CHEVROLET—’57 Bel Air Hardtop, $1,- 
970°; Two-ten 4-dr., $1,800°, $1,650°, "56 
Bel Air Hardtop, $1,325. ‘55 Bel Air 
Hardtop, $1,180*; Two-ten 2-dr., $1,700*; 
One-fifty 2-dr., $500. "54 Bel Air Hard- 
top, $640°; One-fifty 2-dr.. $385. ‘53 
Two-ten 4-dr., $580; 2-dr., $440; One- 
fifty 4-dr., $400. °52 2-dr.. $400, $350. 
‘51 2-dr., $200. '50 2-dr., $300, 40 4-dr., 


$350. . 
CHRYSLER—'56 NY Hardtop, $1,345*. '54 
NY Hardtop, $650° (ps). "52 sedan, $315. 
DeSOTO—'55 Firedome coupe, $1,050*. 
DODGE— 57 Coronet 4-dr., $1,775*. "52 2- 
dr., $150. 
FORD—’57 Country sedan, $1,990°; Coun- 
try Squire, $1,980°; Fairlane (8) 500 


| 2-dr., $1,900°, $1,875*; Custom 4-dr., | BUICK—'57 Special coupe, $2,040°. '56 Su- | 


$1,500; 2-dr., $1,300. "56 Fairlane (8) 


CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Werehouse Pt., Conn. 





MICHIGAN 





Flint Auto Auction, Inc. 


—Why not visit us real soon? 
Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 











CLASSIFIED WANT ADS 
BRING RESULTS 





Victoria, $1,425* (ps); conv., $1,200* 
(ps); Custom sedan, $910. '55 Fairlane 
4-dr., $1,100*; Custom 4-dr., $920; 2-dr., 
$800, $700; Main 4-dr. $550. '54 Crest 
Victoria, $800*; club coupe, $660. 53 
Custom 4-dr., $585; 2-dr., $580, '52 Cus- 
tom 2-dr., $250. '50 4-dr., $250; coupe, 
$200. 

LINCOLN—’54 Capri 2-dr., $1,200*. 

MERCURY — ‘56 Monterey Hardtop, $1,- 
485* (ps). °55 Monterey coupe, $1,160*. 
"54 4-dr., $820°. ‘52 4-dr., $500°. 

OLDSMOBILE—'56 (88) Hardtop, $1,750°; 
(98) 2-dr., $1,610*°. °55 (88) Hardtop, 
$1,267°. "54 (98) Hardtop, $1,095*; (88) 
Super Hardtop, $950*. 

PLYMOUTH—’57 Belvedere Hardtop, $2,- 
100° (ps). "56 Savoy 4-dr., $1,300°. '54 
Belvedere 2-dr., $590. '53 4-dr., $280. 

PONTIAC—’'56 Chieftain Hardtop, $1,400*; 
Catalina, $1,200. ‘53 Chieftain 4-dr., 
$400. '52 2-dr., $300°. 

RAMBLER—’55 station wagon, $925°*. 

STUDEBAKER—’'55 4-dr., $710*. °54 se- 
dan, $425. '53 2-dr., $300; 4-dr., $280. 
"52 2-dr., $125. '51 2-dr., $125. 

MISCELLANEOUS — '57 Chevrolet %-ton 
pickup, $1,325. ‘55 Ford pickup, $570. 
"51 Ford pickup, $180. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of Oct. 
} 31.) 

(Sold 212 cars out of 367 consign- 
| ments.) 


per Riviera coupe, $1,600° (ps). ‘55 Cen- 


MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One = a of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 


ST. LOUIS AUTO 
AUCTION.BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 











Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Checks and tities guaranteed 


Conveniently located Y mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Phone Dunkirk 3-0150 





CHRYSLER — '57 Imperial 2-dr., 





tury Riviera coupe, $1,135*; Super Rivi- 


era coupe, $1,125* (ps), $880*; RM 4-dr., 
$1,100* (ps). °54 Super Riviera coupe, 
$900* (ps), $800*; Special coupe, $675. 
'53 Super Riviera coupe, $650*; Special 
Riviera coupe, $575*, $505, $425, $385. 
"52 RM Riviera 4-dr., $325* (ps). ‘51 
Super Riviera coupe, $300*. 


OADILLAC—’56 (62) coupe de Ville, $2,- 


755° (ps), $2,700* (ps). °55 (62) 4-dr., 
$1,980* (ps), $1,800* (ps). ‘54 (62) 
coupe de Ville, $2,300* (ps), $1,750* 
(ps); (62) conv., $1,590° (ps). "53 (62) 
conv., $715* (ps). "52 (62) 4-dr., $575*, 
$515* (ps). '51 (60) Super 4-dr., $255*. 
"50 (62) 4-dr., $340°*. 


CHEVROLET —’57 Bel Air (8) station 


wagon, $2,125*, $1,925; (8) Sport coupe, 
$1,800° (ps); 4-dr., $1,785*; Two-ten (6) 


2-dr., $1,385. °56 Bel Air (8) Sport 
coupe, $1,645° (ps), $1,400; 4-dr., $1,- 


415°, $1,240; Two-ten (6) 4-dr., $1,320; 


(8) 2-dr., $1,170; One-fifty (6) station 


“wagon, $1,175. '54 Bel Air 4-dr., $475. 


"53 Bel Air 2-dr., $540; 4-dr., $520. "52 
Bel Air Sport coupe, $300°; Styleline 
sedan, $250. °51 Bel Air Sport coupe, 


$310°; Styleline sedan, $205°. 
(ps), $3,120° (ps); Windsor Hardtop, 


$2,300* (ps). '55 Windsor conv., $1,000° 


(ps). °54 Imperial 4-dr., $755*. °53 Wind- 


sor 4-dr., $375*, $350. ‘52 NY 4-dr., 


$250°. 


DeSOTO—'55 Fireflite Sport coupe, $1,350* 


(ps). "53 Firedome 4-dr., $385*, $250°. 


DODGE—'56 Royal (8) Lancer 2-dr., $1,- | 


280°. °55 Coronet (8) Lancer sedan, 


$995*; Royal (8) 4-dr.. $990°; Lancer, 


NEW YORK 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You ore 100% safe because all titles 
and checks ore insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 
John W. Becker 








Thruway Auto Auction, Inc. 


Route 18B Buffalo, New York 


EVERY MONDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 


Phone: HObart 4700 Al Clements, Owner 
Flying Dealers — Land at Buffalo Air-Park, 


5 miles south of Buffalo Municipal Airport. 


Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 


pick you up. 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 

Ev Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


LAFAYETTE—Syracuse Auto Auction, 


$3,200° 








Center of Empire State, Insured 


Checks and Titles (Wed.). 





FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 





———— 


$975*. 54 Coronet (8) 2-dr., $305*, * 
Coronet (8) sedan, $490*. °52 Meadow. 
brook (6) 4-dr., $225. 

FOR D — '57 Fairlane (8) 2-dr., $2,039¢ 
(ps), $1,910* (ps); Custom (8) 4-dr, 
$1,765* (ps); (6) 2-dr., $1,365; (8) 
Ranch Wagon, $1,575. 56 Fairlane (8) 
Crown Victoria, $1,415* (ps); 4-dr., $1,. 
200* (ps); 2-dr., $1,160*; Custom (6) 
2-dr., $950; (8) 2-dr., $905. 55 Country 
sedan (8) station wagon, $1,180, $1,150; 
Fairlane Victoria (8) sedan, $1,125: 
conv., $800*. ’54 Crest (8) 4-dr., $645#: 
53 Crest (8) 2-dr. ne $375, $340, 
$245; 4-dr., $350, $325, $220, Main 
(6) 4-dr., $205, '52 trastece (8) 4-dr., 
$325*; Crest (8) 4-dr., $255°*. 

HUDSON—'55 Wasp 4- ‘dr., $680. °54 Hor. 
net 4-dr., $305*. 

LINCOLN—’57 Premiere Hardtop, $3,500* 
(ps), $3,450* (ps); conv., $3,450* (ps), 
56 Premiere coupe, $2,100* (ps). 

MERCURY—’'56 Montclair ‘coupe, $1,265*, 
*55 Monterey coupe, $1,265*, $1,2208; 
Montclair conv., $970* (ps); Custom 2: 
dr., 725. °54 Monterey sedan, $745* 
(ps); coupe, $715*. °53 Monterey coupe, 
$425*. °52 Monterey coupe, *$355; Custom 
2-dr., $275. 

N ASH — '54 Ambassador Country Club, 
710*. °53 Statesman 4-dr., $400*. 

OLDSMOBILE—’57 Super (88) 2-dr., $2,. 
060* (ps), '56 Super (88) Holiday 4-dr,, 
$1,745* (ps); 4-dr., $1,595*; (98) Holj- 
day 2-dr., $1,580* (ps). "54 (98) Holiday 
2-dr., $750° (ps), $725* (ps). '53 Super 
(88) 4-dr., $510*, $350°. °52 (98) Holiday 
2-dr., $450* (ps); 4-dr., $360*° (ps); (88) 
4-dr., $325*, $305*, $225°*. 

PACKARD—’53 Clipper 4-dr., $230* 

PLYMOUTH — ’'57 Suburban (8) station 
wagon, $2,250° (ps); Belvedere (8) coupe, 
$1,775*. '56 Belvedere (8) coupe, $1.095*, 
‘55 Belvedere (8) coupe, $1,000*; Savoy 
(8) 2-dr., $520; Plaza (6) 2-dr., $460, 
‘53 Cranbrook sedan, $425; 2-dr., $235; 
Cambridge 2-dr., $205. 

PONTIAC—’56 Star Chief (8) sedan, §$1,. 
550* (ps). "55 Star Chief (8) sedan, $1,. 
100* (ps); Chieftain 4-dr., $850°. "hs 
Chieftain 4-dr.. $600*. °53 Chieftain 4- 
dr., $395; coupe, $295. ‘52 Chieftain 
sedan, $230*. 

RAMBLER—’56 Cross Country, $1,525*, 
$1,435*, $1,375, $1,350°. ‘55 Cross Coun- 
try, $1,050°. 

MISCELLANEOUS—'55 Chevrolet (6) \- 
ton pickup, $650. °54 Kaiser Manhattan 
sedan, $600. "53 Kaiser Henry J sedan, 
$300. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Oct. 31.) 
(Prices sliding downward as '58 models 
make their appearance, Demand is cood 
if prices are right, Sold 121 cars out of 

143 consignments.) 

BUICK—’55 Super Riviera 2-dr., $1,265. 
"54 Special 2-dr.. $975; Super Riviera, 
$875. ‘53 Super 4-dr., $360; Special 4- 
dr., $340. ‘52 4-dr., $235, $215, $140, 
$135. '49 4-dr., $100. 

CADILLAC—’50 4-dr., $450. 

CHEVROLET —'56 Bel Air (8) 4-dr., $1,- 


(Continued on Page 50, Col, 3) 

















MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 








PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—!0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


| 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 





CANADA 


GRAND OL" AUCTION 
Ltd. 
% mile South of London, Ont. 
on Highway No. 2 


“We are nice to people.” 
EVERY MONDAY—1:30 P. M. (Year Round) 
Licensed Dealers Only 


SERVING SOUTHWESTERN ONTARIO 
Cheque and Lien Insurance 





i 
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An auto dealership depends upon 
one manufacturer and one mar- 
ket for future profits. And, in a 
static or decreasing consumer 
market, the aggressive dealership 
must look elsewhere for increased 
business. 


Today’s higher volume — lower 
profit selling points the way to 
product diversification for greater 
gross dollar margins. 


Consideration of a Mobile Home 
dealership is a natural step. Auto 
and Mobile Home dealerships are 
quite similar, and are easily com- 


bined. Purchasing and sales 
financing are handled basically 
the same with Mobile Homes as 
with automobiles, and many 
times by the same financial in- 
stitutions. Your storage or used 
car lot can be used for display. 
(Your lot already has all of the 
advantages of good traffic loca- 
tion and a well-advertised ad- 
dress.) Your trained salesmen 
can easily do double duty as 
trailer salesmert. You use basi- 
cally the same record keeping 
and management procedures, too. 


It’s a big growing market—a dy- 
namic business. It’s a market 
made up of construotion workers 
and newlyweds, service person- 
nel, retired persons and vacation- 
ists who want to buy comfort 
with mobility. You can sell it to 
them with a Mobile Home fran- 
chise. It’s well worth investigat- 
ing. It can be the answer to the 
profit-squeeze. A letter to Mid- 
west Mobile Homes will get you 
full details. 


MIDWEST 


MOBILE HOMES INC. 


MY. 41 SOUTH © CARLISLE, INDIANA 





BLITZ 
BATTERY CHARGERS 
Are Money Makers For Any Shop 

ri od 

A complete 
line of 
chargers. 

Fast & Siow. 


6 & 12 Volts. 


ies ete 
Jumpers - 


Starting Cables 
Write todey for 


new catalog, 
prices and details. 


BLITZ ELECTRIC CO., Inc. 


5718 Wentworth Ave., Chicage 21, ti. 














Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv- 


ice relations . . . builds 
repeat business . . in- 
creases sales volume. 

Typical sample, complete 





details on request. 


- Stemat ne. 


Division of C. A. Norgren Co. 
” a281 50. CHEROKEE ST., DENVER 23, COLO. 














CLASSIFIED WANT ADS 
BRING RESULTS 
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The following itmported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. 8S, excise tax 
and import duty. They do not include 
‘“‘emergency freight’’ charges, U. S. trans- 

fees, state and local taxes or 
optional equipment, 


ASTON-MARTIN—DB24 Mark III cpe., 

$6,950. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,545; 
A-55 deluxe 4-dr. sed., $2,116. (Heater 
standard. ) 

AUSTIN-HEALEY—conv., $2,919; deluxe 
conv., $3,195. (Heater standard on deluxe.) 

BENTLEY — Series S — Standard Steel 
Saloon, $12,200; conv., $20,383. Continen- 
tal—4-dr. sed. (Mulliner), $20,035, (Series 
8S chassis, $9,160.) 

BMW Isetta 300—$1,048. 
ard.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard; power brakes, power 
steering and automatic clutch standard on 
DS-19.) 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 


FIAT—600 Series—Multipla 4-dr. 


(Heater stand- 


sed., 


$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Series—4-dr. sed., $1,655; 4- 
dr. TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster (hard top op- 
tional), $2,498. (Heater standard on all 
models. ) 


FORD (England)—Angliia Sertes—Anglia 
2-dr. sed., $1,539; Prefect 4-dr. sed., $1,- 
639; Escort 2-dr, stat. wag., $1,629; Squire 
2-dr. stat. wag., $1,739. Mark II Series— 
Consul—4-dr. sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 
Zodiac—4-dr, sed., $2,365; conv., $2.910. 

HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535; 
4-dr. stat. wag. (Minx), $2,299. 

JAGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,695 (automatic transmis- 
sion). 3.4 Liter sed., $4,460 (overdrive), 
$4,560 ‘automatic transmission). XK-150 
cpe., $4,475; conv., $4,595. 


MERCEDES-BENZ—180 4-dr. 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL ecpe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 
220-S conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL epe., $8,905; 300-SL roadster, 
$10,928; 300-SC conv. or roadster, $12,- 
(Power brakes standard on 219 sed.; 


sed., $3,- 


272. 
automatic transmission standard on 300-C 
sed.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 

MG—MGA roadster (disk wheels), $2,- 
376; roadster (wire wheels), $2,459; cpe. 


(disk wheels), $2,670; cpe. 


New Law Fights 
Stolen-Car Racket 
In California 


SA , Calif. The 
State Department of Motor Vehi- 
cles hopes a law that went into ef- 
fect Sept. 11 will end a stolen-car 
sale racket. 

The law provides that insurance 
companies surrender to the state 
the registration certificates on 
vehicles sold for salvage as total 
losses. In the past, the insurance 
firms gave the certificates to the 
wrecker. 

Some of the “pink slips” found 
their way into the hands of thieves, 
who stole cars of identical makes 
and transferred the license plates 
and serial numbers. Usually the 
cars were driven out of the state 
and sold. 

A department spokesman said 
there have been 13,572 unrecovered 
stolen cars since 1953. 


(wire wheels), 








Harris Promoted 


By Chrysler 


DETROIT.— Maurice J. Harris 
has been appointed dealer planning 
and placement manager for 
Chrysler Corp.’s automotive group 
marketing organ- 
ization. He will 
direct planning 
and developing of 
programs for se- 
lection of new 
dealers. 

Harris joined 
Chrysler as a pro- 
duction super- 
visior in 1943. In 
1946 he was 
named Chrysler 
division district 
sales manager in Cincinnati. From 
1949 to 1951 he was Chrysler di- 
vision regional sales manager in 
Pittsburgh. From 1951 to 1956 he 
served in various sales capacities in 
Detroit. Last November, he was 
named dealer planning and place- 
ment manager for the Central area. 


M, J. Harris 


Port-of-Entry Prices 
On Imported Cars 





$2,759. Magnette — 4-dr. sed., $2,650. 
(Heater standard on Magnette.) 


MORRIS—4-dr. sed., $1,735; 4-dr, deluxe 
sed., $1,800; 2-dr. sed. $1,648; 2-dr. de- 
luxe sed., $1,704; Tourer sed., $1,629; 
Tourer deluxe sed., $1,688; stat. wag. $1,- 
854; deluxe stat.’ wag., $1,909. (Heater 
standard on deluxe models. ) 

OPEL — Rekord — 2-dr. sed., $1,957.50 
(Heater standard.) 


RENAULT —4CV 4-dr. sed., $1,345; 





Ford’s Atlanta Plant Ups 


Vehicle Output Over ’56 

ATLANTA. — Ford division’s as- 
sembly plant here produced 15,047 
more cars and trucks during the 
first nine months of 1957 than in 
the same period last year, accord- 
ing to Henry C. Dorsey, plant man- 
ager. 

Output through September this 
year was 68,876 units, compared 
with 53,829 during the same period 
of 1956. 





Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 


ROVER—90 4-dr. sed., $3,295; 1058 4- 
dr, sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr, sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 


ROLLS ROYCE—Silver Cloud—Standard 
Steel Saloon, $12,500; conv., $20,657, Sil- 
ver Wraith—Touring limousine (Mulliner), 
$20,858. (Silver Cloud chassis, $9,480; Sil- 
ver Wraith chassis, $9,976.) 


ee sed., $1,895. (Heater stand- 
ard.) 


SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; Oceane conv., $2,888. 


Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr, sed., $2,199, (Heater 
standard on Grand Large, Plein Ciel and 
Oceane. ) 


SUNBEAM—Rapier 2-dr. sed., 
(Heater and overdrive standard.) 


TEMPO — Matador — 12-passenger stat. 
wag., $2,575. (Heater standard.) 

TRIUMPH TR-3—softtop, $2,625; hard- 
top, $2,790. 

VAUXHALL — Victor — 2-dr, sed., $1, 
957.50. (Heater standard.) 

VOLKSWAGEN — 2-dr. sed,, $1,545; 2- 
dr. sunroof, $1,625; conv., $2,045; Kar- 
mann-Ghia sport cpe., $2,445; Combi stat. 
wag. (8-passenger), $2,020; deluxe stat. 
wag., $2,120; deluxe camper, §$2,737. 
(Heater standard on all models.) 

VOLVO — 2-dr. sed., $2,170; 2-dr. stat. 
wag., $2,345. (Heater standard on both 
models.) 


$2,499. 
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Disneyland Omnibus— 


An unseen performer at Disneyland 
famed amusement park at Anaheim, Calif., 
is the International model S-162 drop- 
frame chassis on which is mounted a 
replica of a 1910 model omnibus, Except 
for the modern chassis, powered by an 
International Black Diamond 264 engine, 
the omnibus is a faithful reproduction of 
the type of sight-seeing vehicle in com- 
mon use shortly after the turn of the 
century. 





It’s the “ Jiffy”” Hook 
that does the trick! 


Amazing—but she does it! 


So did thou- 


sands of others last winter in the areas 


where Campbell “Jiffy” Chains were introduced. You—and your 
customers—can put on these new “Jiffy” Chains just as fast. 


With “Jiffy” Chains there’s no need to jack the car—no need to 
move it. And there’s no hard-to-fasten inside lock. No dirty work, 
either—free plastic sleeve guards come with every pair. 


So stock up now—demonstrate and sell these revolutionary “Jiffy” 
Chains before the snows fly. Call your Campbell distributor, 
write direct. 










CAMPBELL LUG-REINFORCED STANDARD CHAINS 


Patented Lug-Reinforced construction digs in for better trac- 
tion—greater protection against skids and side slips—longer 


wear. Free applier included 
with every pair. 


Water-resistant, 
colorful box 
stores chains easily 
—keeps them neat 
and clean. Makes 
attractive display. 
















CAMPBELL preg ei 


Factories and OF 


CAMPBELL 
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1958 MODELS 


iCK—Special—4-dr. sed., $2,700; 2-dr. 
$2,636; aes $2 
, $2, 


831. 
hardtop, $3,64 
—4-ar. x, hardtop $4,667; 2-dr. hardtop, $4,- 
557; -dr, hardtop, 
$5,112; ae ae: hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard ‘on Cen- 
tury and Super; Flight-piteh’ 
standard on Roadmaster 75 and Limited. 
Powering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CHEVROLET — (Prices are for six- 
cylinder models. For V-8s, add tg ) Del- 
Tay—4-dr. sed., $2, yo 2-dr. $2,101; 
2-dr, util. sed., $2,013, tates = se -dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat 


Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 


(V-8 std.), $3,631. 


CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr, 3-seat stat. wag., $3,803. Saratoga— 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 

standard on Saratoga, New Yorker and 
D. Power brakes standard on 300-D.) 


CONTINENTAL—4-dr. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr: hardtop, $5,825; 
conv., $6,283. (Turbe-Drive, power steer- 
ing, power brakes standard on all models.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
. $2,889.50; conv., $3,218.50; 4-dr. 2- 
stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Firefilte — 4-dr. 
sed.. $3,582.50: 4-dr. hardtop on tat; 2-dr. 
hardtop, $3,675; conv., $3,972; 2-seat 
stat. wag., $4,030; 4-dr. 3-seat aa, wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFilte standard on 
Firefiite and Adventurer. Power brakes 
standard on Adventurer.) 


DODGE — Coronet Six —4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75. Coronet V-8— 


75 | Bermuda—4-dr. 
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4-dr, 
4-dr, hardtop, 


sed., $2,637; 2-dr, sed., $2,556.25; 

$2,764; 2-dr. hardtop, §2,- 
$2,941.50. Royal—4-dr. sed., 
$2,797; 4-dr. hardtop, $2,915.25; 2-dr. 
hardtop, $2,854. Custom 4-dr, sed., 
$3,030; 4-dr, hardtop, $3,142; 2-dr, hard- 
top, $3,071; conv., $3,298. Station Wagon 
—2-dr, 2-seat Suburban, $2,970.25; 4-dr. 
2-seat Sierra, $3,034.75; 4-dr. 2-seat Sierra, 
$3,176.25; 4-dr. 2-seat Custom Sierra, $3,- 
ean 4-dr, 3-seat Custom Sierra, $3,- 


679; conv., 


EDSEL—Ranger—4-dr. sed., $2,592; 2- 
dr, sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2, 593, Pacer—4-dr. 


. | $2,735; 4-dr, hardtop, $2,863; 2-dr. hard- 


top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; "2-dr. hardtop, $3,346. 
-dr, hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
Roundup—2-dr. 2-seat, $2,876. Villager— 
2-seat, $2,933; 4-dr. 3-seat, $2,990. 
2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


IMPERIAL — Imperial —4-dr, sed., $4,- 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeReron—4-dr, sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr, hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 


OLDSMOBILE — Series 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., $3,- 
221; 4-dr, 2-seat stat. wag., $3,284; 4-dr. 
2-seat hardtop stat. wag., $3,395. Super 88 
—4-dr, sed., $3,112; 4-dr. hardtop, $3,339; 
2-dr, hardtop, $3,262; conv., $3,529; 4-dr. 
2-seat hardtop stat. wag., $3,623. Series 98 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


PLYMOUTH — (Prices are for six-cylinder 
models. For V-8s, add $107.) Piaza—4-dr. 
sed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
dr. sed., $2,254.25; 4-dr. hardtop, §2,- 
399.50; 2-dr. hardtop, $2,328.50. Belvedere 


S-P Dealer Ad Group 


Elects Afton President 

BEVERLY HILLS, Calif—Frank 
H. Afton, president of Frank H. 
Afton, Inc., was elected president 
of the Los Angeles Zone Stude- 
baker-Packard Dealer Advertising 
Assn. 

Other officers are Leo Schact- 
mayer, of Simonson-Schactmayer, 
Inc., Santa Monica, vice-president, 
and Bob James, Jamestown, Long 
Beach, secretary-treasurer. 


4-dr, 


88 — 4-dr. sed., 


—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 
456.50; conv. (V-8 std.), $2,762. Fury 

2-dr. hardtop (V-8 std.), $3,066.50, Sta- 
tion Wagons (Suburbans)—2-dr. 2-seat De- 
luxe, $2,431.50; 2-dr. 2-seat Custom, §$2,- 


is | 553.25; 4-dr, 2-seat Custom, $2,607; 4-dr. 


3-seat Custom, $2,747; 4-dr. 2-seat Sport, 
$2,759.75; 4-dr. 3-seat Sport, $2,899.75. 


PONTIAC—Chieftain—4-dr. sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat. 
wag., $3,088. Super Chief—4-dr, sed., $2,- 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; 4- 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat. wag., $3,350. Bonneville 
—2-dr. hardtop, $3,481; conv., $3,586. 

RAMBLER—Deluxe Six—4-dr. sed., $2,- 
047. Super Six—4-dr. sed., $2,212; 4-dr. 
hardtop, $2,287; 4-dr. 2-seat stat. wag., $2,- 
506. Custom Six—4-dr. sed., $2,327; 4-dr. 
2-seat stat. wag. $2,621. Rebel V-8—Super 
—4-dr, sed., $2,342; 4-dr. 2-seat stat. wag., 
$2,636. Custom—4-dr. sed., $2,457; 4-dr. 


hardtop, $2,532; 4-dr, 2-seat stat. wag., 
$2,751. Ambassador — Super — 4-dr. sed., 
$2,587; 4-dr, 2-seat stat. wag., $2,881. Ous- 
tom—4-dr. sed., $2,732; 4-dr, ‘hardtop, $2,- 
822; 4-dr, 2-seat stat. wag., $3,026; 4-dr. 
2-seat hardtop stat. wag., $3,116, 


STUDEBAKER—Scotsman 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr, 2-seat stat, 
wag., $2,055. C 6—4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2,378; 4-dr. 2-seat Provincial 
stat. wag., $2,644. President V-8—Classic 
4-dr. sed., $2,639. Hawks—Silver Hawk 6 
cpe., $2,219; Silver Hawk V-8 cpe., $2,352; 
Golden Hawk V-8 2-dr. hardtop, $3,282. 
(Overdrive standard on Golden Hawk. 
Heater standard on Scotsman.) 
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CADILLAO — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr, hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr,. hard- 
$7,285.96; Eldorado Biarritz conv., 
$7,285.96; Bidorado Brougham 4-dr. hard- 
top, $13,074. Sixty Special—4-dr, hardtop, 
$5,614.32, Series 75—8-pass, sed., $7,439.88; 
Imperial limousine, §7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 


FORD—(Prices are for 6-cyl. 
For V-8s, add ye ) Custom—4 
$2,041.88; 2-dr. 


models. 
-dr. = 
61,900.60; bus, 2-dr. 


. 300 — 4-dr. sed 
56; 2-dr, 


4-dr, sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; oe hardtop, §2,. 
292.80. Fairlame 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr, hardto — $2,. 
403. 3 2-dr, hardtop, $2,339.12; » 
505.32; retractable hardtop cpe. v8. only), 
o2p42.08. Station Wagons — 2-dr. 2-seat 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Dej 
Rio Ranch Wagon, $2,397. 32; 4-dr, 2-seat 
Country sedan, $2,451.32; 4-dr. 3-seat Coun. 


try sedan al 4-dr, 3-seat Countey 
Squire, $2,683.64, Thunderbird — hardtop 
cpe. (V-8 only), $3,408.12, 


MERCURY — Monterey — 4-dr. sea., $2,. 
644.80; 2-dr. sed., $2,575.80; 4-dr, hardtop, 
$2,762. ‘80; 2-dr. hardtop, | $2, 692.80; conv., 
$3,004.80. Montelair—4-dr. sed., $3,137.80: 
4-dr, hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike Cruiser— 
4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,. 
757.80; Pace Car conv., $4,102.80. Station 
2-seat, §2,. 
4-dr, 3% 
seat $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr, 3-seat $3,569.80. Colony 
Park — 4-dr. 3-seat, $3,676.80. (Mere. 
O0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 


PACKARD CLIPPER—4-dr. sed., $3,212; 


4-dr. 2-seat stat. wag., $3,384. (Flighto- 
matic standard.) 





New Commercial Car Registrations, 
All States for September, 1957-1956 


Truck registrations by states 


are released here weekly, as 


Brock- 


compiled by R. L Polk repre- way 


sentatives in state capitals. 


Chev. 
rolet 


Dia- 


— Dodge Mack 


Stude- 


Reo | baker | White | Willys | Misc. 
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Arkansas 7 | | 446 y 50 si 87 148 | | iT 2| 6 7| i 
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56 2309 28 470} _ 2263 645 4% ‘| a 62 42 196| 237) 6801 

lowa ‘S7 428 iT 59 450 6! 240; «13 ty 3 13 it} 28; «138 
"56 rd 9 52 301 | 66 196} | | & 6! 9 108 

Louisiana "57 953 4 73 7 166) 19) 6 10 12 24; 2083 
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To Date "56 711} 229592) 3048 204324| 64174) 83418) 10023) 2261| 7189) 11818) 8544) 685662 





“The information contained in an report has been compiled from official state documents. 


ay J insure accuracy of th 





Every reasonable precaution has been 


is report to the extent of the registrations received and tabulated at the time the report is published. 


. R. L. k & Co. cannot assume any liability by reason of inaccuracies or omissions’'—R. 


L. Polk & Co. 


New Passenger Car ee All States for September, 1957-1956 
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In Philadelphia, buying begins at home 
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7 The Bulletin goes home...delivers more copies to more families 


3 every seven days in Greater Philadelphia than any other newspaper 


10718 
wai 

‘mi To buy cars and keep them running, the motor-minded The Bulletin exerts a powerful influence on the buying 
Ss families of the 14-county Greater Philadelphia market spend habits of its readers. Philadelphians like The Bulletin. They 
1 $1,252,573,000 every year. Start your sale in the home through buy it, read it, trust it and respond to the advertising in it. The 
15727 the advertising columns of Philadelphia’s home newspaper—The _ Bulletin is Philadelphia’s home newspaper. 

2017 Evening and Sunday Bulletin. And in this newspaper you can Advertising Offices: Philadelphia * New York * Chicago. 

35713 give your sales message the exciting appearance made possible by _ Representatives: Sawyer Ferguson Walker Co., Detroit * Atlanta * Los Angeles 


R.O.P. spot and full COLOR—seven days a week! San Francisco * Seattle. Florida Resorts: The Leonard Company, Miami Beach. 


In Philadelphia nearly everybody reads The Bulletin 









Grandpa Bought There 


AUTOMOTIVE NEWS, NOVEMBER 11, 1957 


‘You Can Build a Lot of Loyalty in 40 Years,’ 
Says Schildkraut U. C. Chief * 


NEW YORK—“A lot of our 
customers first heard of us when 
they were in rompers, and today 
we're selling the grandchildren of 
many of our old customers,” com- 
mented J, Dreyfus, used-car man- 


ager, Leo Schildkraut Ford, Ja- 
mai Long Island. 
ter all,” he added, “I’ve been 


here more than 40 years, and my 
two used-car salesmen have been 
here 30 to 35 years each. You 
develop a lot of customer loyalty 
in that time. 

“They have always received a 
good deal here and we aim to keep 
it that way. They have grown to 
depend upon us for good transpor- 
tation, and that can often turn the 
trick when one of our older cus- 
tomers has been doing some shop- 
ping before looking over our used- 
car selection.” 

Dreyfus feels that a reputation, 
built up in a community from the 
days when it was a small town with 
one main street, has been one of 
the mainstays of the business. 

“Time was when I could walk 
down the main street of this town 
and greet everybody by his first 
name,” he said. “Times have 
changed, but we've tried to main- 
tain the same friendly feeling to- 
ward people, even though this place 
has grown into part of the big 
city.” 

People think so much of the 
Schildkraut reputation, according 
to Dreyfus, that many old resi- 
dents of Jamaica, who have 
moved out to the newer suburbs 
of Nassau and Suffolk counties, 
still come back to the old dealer- 
ship in the old town to buy their 

new and used cars. 


“Sometimes they shop around a 
little bit,” he said, “but, particularly 
in the case of a used car, we find 
that they return because they know 
we'll give them the best of the lot 
we can find. They have great con- 
fidence in us.” 

Dreyfus feels that sooner or 
later every dealer will be forced to 
return to the used-car market in 
order to operate efficiently and 
profitably in the new. 

Schildkraut has operated success- 
fully in the used-car market for 
more than 40 years, and recently 
has placed even greater vigor and 
promotion behind the department. 
“T’ve even got a couple of men on 
the road scouting up good used cars 
for me, to balance out our stock,” 
Dreyfus declared. 

For awhile, Dreyfus said, he 
found higher-priced used cars 
rather sticky. In spite of the fact 
that the dealership would offer a 
100-percent, 90-day guarantee on 
each vehicle in that class, the going 
was rough. 

“But we use the National 
Bonded Cars, Inc. plan on every 
car we can now. The public seems 
to take to an outside agency put- 
ting the stamp of approval on 
these cars. And they like the 
year’s warranty and the fact that 
they can get their car repaired 
anywhere in the country.” 

He concluded: “It’s a good sales 
tool for our salesmen—one that’s 
helped close a lot of deals in the 
past two months, especially in the 
high-priced items. And, frankly, it’s 
in keeping with the reputation and 
confidence we enjoy with the 
public.” 


Coming—December 2 


Order Your Extra Copies Today 


Automotive News 
AUTO SHOW ISSUE 


FOR 1958 


@ Photographs Of All 1958 Automobiles 
@ Specifications On All U. S. Cars 
@ Complete Truck Section 
@ Comparative Price Chart 


@ Latest Engineering Developments 
@ Market Trends 


EXTRA COPIES AVAILABLE ON 
ADVANCE ORDER ONLY, EACH 


ALL IN FULL COLOR 
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Please Send Check With Your Order 
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Used-Car Auction Prices 





(Continued from Page 46) 


395; 2-dr., $1,340; Two-ten (8) 4-dr., 
$1,150. ’°55 Two-ten (6) station wagon, 
$1,010; 4-dr., $705. °54 Bel Air 4-dr., 
$775; Two-ten 4-dr., $725; 2-dr., $575; 
One-fifty 2-dr., $495, $400. °53 One-fifty 
2-dr., $460; Two-ten 2-dr., $390, $280; 
conv., $455. °52 4-dr., $305 $200, $180. 
51 4-dr., $200, $175, $155, '49° 2-dr., 
$140. 

CHRYSLER—’53 Windsor 4-dr., $575, $375, 
$240; NY 4-dr., $310. 

DeSOTO—’55 Firedome 4-dr., $1,325. °53 
Firedome 4-dr., $450. 

DODGE—’55 Coronet (6) 2-dr., $750. °53 


Coronet 4-dr., $350, $280; station wagon, 
$415. '51 club coupe, $120. 

FORD — '57 Fairlane (8) station wagon, 
$1,710; 4-dr., $1,430. ‘56 Custom (8) 
station wagon, $1,550; 2-dr., $1,010, $935. 
’55 Fairlane (8) 4-dr., $880; Victoria, 
$855; Custom (8) 2-dr.7 $865, $750, $720; 
Ranch Wagon, $980. ‘54 conv., $775; 
Custom (8) 4-dr., $500. '53 Custom (8) 
4-dr., $560; 2-dr., $450, $380; Main 2-dr., 
$350, $260, $230, °51 4-dr., $135; 2-dr., 
$160, $150, $130; Hardtop, $135. 

MERCURY — ’52 4-dr., $200. °50 2-dr., 





$100. °49 4-dr., $105. 
NASH—’53 Statesman 4-dr., $425, $310. 
OLDSMOBILE—’55 (98) Holiday, $1,360. 
’54 (98) coupe, $870; 4-dr., $800, ‘51 
4-dr., $275, $110; 2-dr., $225. 
PACKARD — ‘55 Patrician 4-dr., $1,000, 
$810. '54 Clipper 4-dr., $890. 


PLYMOUTH — '56 Plaza (6) 4-dr., $860; 
2-dr., $780; station wagon, $850, "55 
Savoy 4-dr., $840; 2-dr., $700; Belvedere 
(8) station wagon, $1,065. 54 Belvedere 

$610. '53 Cran-| 

$370, $320. "52 | 
2-dr., $155. 


STUDEBAKER—’'53 Champion 4-dr., $190. 

WILLYS—'53 4-dr., $225. ‘51 station wag- 
on, $125. 

MISCELLANEOUS — ‘57 Fiat, $1,200. ‘50 
Chevrolet %-ton pickup, $200. '49 Stude- 
baker dump truck, $300. 


FARGO, N. D. 


(Tri-State Auction. Sale every Thursday. 
Prices are for sale of Oct. 31.) 
(Sold 44 cars out of 110 consign- 


nts.) 

CHEVROLET—'56 Bel Air (8) station 
wagon, $1,420°; Two-ten (8) 4-dr., 
$1,260°; 2-dr., $1,150; One-fifty 2-dr., 
$940. ‘55 Special (8) 2-dr., $675. ‘54 
One-fifty 4-dr., $420. '52 Styleline 4-dr., 
$240. 

DeSOTO— 54 4-dr., $445°. 

DODGE—’'53 4-dr., $275*. ‘51 4-dr., $130*. 

FORD—'57 Custom ‘'300" (8) 4-dr., $1,- 
730°, $1,710°; 2-dr., $1,605, $1,560. ‘56 
Ranch Wagon (8) station wagon, $1,250; 
Custom (8) 2-dr., $1,160°. °55 Country 
sedan station wagon, $980; Custom 4- 
dr., $980, $840; 2-dr., $880. "54 Custom 


$700; Savoy 4-dr., 
$400; 4-dr., 


4-dr., 
brook 2-dr., 





4-dr.. $740°; club coupe, $590°; 2-dr., 
$505. °53 Country sedan station wagon, 
$490. "51 Custom 4-dr., $230, $210. 

LINCOLN—’57 Capri sedan, §2,280°. °52 
Hardtop, $125. 

MERCURY—’'54 Monterey 4-dr., $780°. '52 
Deluxe 4-dr., $210. 

OLDSMOBILE — ‘56 (98) Holiday sedan, 
$1,690° (ps). "54 Super (88) 4-dr., $945°. 


$700; 
$365 ; 


PLYMOUTH — '55 Savoy (6) 4-dr., 
(8), $735. 
Cranbrook 4-dr.. 


"53 Cambridge 4-dr., 
$330. 


FLINT, MICH. 


(Flint Auto Auction, Sale every Wednes- | 
day. Prices are for sale of Oct. 30.) 
(Even though it rained steady all day. 





and down. Mostly on the down side and 
cars not too sharp. Sold 102 cars out of 
170 consignments.) 

BUICK—’56 Super Hardtop, $1,630° (ps); 
Special Riviera, $1,580°. ‘55 Century 
Hardtop, $1,360*; Riviera, $1,270°; RM 
Riviera, $1,165° (ps); Special 4-dr., 
$995. '54 Century Riviera, $715, $620. "53 


Super Riviera, $575*, $525°. ‘51 Special 
2-dr., $100. 
CADILLAC—'S4 (62) 4-dr., $1,645° (ps). 


CHEVROLET—'57 Bel Air (8) sport coupe, 
$1,870*. 56 Bel Air (8) 4-dr., $1,405°, | 
$1,400°; conv., $1,325*; Two-ten (8) 
station wagon, $1,165*, $900; 4-dr., $1,- 
100°, $725, $655°; 2-dr., $900, ‘$725, 
$565*. ‘54 Bel Air sport coupe, $850*; 
4-dr., $740; Two-ten 4-dr., $425. "53 Bel 
Air sport coupe, 2 at $600°; 4-dr., $475, 

$535; 2-dr., '$410*, 
club coupe, $175°*. 

4-dr., $190°. ‘52 


$465; Two-ten 4-dr., 
$235. '51 4-dr., $250°; 
DODGE—'53 Coronet 
Coronet 4-dr., $235. 
FORD—'57 Fairlane (8) 500 Hardtop, $1, . 
940°, $1,865°; station wagon, $1,925. '56 
Fairiane (8) Victoria, $1,400*; Main (8) 
2-dr., $1,040. "55 Fairlane (8) Victoria. 
$1,155*, $1,035*; conv., $845; 2-dr., 
$640°; Custom 2-dr., $790, $590; 4-dr., 
$670. '54 Crest 4-dr., $725° (ps); Custom 
4-dr., $640°, $515*, $415; 2-dr., $500°; 
conv., $425. '53 4- dr., $515; 2-dr., ” $450. 
MERCURY—’' 54 Monterey 4-dr., $820°, "52 
Custom 2-dr., $275. ‘51 Custom ‘club 
coupe, $150. 
NASH—’'53 Statesman 4-dr., $335°*. 
OLDSMOBILE—'56 (98) club coupe, $1,- 
700° (ps); (88) 2-dr., $1,275*. '55 (98) 
club coupe, $1,500* (ps); (88) Holiday, 
$1,400° (ps). "54 (98) club coupe, $985* 
(ps). °53 (88) 4-dr., $300°; 2-dr., $265°. 
PACKARD—’53 Clipper 4-dr., $390*. 
PLYMOUTH—'57 Belvedere (8) Hardtop, 
$1,840° (ps); Savoy (8) 4-dr., $1,760°*. 
"56 Fury club coupe, $1,435; Belvedere 
(8) $1,205*; Plaza (6) station 
wagon, $1,200*. ‘55 Belvedere (8) 4-dr., 
$730°. °53 Savoy station wagon, $450. 
PONTIAC—’55 Star Chief Catalina, $1,- 
150° (ps). ’54 Star Chief Catalina, $925°*; 
Chieftain 2-dr., $765, $525. '53 Chieftain 
4-dr., $310°; 2-ar. $200, "51 conv., $275*. 
RAMBLER—’52 station wagon, $310. "51 
station wagon, $150. 
MISCELLANEOUS—’57 Volkswagen 2-dr., 
$1,405. °55 Dodge %-ton pickup, $550. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed 

nesday. Prices are for sale of Oct. 30.) 
(Excellent demand boosted sales per- 
very high. Sold 138 cars out of 


154 consignments.) 

BUICK— 54 Special 2-dr., $725. '53 Special 
2-dr., $645. '52 4-dr., $350*, $330° (ps). 
’51 2-dr., $180, $100. 

CADILLAC—’54 (62) 4-dr., $1,440° (ps). 
’49 4-dr., $115*, '39 4-dr., $135. 

VROLET— "57 Bel Air (8) 2-dr., $1,- 

875*, $1,860*, Two-ten (6) sta- 





conv., 


$1,705*; 


| local government to stop diverting 


Study of Stockpiles 


A 


| would be precious in case of war. 


tion wagon, $1400; 
Two-ten (6) 4-dr., $1,100; 2-dr., $950; 
Bel Air 4-dr., $975. ’55 Bel Air 4-dr., 
$1,080; 2-dr., $1,130, $995*; Two-ten (8) 
4-dr., $1,005; Two-ten (6) station wagon, 
$995; 2-dr., $965, $750; One-fifty (6) 
2-dr., $700. '54 Bel Air 2-dr., $825, $640; 
Two-ten 2-dr., $655. ’53 Bel Air 2-dr., 
$700*, $685*, $650*, $565, $550, $505; 
4-dr., $565, $495, $440; Two-ten (8) 
4-dr.,, $555; 2-dr., $365; Two-ten (6) 
2-dr., $455*; 4-dr., $380. ’°52 4-dr., $380*; 


2-dr., $1,700*, °56 


— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc, Sale 
every Thursday (Oct. 31). Consignment 
large, market slightly lower on late-model 
cars due to new models coming out, Mar- 
ket steady on older cars. 

* * * 
WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (Oct. 31). In spite of the rain all day, 
we had a very good sale with a high per- 
centage of cars =e -_ 

* 

MANHEIM, ‘PA_BEL AIR, MD. 

Manheim and Bel Air Auto Auction. Sale 
every Thirsday and Friday (Oct. 31 and 
Nov. 1). This week’s Manheim sale had a 
number of new 1958 cars. The Bel Air sale 
was one of our best. Sold 68 percent of the 
consignment. 


— 


2-dr., $300*. ’°51 2-dr., $370*, $130, $110* 


$100; 4-dr., $100. ’50 2-dr., $205. $179; 
’49 2-dr., $265, $170, $165. 

DeSOTO—'53 4- dr., $530. 

DODGE—’51 4-dr., $130. 

FORD—’57 Fairlane (8) 500 2-dr., $1,790, 
$1,750. °56 Fairlane (8) Victoria, £1,375; 
4-dr., $1,200*%; Custom (8) 2-dr., $i, 055, 
$1,005, $1,000. ’56 Fairlane (8) st ation 
wagon, $1,610* (ps); 4-dr, $1,335*, $1,. 
225*, $1,130; Custom (6) 4-dr. $805, 
’55 Fairlane (8) Victoria, $1,400*; station 
wagon, $1,105; 4-dr., $875; Custorn (8) 
2-dr., $800, $770; 4-dr., $715. °54 Custom 
(8) 2-dr., $792, $780, $700, $685. $670, 
$600, $500; 4-dr., $685, $520, $405. ‘53 


Custom Victoria, $750; 4-dr., $675, $610, 


$530; 2-dr. $675, $605, $580; Crest 4-dr,, 
$630, $325: Main 4-dr., $350. ’52 2-dr., 
2 at $385, $415, $190. °51 2-dr., $335, 
$305, 2 at $285, $225, $205, 2 at’ $190*, 
$185; 4-dr., $335. ’50 4-dr. $240; 2-dr., 
$170, $160. °49 4-dr., $200, °40 2-dr., 
$165. 

OLDSMOBILE—’55 (88) Holiday, $1,545* 
(ps), $1,230* (ps); 4-dr., $1,475* (ps), 
54 (88) 4-dr., $940* (ps), °51 (88) 4-dr., 
$380*, $240°*, 

PLYMOUTH—'54 Savoy 4-dr., $650, °53 
4-dr., $370. '48 4-dr., $135. 

PONTIAC—’55 Chieftain 4-dr., $1,105. "54 


Chieftain 4-dr., $630* (ps). 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues. 
day. Prices are for sale of Oct. 29.) 

(With new-car prices up, it appears 
that used-car dealers have confidence in 
the used-car market. Good sale here this 
week with market firm, Sold 95 cars out 
of 131 consignments.) 
B UIC K—’56 Century Hardtop, $1,610*; 


Special Hardtop, $1,390*. °55 RM 4-dr., 
$1,105*; conv., $1,160*%; Special conv., 
$995*. °54 RM conv., $925* (ps). '53 


(Continued on Page 52, Col. 1) 


Auto Washington 





(Continued from Page 16) 


portion” of the $100 million car 
owners pay in parking meter fees 
each year is spent on municipal 


| projects unrelated to parking. 


A recent survey, AAA said, 
showed that only 35 percent of 
the national parking meter take 
was earmarked for curb and off- 
street parking, while 65 percent 
went for other municipal services. 
In one community, the motoring | 
group added, parking meter 
revenues helped pay for a shoe 
factory. 

Commending cities like Chicago, 
Denver, Detroit, Pittsburgh and Los 
Angeles for good parking-meter ad- | 
ministration, AAA called on other} 


revenues and to apply them exclu- 
sively to parking studies, facilities 
and enforcement. 

> 


SPECIAL Stockpile Advisory 
Committee has been chosen to) 
take a look at the nation’s $6.5 
billion storm pantry of goods that 





Members are drawn from industry, 
the military, agriculture, and 
science. 

Defense Mobilizer Gordon Gray 
said he wants the Committee to 
make a critical, independent 
study to help him determine 
whether present stockpiling poli- 
cies and programs are adequate. 

But some stockpiled items were 
purchased to bolster sagging prices, 

and the committee will also decide 
whether or not the Government 
should remove price support buying 
from the stockpile program. 

> > . 


FTC Pioneer Retires 


HARLES M. BROWN, last mem- 

ber of the original staff of the 
Federal Trade Commission, has re- 
tired after more than 47 years of 
Federal service. He entered Gov- 
ernment service in 1910 with the 
old Bureau of Corporations, which 
became the nucleus of FTC when 
organized in 1915. 

Brown said he remembers dur- 
ing his first days with the Gov- 
ernment seeing President Taft, 
apparently unguarded, wandering 
through Washington stores doing 
his own shopping. He has served 
under eight U.S. Presidents and 
36 FTC Commissioners. 

An ardent advocate of encourag- 
ing law observance by voluntary 
means, Brown said his FTC experi- 
ence has convinced him that its 
effectiveness is steadily increasing 
and “has made a big difference” in 
the fair dealing of the business 
community.” At retirement, he was 
a coordinator in FTC’s trade prac- 
tice conference work. 





“|More Signs ‘of Sain 
HE Federal Reserve Board's 
summary of business conditions 
in September revealed more signs 
of a gradual slowdown in the big 
boom. 
Steel-mill operations, which 
usually rise in September, re- 


mained at the August rate of 82 
percent of capacity, and con- 
— at the rate in early Octo- 

r. 

Metal and metal-fabricating in- 
dustries failed to show the usual 
seasonal expansion in September, 
and, after allowance for seasonal 
variation, TV set output went 
down. There were further de- 
creases in activity in producers’ 
equipment industries, as well as a 
drop in lumber output. Minerals 
production also declined. 

On the credit side, rubber, 
leather and petroleum production 
increased somewhat and the 
chemical industry was active. Ac- 
tivity in the nondurable goods in- 


|dustries reached a new high. 





Every Car Needs Mileage Minder 


Nationwide acceptance! Gives better pickup 
and power, stops gas waste. Easily installed 
between fuel pump and carburetor. Regulates 
and smooths flow of gasoline without reduc- 
ing or restricting factory recommended pres- 
sures. Bronze filter removes dirt and iron 
oxides. Stops flooding, dying, rough idling, 
vapor lock and excessive gas odors in car. 
Chrome finished. Money back guarantee. 
Price maintained at $6.95. Liberal trade dis- 
counts apply. At your jobber now! Paser Mfg. 
Co., 533 Turk Street, San Francisco 2. 





Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 
trical outlet. For indoor or outdoor display. 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 





Spend Christmas and attend the N.A.D.A. 
convention at beautiful Hillsboro Beach 
halfway between Palm Beach and Miami 
at the Gold Coast's finest apartments. 
Efficiencies; one and two bedroom apart- 
ments on ocean; private beach and 
pool. For full informa write or call: 
FRED McCARTHY 
MONTEREY HOUSE 
1167 Hillsboro Beach AIA 
Pomparo Beach, Fia. 
Phone: Boca Raton 9255 
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Mufflers and Tail Pipes 








Inspect Exhaust Systems for evidence of 
road damage— 


corrosion, clogging, open joints, 

and recommend prompt replacement for elimi- 
nating power loss and leakage of exhaust fumes. 
Use Factory Engineered Mufflers designed, 
patented and warranted by Buick to (1) install 
properly, (2) permit maximum engine power, 
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. "51 club coupe, 
EDSEL—’58 Ranger Hardtop, $2,730*. 


$120*. °48 coupe, 











Model Breakdown 








* * ° 
FORD— 57 Thunderbird sedan, $2,700*, '55 e 
Used-Car Auction Prices _ ||" ?tvccisti*swin"sis Soo," vie| Of Auction Averages 
toria sedan, $1,365*, $1,320*, $1,275; 1957 Oct Sept 
Custom Ranch Wagon, $1,215*; 4-dr., Nov., 19 “s ae 
$960*; 2-dr., $905*. °54 Crest 4-dr., To Date 1957 957 
$735*; conv., $645*; Main 4-dr., $555. $1,953 $1,984 $2,062 
(Continued from Page 50) ’53 Fairlane Victoria sedan, $765*; ’ Ranch 1,287 1,378 1,481 
Wagon, $745; Main 4-dr. ‘$395. *52 Cus- ’ 
Super 4-dr., $490*; Hardtop, $485*; RM| 4-dr., $805, $775. '54 Belvedere 2dr., tom 4-dr., $435*, $300*; 2-dr,, $295*. ’51 1,029 1,087 1,166 
Hardtop, $570*. '52 Super Riviera, $250*;| $715*. "52 4-dr., $200. °51 2-dr., $100. club coupe, $230*. ’50 4-dr., $220; 2-dr., 7104 137 7190 
4-dr., $200*. '51 conv., $175, '50 2-dr.,| PONTIAC—’56 Chieftain Hardtop, $1,330°. $150, $145. 458 471 494 
$100*. ’55 Chieftain Hardtop, $940*, '54 Star| MEROURY—’56 Monterey 4-dr., $1,620*. 
CADILLAC—’54 (62) 4-dr., $1,710*. '52| Chief 4-dr., $710*, $680°. ’53 Chieftain ’55 Custom Sport coupe, $1,230* (ps). 296 297 328 
: 4-dr., $680°*. 4-dr., $300*. '51 Hardtop, $260; 4-dr., | NASH—’53 Country club, $450*, '51 4-dr., 230 220 230 
CHEVROLET—’'56 Bel Air 4-dr., $1,295°*; $125°. '50 coupe, $265°. $150°. 190 185 182 
Two-ten 4-dr., 2 at $1,150*, $1,110*, $1,- | RAMBLER—’52 station wagon, $200. OLDSMOBILE—’57 (98) Hardtop, $2,695* 
075, $1,060, $1,050, $1,025; 2-dr., $1,040, | MISCELLANEOUS — '53 Chevrolet Carry- (ps). °54 Super (88) 4-dr., $1,120° (ps); os 
$1,015, $850; One-fifty 4-dr., $800*, '55| all, $285. ‘51 Chevrolet 1-ton stake,| (98) Sport coupe, $1,110* (ps). Average $ 768 $ 795 $ 842 
Bel Air conv., $1,160, $1, 100°; 4-dr., $205. PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 
$790; Two-ten 4- dr., $850°, $800°, $750; 940*. "56 Savoy station ~—on Be 
2-dr., $760, 50; One-fifty 2-dr., $705, 2-dr., $950; Belvedere conv., $1,150°*. ’ ‘ .. c 
$675. - ‘ea Air 4-dr., "$660": 2-dr., SEATTLE, peso Belvedere . , ras sa78° (ps). °50 coupe, $575*°. °49 4-dr., 
45*; Two-ten 2-dr, 60; One-fifty 2- (South Seattle Auto Auction. every Savoy (8) 4-dr. + voy 4-dr., | _. rm, » ba 7 
> $425. °53 Two-ten $260: $470, $430°; | Wednesday. Prices are for sale of Oct. 30.) $635*; Plaza 4-dr., $575. °51 4-dr., $255; — are? (us), "00 meh ale *% “To 
Bel Air 4-dr., $460; conv., $475. '52 4-| BUICK—’57 Cabellero station wagon, $2,- coupe, $120. Hardt 5 $1 ons°: Swoten 8) etetion 
dr., $370*. '51 2-dr., $360°, $165; club 890° (ps). °56 Gentury Hardtop, $1,820*° | PONTIAC—’56 Chieftain Sport coupe, $1,- waa, es 570 $1 315: Deira $1,200° 
coupe, $130. '50 club coupe, $110. (ps). "54 Century Sport coupe, $1,180* 550* (ps). "86. Bal "Ait a station wa i $1 535°: 
CHRYSLER—’52 Windsor 4-dr., $210°. (ps). "53 Special 2-dr., $410. RAMBLER—’57 4-dr., $1,820°. oar Hares si ‘se; Be Air (8) 2 
DODGE—’53 Diplomat Hardtop, $380*. '52| CADILLAC—’'55 (60) 4-dr., $2,560* (ps). | STUDEBAKER—’55 Champion Sport coupe, a r. $1.1 as: 4 ar. $1,110, $1,105. °54 
4-dr., $110. "48 (62) 4-dr., $190°. $1,005*. °50 Champion coupe, $155. One-fitty station wagon, $870 "53 Bel Air 
| FORD—’56 Main 4-dr., $1,000*. '55 Ranch | CHEVROLET—’57 Two-ten (8) 4-dr., $1,- MISCELLANEOUS—’56 Volkswagen 2-dr., 4-dr., $695*: 2-dr $525: Two-ten @-4r 
Wagon, $820, $760; Fairlane sedan, 835*. '56 Bel Air (8) Sport coupe, $1,- $1,455, $1,450, '51 Kaiser 4-dr., $120°. $315. "62 4-dr.. $925: coupe $360", Si 
$800*°. ‘54 Crest conv., — 4 Ts duos tek can 2 bapa gy y s-ar..” $960°: Zar. isso ts65, 9200" 
Wagon, 25. *53 Custom 4-dr., ° ; ‘o-ten ) ion wagon, d : 4 3 3955, . ’ 
$475: iardten, $610*, ’52 conv.. $300*:| Two-ten (8) 4-dr., $1,345*; Bel Air (6) PORTLAND, ORE. ) = 2-a.. $340"; . a” ae $120; 
4-dr., $205, $150°. '49 4-dr., $100. 4-dr., $1,130. '54 Bel Air Sport coupe, (Portland Auto Auction, Inc, Sale every CHRYSLE R51 Windsor 4-dr., $315* 
LINCOLN—'53 Capri 4-dr., $635°. ‘ $1,100*; 4-dr., $750. oien th = $50. Tuesday. Prices are for sale of Oct. 29.) $275°. e 7 
Saeeeenan Oe te ee hs bee Sunate te, bin on Dele Vor, | BUIGK—'55 Special 2-dr., $1,055. '54 Super | DeSOTO—'53 Firedome 4-dr., $455* (ps). 
(88) 4-dr. $1,695". °54 (98) Hardtop, $395: 2-dr. $310 "51 2-dr., $330, $325, 4-dr., $1,015* (ps), $975; Special 2-dr. | DODGE—’56 Coronet 2-dr., $1,115 . $1,- 
$1,040°; (88) "4-dr., $710*, °51 4-dr., $300, $215. "50 “2. dr., $265, $145. "49 Hardtop, $1,000*. '53 RM 4-dr., $550° 110, $1,095*. °54 Coronet “a-dr., $750*. 
$100°. "| 4-dr., $195. (ps). 50 Super 4-dr., $245°. "50 RM 4-| FORD —’57 Fairlane (8) 4-dr., $1,755°; 
PLYMOUTH 'S6 Belvedere 4-dr., $1.300°; CHRYSLER—'55 NY 4- dr., $1,410° (ps). r., $155°. Custom 300 4-dr., $1,490. '55 Fairlane 
, $1,170*, $1,050°. 55 Savoy ' DODGE — ‘57 Coronet (8) 4-dr., $1,955* | CADILLAC—'56 (62) coupe de Ville, $3,- (8) 2-dr., $1,040°; Custom (8) 4-dr., 
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FRAM 


Oil Filters 


Fram means more profits in your pockets! 
Here’s why: 


: 
| ° FRAM i 
: is preferred by your customers! They know 
| Fram Filters best—this fact is proved in survey 
| after survey—FRAM comes out on top! They know 
| FraM makes exactly the filter that matches the 
requirements specified by the manufacturer of their 
automobile. 

FRAM is preferred by manufacturers! 271 manufac- 
| turers of precision engines specify Fram as original 

equipment*. They know that Fram is always first 
| with the best — the recognized leader in filtration. 

They know they can rely on Fram to make the right 

filter for every application. 

*Over half of all 1957 makes of cars are FRAM 

equipped! 

FRAM is preferred by dealers! Over 120,000 dealers 
: from coast to coast feature Fram. They know that 
: FRaM is the quality brand of filter. They know that 
Fram sells better—consistently backs their efforts 
with strong national advertising and hard-hitting 
promotions. 


Sum it up... 


@ All Fram Filters manufactured to auto- 
motive manufacturers’ specifications. 

@ Over 30,000,000 vehicles now on the 
road are FRAM equipped. 271 manu- 
facturers of precision engines (over half 
of ’57 makes of cars) specify FRAM as 
original equipment. 

@ Over 120,000 dealers know you can buy 
cheaper—but you can’t buy better— 

Fram Filters best! 





At all 
adds up! 


Sell Fram — FRAM 
puts more profits 
in your pockets! 








Why You should be 

































FILTERS BEST 


Fram Corporation, Providence 16, R. I. 
Fram Canada Ltd., Stratford, Ont. 

















$1,020*, $1,005*, $975°; 4-dr., 
Main (6) station wagon, $825, '54 
4-dr., $770*; Custom (8) 2-dr., 
$625; 4-dr., $685*. °53 Hardtop $555; 
club coupe, $515; 4-dr., $435. ’5° 4-dr., 
$270. '50 2-dr., $305; club coupe $240, 
HUDSON — ’53 Hornet 4-dr., $785", * 
Hornet 4-dr., $225*. 
LINCOLN— 53 Capri 2-dr. Hardtop, $685*, 
MERCURY—’56 Montclair Hardtop 



























































































660* (ps). °'54 Monterey Hardtop, §; 
040*, $975* (ps); 4-dr., $990; © 4 
2-dr., $735. °52 Monterey 2-dr., $559% 
4-dr., $450; Custom Hardtop, $525*, * 
4-dr., $310*, °49 station wagon, §$1 
4-dr., $145. 

OLDSMOBILE — ’56 (88) 4-dr., $1.495% 
2-dr., $1,295*. °55 (88) Super Hardtop 
$1,525* (ps); (98) 4-dr., $1,510° (ps 
$1,505* (ps); (88) 2-dr. Hardtop 
435°; 2-dr. sedan, $1,210*%, $1,200*, * 


(88) 2-dr. Hardtop, $1,090*; 4-dr. sedans 
$1,010*. °53 (88) 2-dr., $575. °52 4-dr. 
$400. ‘51 4-dr., $300*. ‘50 Hardte 
$450°; 4-dr. sedan, $275*. 
PACKARD—’54 Hardtop, $1,110* (ps), * 
4-dr., $125, $100. 
PLYMOUTH—’55 Plaza (6) 2-dr., 
’54 Savoy 4-dr., $655. °52 Cranbrook 
dr., $240; club coupe, $200; 2-dr., $2; 
PONTIAC—’57 Safari 4-dr. station wagon, 
$2,210*. °56 Chieftain Hardtop, $1, ; 
(ps). '55 Chieftain Hardtop, $1,000, '§§ 
Chieftain 4-dr., $420°. '52 2-dr., $2758) 
STUDEBAKER—’53 Champion 4-dr., $360*, 
MISCELLANEOUS—'57 Volkswagen 2-dr} 





$1,575. '56 Volkswagen 2-dr., $1,420, $1.4) 
375. '55 Volkswagen 2-dr., $1,250; Chey 
rolet %-ton pickup, $800; Metropoli 


$510: 
Wet 


% « 


$785. '52 Chevrolet %-ton pickup, 
Ford %-ton pickup, $475; GMC 
pickup, $450. °51 Willys Jeep, $550; 
%-ton pickup, $375. ‘48 Dodge 
pickup, $225. 


BUFFALO 


(Thruway Auto Auction. Sale every Mo 
day. Prices are for sale of Oct, 28.) 
(Cautious trades existed at today’s” 
auction due to the nearness of the new | 
model release dates. Sold 43 cars out of 
98 consignments.) { 
BUICK—’'57 Special Hardtop, $2,200°. "5 
Super Hardtop, $995*. °'51 2-dr., $130) 
CHEVROLET—’56 Bel Air Hardtop, $19 
350° (ps). "55 One-fifty 2-dr., $625. * 
Two-ten Hardtop, $415°; 2-dr., $480* 


$390°. '52 Two-ten 4-dr., $285°. "51 4 
dr., $125°. 
DODGE—’52 Meadowbrook 4-dr., $250*. 


FORD—'57 Fairlane station wagon, $1,780, 
'56 Fairlane 2-dr., $1,310*. ‘55 Custe 
(6) 2-dr., $650. '53 Custom 4-dr., $450% 
2-dr., $380; Victoria Hardtop, $680. "52 
Victoria, $360°. '51 2-dr., $105°. 

a. aes oe Custom Hardtop, $690; «~ 

$695°; 2-dr., $415. °53 Custom 4-dr. 
$375" "52 Custom 2- dr., $450, °51 4-dr., 


$180. 
NASH —'S4 Statesman 2-dr., $470. "SS 
$255. 
$1,135*, 


Statesman 4-dr. 

PONTIAC—’55 Chieftain Catalina, 
MISCELLANEOUS—'56 Volkswagen 2-dr., 
$1,200. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon 
day. Prices are for sale af Oct. 28.) 
BUICK—'57 Super Riviera, $2,550° (ps); 

Special 4-dr., $2,400°, $2,200. ‘56 

Riviera, $1,870° (ps). ‘55 Super 4-dr,) 

$1,360° (ps). ‘54 Super Riviera 2-dr,) 

$1,000° (ps). "53 Super Riviera, $500°. | 
CADILLAC—’57 (62) conv., $4,640° (ps}j 
coupe, $4,390° (ps); 4-dr., $4,200° ( 

"56 (62) 4-dr., $2,635° (ps). "55 (62) 

4-dr., $2,330° (ps). °54 Eldorado cony, 

$2,500° (ps). 
CHEVROLET—'57 Bel Air (8) Hardtop) 
4-dr., $2,095° (ps), $2,060°, $1,995° $1 
950°, 3 at $1,825*, $1,795*; Two-ten ( 
4-dr., $1,660. "56 Bel Air (8) Hardtop 
4-dr., $1,670* (ps), $1,645*; Two-ten (@ 
2-dr., $1,175. ‘55 Bel Air (6) 4-dr,) 
$885°. "54 Bel Air 4-dr., $885°; Two 
4-dr., $680. ‘53 Bel Air Hardtop, $725%) 
Two-ten 2-dr., $590, $485°; One-fifty 
tion wagon, $670. °51 2-dr. $140. 
4-dr., $200°, $125°. "49 sedan, $190. 
DODGE—'58 Coronet (8) 4-dr., $2,885* 
FORD—'57 9 pass. Country sedan, $2,285* 
$2,185*; Fairlane (8) 500 4-dr. Hardtop, 
$2,075° (ps), $1,915° $1,900°, $1,875°*— 
$1,815°; conv., $1,900°, $1,840; 4-dr., 
$1,800*, $1,.755*; Custom (8) 300 4-dr., 
$1,600, $1,480 '56 6 pass. Country sedan 
$1,615°; Fairlane (8) 2-dr. Hardtop, $1- 
550° (ps), $1,475°, $1,310; Crown Vie 
toria, $1,485° (ps); Custom (6) Ranc® 

Wagon, $1,230° (ps). 55 9 pass. Country 

sedan, $1,300° (ps); Main (8) Rane 

Wagon, $1,300*, $1,210 $1,120; Custom” 

(6) Ranch Wagon, $1,020*. ‘54 9 pass 

Country sedan, $925*. ‘53 Custom (6) 

2-dr., $500°, $435°. "52 Custom (8) #7 

dr., $270. 

LINCOLN—’ 57 Capri 4-dr. 
795° (ps). 


Hardtop, $2- 
"56 Premiere 4-dr., $2, 


(ps). 
MERCURY — '56 Custom conv., $1,360°" 
Monterey 4-dr., $1,350°; 2-dr. $1,140 
OLDSMOBILE—’56 (98) Starfire conv., $1 
955° (ps); (88) 4-dr., $1,680°; 2-dr. 
Hardtop, $1,645*, $1,620° (ps). "55 (88) 
2-dr. Hardtop, $1,620* (ps); (88) Supet 
4-dr., $1,420°, $1,395°. '54 (88) Supet 
4-dr., $1,200*, $1,175*, $940*, $860° (ps 
PLYMOUTH—’'57 Custom (8) 4-dr. st 
wagon, $2,200*. °'56 Custom (8) 4 
station wagon, $1,365*. ‘55 (6) 2-dr. 
tion wagon, $1,200; Savoy 4-dr., $8 
Belvedere 4-dr., $715; Plaza (6) 2-d 
$615. °52 Belvedere Hardtop, $250. "SE | 
station wagon, $290. 1 
PONTIAC—’'57 Chieftain (8) 2-dr, station” 
'55 Star Chief 2-dm 


wagon, $2,225*. 

Hardtop, $1,245* (ps). °53 Chieftain 4 | 
dr., $355*. °52 Catalina sedan, $470% | 
conv, $275°. S 


MISCELLANEOUS—'58 Ford %-ton pick- 
up, $2,050. '57 Chevrolet (8) %-ton pick-™ 
up, $1,640; (6) %-ton pickup, $1,365; 
Volkswagen 2-dr., $1,675. '56 MG road- | 
ster, $1,620. '55 Willys Jeep, $1,025, "St 
Willys pickup, $375, $250. 


CHICAGO 


(Arena Auto Auction, Sale every Tues 

day. Prices are for sale of Oct. 29.) 
(Sold 331 cars out of 489 consign- 
ments.) 

BUICK—’57 Special coupe, $2,200* 
4-dr., $2,140*. '56 Special 4-dr., 
(ps); 2-dr., $1,070*, $1,420* (ps); 
$1,325* (ps); Century 4-dr., - 
(ps); Super 2-ar. $1,520°, '55 Century) 
Riviera, $1,455°* (ps); 4-dr., $1,340* (ps) 
$1,220*: Special Riviera, $1, 255%, $1,250°, 
$1,200*, $065*; 4-dr.. $1,225*; 2-dtw 
$820°. '54°@entury Riviera, $945°* $905%% 
Special 2-dr. Riviera, $815*, $785°. ‘58 
RM Riviera, $625*; Super Riviera, $568 
Special ae $385°. "51 Special cou] 
$365°; sedan, $205°. ; 

CADILLAC—’57 (62) conv., $4,205* (ps)® 

(Continued on Page 53, Col. 1) 


(ps) 
345° 
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430°; (88) Hardtop, $1,200*. °53 (98) 
4-dr., §725*; Hardtop, $580* (ps). ‘51 
(98) 4-dr., $125*. ‘50 (88) club coupe, 
$220°. 

PLYMOUTH—’57 Belvedere (8) Hardtop, 
$1,710*, ‘56 Savoy (8) 4-dr., $1,215*, 
$1,100*, $1,000; Hardtop, $1,150*, ‘55 
Belvedere (8) Hardtop, $995*, $950*; 
4-dr., $875; Belvedere (6) 2-dr., $755; 


(Continued from Page 52) | Plaza (6) 2-dr., $700. °54 Belvedere 


4-dr.. $4,125* (ps). '56 coupe de Ville, 
§3,150* (ps); coupe, $2,940* (ps); 4-dr., 
§2,910* (ps). "55 coupe de Ville, $2,430*° 

(62) 4-dr., $2,350*° (ps); coupe, 


(ps). ‘54 (62) coupe de Ville, | 


(ps); coupe, $1,975* (ps); 4-dr., 

(ps). "53 coupe de Ville, $1,100*. 

4-dr., $650°, ‘51 (62) 4-dr., 

"50 (62) 4-dr., $280*. 

/ROLET "57 Bel Air (8) Hardtop, 

or oe (ps), $1,975* (ps), $1,935*, $1,- 

910°; Two-ten (8) 4-dr., $1,625*; 2-dr., 

$1,420°, $1,410*; One-fifty (6) 2-dr., $1,- 

405, ‘56 Bel Air (8) Hardtop, $1,630° 

(ps), $1,590° (ps), $1,570*; Two-ten (8) 

4-dr., $1,230°, $1,195*; Two-ten (6) 4- 

@r., $1,065; 2-dr., $1,030, $1,000, $900°. 

™%5 Bel Air (6) Hardtop, $1,200*; 4-dr., 

- Q-dr., $965; Bel ‘Air (8) 2-dr., 

: Two-ten (6) station wagon, $1,- 

- 4-dr., $980*, $920, $845, $765, $740, 

5. °54 Bel Air 2-dr., $705; 4-dr., 

§700*; Two-ten 2-dr., $645*; 4-dr., $625°, 

¥ . ‘53 Bel Air coupe, $665, $555°; 

4-Gr., $595; Two-ten 4-dr., $520, $430, 

95. 2-dr., $405, $375. '52 Bel Air coupe, 
$515; 4-dr., $440°, $305. 

CHRYSLER “56 NY 4-dr., $2,010° (ps); 
Windsor 4-dr.. $1,720° (ps); Hardtop, 
$1,655", $1,650° (ps). ‘55 NY Hardtop, 
$1,635° ‘ps); Windsor 4-dr., $1,405°; 
Hardtop, $1,375* (ps). '53 Windsor New- 
port, $500° (ps). 

‘55 Firedome 4-dr., $1,150° (ps). 


‘ . | Hardtop, $530, ‘53 Cranbrook 4-dr., $350; 
2-dr., $390* (ps). 52 Firedome conv.,| iar ‘gjop, "62 Cranbrook 2-dr., $190. 


$125*. 
| PONTIAC—’55 Star Chief conv. $1,020*; 


DODGE—’'57 Coronet (8) 4-dr., $1,800*. | 4-dr.. $975*. '53 Chieftain 2-dr.. $505*: 


‘53 Coronet (8) 4-dr., $380°, $375°, conv., $425*; 4-dr., $400*. °52 Catalina, 

$305°. $340*; 4-dr., $245*. '51 Catalina, $235*. 
FORD—'57 Thunderbird, $2,625*; Fairlane’ WILLYS—’54 Hardtop, $335. 

(8) 500 4-dr., $2,020* (ps); 2-dr., $1,765* 

(ps); Victoria, $1,575; Del Rio station 

wagon, $1,900*, ‘56 Fairlane (8) Vic- | ALBANY 

toria, $1,290, $1,225; 2-dr., $1,200*, $1,- | (Tim Anspach Dealer’s Auto Auction. 

130; conv., $1,185*, $1,150* (ps); 4-dr., | Sale every Monday. Prices are for sale of 

$1,010; Custom (8) Victoria, $1,130; | Oct. 28.) 

2-dr., $1,050; conv., $950; Main (6) 2-/| (Swarms of careful buyers attended 

dr., $955. -°55 Country Squire station| the sale here today. The market showed 

wagon, $1,240* (ps); Fairlane (8) Vic- @ marked condition of strength over last 

toria, $1,150*; 2-dr., $1,010, $1,000*, week's low! Sold 116 cars out of 167 con- 

$960* (ps), $900*; conv., $775. '54 Crest! signments.) 

(8) Victoria, $750°; 4-dr., $725; Main | BUICK—’56 Special 2-dr., $1,435*; Rivi- 

(8) station wagon, $700; Custom (8) 2- era, $1,335*. ‘55 Special 2-dr., $1,250*, 

dr., $625, $555; Custom (6) 2-dr., $580*, $950*; 4-dr., $1,250*°; Super Riviera 

$470. 53 Custom station wagon, $685*; coupe, $1,210*. '54 Special Riviera, $890*. 

Victoria, $600*; 4-dr., $365*; 2-dr., $275. "51 4-dr., $890*°, $210°*. ‘50 Special 2-dr., 

‘51 Victoria. $345. ‘50 Custom 2-dr., $100. 

$150. CADILLAC—'57 (62) coupe de Ville, $4,- 
HUDSON—’'54 Hornet sedan, $345*. 275* (ps). °56 (62) coupe, $2,905* (ps). 
MERCURY — '56 Monterey Hardtop, $1,- "55 (62) 4-dr., $2,050° (ps); coupe de 

500*, $1,435*; Custom Hardtop, $1,225. Ville, $2,205* (ps). ‘53 (62) coupe de 

"55 Monterey Hardtop, $1,250; Custom Ville, $1,175* (ps). 51 (60) 4-dr., $535*. 

2-dr.. $925*. ‘54 Monterey Hardtop, "50 4-dr., $365*. 

$560°*. CHEVROLET—'57 Bel Air (8) 4-dr. station 
NASH "55 Ambassador 4-dr., $1,000* wagon, $2,175* (ps); Two-ten (6) station 

(ps). wagon, $1,980*°; 2-dr., $1,475. ‘56 Bel 


| OLDSMOBILE—'56 (98) Hardtop, $2,030* Air (8) 4-dr., $1,230*° (ps); Two-ten (6) 


§4 Firedome 4-dr.. $615* (ps), $600*. 


*§2 Custom sedan, $205. 

DODGE — ‘55 Coronet Hardtop, $1,025°, 
$1,010°; 2-dr., $930°. "54 Coronet station 
wagon, $805; 4-dr., $560°; 2-dr., $500*. 
"53 Diplomat 2-dr $290. ‘52 Coronet 
4-dr., $250° 

FORD—'57 Fairlane (8) 500 sedan, $2,110* 
(ps), $2,050° (ps), $1,995° (ps), $1,910° 
(ps), $1,780°; Retractable Hardtop, $1,- 


745° (ps); 4-dr., $1.705* (ps); Custom | 


Ranch Wagon, $1,720°, $1,600. "56 Thun- 
derbird, $2,400° (ps); Custom (8) 2-dr., 


$1,540; Victoria, $1.350°, $1,250°; 4-dr., | 


$1,175*; 2-dr.. $810. ‘55 Fairlane (8) 
Vietoria, $1,245*; station wagon, $1,100; 
4-dr.. $885; Custom 4-dr., $1,035; 2-dr., 
$765. $755; Main (6) 4-dr., $495. "S4 
Main (6) Ranch Wagon, $715; conv., 
$705*: Victoria, $700; 2-dr.. $430. ‘53 
Vietoria, $545°; 4-dr.. $425; 2-dr.. $295. 
"82 4-dr.. $290°; 2-dr 230, $210. °51 
Victoria, $320*; station wagon, $220 
HUDSON —'55 station wagon, $1,020°; Hor- 
net 4-dr.. $795° 


} 


EINCOLN—'57 Capri Hardtop, $3,035° 


(ps). "55 Capri Hardtop, $1,500° (ps). 
MERCURY—'57 Montclair coupe, $2,300* 
(ps); Hardtop, $2,205*; 4-dr.. $1,990°. 
"S36 Montclair coupe, $1.550° ‘ps); Cus- 
tom 4-dr.. $1.345° ‘ps). ‘55 Montclair 
coupe, $1,.290°; conv $1.165* (ps); 2- 
dr., $1.010; Hardtop, $995*; 4-dr.. $910°; 
D-dr.. $850°, $745°; Custom 2-dr.. $975. 
"SS Monterey 2-dr.. $700. "54 Sun Valley 
coupe, $950° ‘ps); Custom 4-dr 770° ; 


2-dr.. $700° ‘ps). ‘53 Custom 2-dr., | 


$575; coupe, $515* 52 Hardtop, $355*. 
NASH 56 Statesman 4-dr.. $1,340° ‘ps) 
"55 station wagon, $1,105*, $1,.010°. ‘54 


Ambassador 2-dr., $680*°. “53 Ambassa- | 


dor 4-dr.. $385°; Statesman 4-dr., $255. 
"$2 4-dr.. $205° 

OLDSMOBILE "S7 (88) Holiday 4-dr., 
$2.495° (ps); Holiday 2-dr., $2,230° (ps); 
2-dr.. $1,850. "56 (98) Holiday, $1,925* 


ips); (88) Super Holiday, $1.885* (ps); | 


cony.. $1.670° ‘ps) 55 (88) Holiday, 
S1.380° (ps). $1,.320° ‘ps). ‘54 (88) 
Super 4-dr.. $1.080° (ps). 2-dr.. $1.000° 
fps). $795°. “S3 (98) 4-dr $645° (ps). 
$505° (ps). $565°; conv.. $260° ‘ps) 


PLYMOUTH—'S7 Belvedere Hardtop, $1.-! 


896° (ps): Savoy 2-dr.. $1,320. "56 Savoy 
2-dr.. $1,.220°. $1,080* 55 Belvedere 
Hardtop. $1.090°, $905°; 4-dr $830". 
$800°. $795: Savoy ‘8) sedan $910*; 


Plaza station wagon, $855; 2-dr.. $645. | 


Station wagon, $680. ‘54 Belvedere conv 
$730°. ‘S53 Cranbrook 4-dr.. $475. ‘50 
Station wagon, $375 

PONTIAC.—57 Star Chief Catalina, $2.- 
040° (ps), $1.895°. "56 Star Chief Cata- 
na. $1.710° (ps); 4-dr., $1,395°; Chief- 
tain Catalina $1,475° $1,425° (ps), 


$1.295°; 4-dr $1,200° (ps). $1,250°; | 


2-ar $1.150° ‘55 Chieftain station 
Wagon, $1.255°: 2-dr $1.025°. ‘54 Star 
Chief 4-dr.. $875°, $775*, $730°; conv., 
$690° (ps); Chieftain 4-dr.. $600; conv., 
485°. ‘S53 4-dr. station wagon, $495; 
2-dr.. $470°. °52 2-dr.. $285°: Catalina, 
$250° 


RAMBLE R—'S4 Custom station wagon, 
° 


STUDEBAKER—'S4 Champion 2-dr., $455. 
WILLYS—'52 Jeep station wagon, $240 
MISCELLANEOUS—'57 MG roadster, $1.- 
880; Volkswagen Sun Roof, $1,710. °56 
Volkswagen 2-dr.. $1,450, $1,425; Sun 
Roof, $1,255. "51 Jaguar roadster, $900. 


COLUMBUS, O. 


(Capital Auto Auction, Inc, Sale every 
Thursday. Prices are for sale of Oct, 24.) 

(Over 260 cars entered for sale here 
this week, Prices were somewhat lower 
and some dealers just wouldn't let go of 
their cars.) 

BUIC K —’'56 Century Hardtop, $1,650* 
(ps), $1,475*; Special 4-dr. Hardtop, $1,- 
585°, $1.510°. "55 Century Hardtop $1,- 
325°, $1,320*; Super Hardtop, $1,260* 
ps). $1,130° (ps); 4-dr., $1,150° (ps). 
54 Special Hardtop, $950*, $905*, $875*; 

4-dr., $830°. ‘53 Special 4-dr., 

. $510; conv., $500*°; RM Hardtop, 

(ps); Super 4-dr.. $525*. ‘52 Spe- 

Cial 2-dr.. $350; 4-dr., $300; Super conv., 

$160°. °51 RM 4-dr., $240*; Hardtop, 
$200*. ‘50 Super Hardtop, $185*. 

CADILLAC—'55 (62) 4-dr., $2,075* (ps). 

ROLET—'57 Bel Air (8) conv., $1,- 
810°; Two-ten (8) Hardtop, $1,800*; 
4-dr.. $1,600; One-fifty (6) 2-dr., $1,250. 
56 Two-ten (8) 4-dr. station wagon, 


$1,605- (ps); Bel Air (8) Hardtop, $1,- | 


340°, $1,325; Two-ten (6) 4-dr., $1,310; 
2-dr.. $1,100; Two-ten (8) 2-dr., $1,180*. 

Two-ten (8) station wagon, $1,175; 
Be| Air (6) conv., $880* (ps); One-fifty 
(6) 2-ir. $775. 'S4 Bel Air 4-dr., $825*; 
Two-ten 2-dr., $660*, '53 Bel Air Hard- 
top, $500; conv., $410, $400; 2-dr., $400; 
One-fifty 2-dr., $310. ‘52 Deluxe 4-dr., 


$330, $290, $165*. ‘51 Hardtop, $225; | 


2-dr.. $215, $190*, $140* 
OHRYSLER—'54 Windsor 2-dr., $825*. '53 


Imperial 4-dr., $525* (ps). "52 Saratoga | 


4-dr.. $325* (ps), 


. ©— '5T Firedome 4-dr., $2,140* (ps). | 
54 Firedome 4-dr., $605*. '53 Firedome | 


(ps), $1,975* (ps); (88) 4-dr. Hardtop, 4-dr., 2 at $1,050; 2-dr. $1,150, $1,025. 
$1.730* (ps). °'55 (88) Super 4-dr., $1,- "55 Bel Air (6) 2-dr., $960, $870°. ‘54 


DODGE — '53 station wagon, $400*; club 
coupe, $260*; 4-dr., $360*. 
EDSEL—’58 Pacer 4-dr., $2,820* (ps). 
FORD—’57 Custom (8) 2-dr., $1,450. '56 
Sunliner conv., $1,260*. ‘55 Fairlane (8) 
Crown Victoria, $1,210*; Victoria coupe, 
$1,050*; 4-dr., $735* (ps). °54 Custom 
(8) conv., $765; Victoria coupe, $630; 
Custom (6) 4-dr., $490; 2-dr., $475*, '53 
Country sedan, $650; Ranch Wagon, 
$585*, $570, $410; Custom (8) 4-dr., 
$580, $340*°; 2-dr., $540, $510*°, $410°*. 
"51 2-dr., $170*. °50 2-dr., $150. 
HUDSON—’53 Wasp 4-dr., $190°. 
MERCURY—’'56 Custom 4-dr., $1,075, °55 
Monterey 4-dr., $990°. ‘54 Monterey 
Sport coupe, $825*; 4-dr., $780; Custom 
4-dr., $780. '53 Custom 2-dr., $380. 
| NASH—’55 Statesman 2-dr., $870. '53 Am- 
bassador club coupe, $370. 52 Statesman 
4-dr., $260. '51 coupe, $120. 
OLDSMOBILE — '57 (88) 2-dr., $2,000*. 
"56 (88) Super Holiday, $1,450* (ps); 
(98) 4-dr., $1,335° (ps). '54 (88) 2-dr., 
$700*. '53 (88) 4-dr., $425°. 
PACKARD—’52 Sport coupe, $150*. 
PLYMOUTH—’'56 Fury (8) coupe, $1,475*; 
Savoy (6) station wagon, $1,200; 4-dr., 
‘ $1,050. °55 Belvedere (6) Sport coupe, 
One motorist, to protect his $1,035*; Savoy (8) 4-dr., $925*. '54 
tires, installed brushes in front of aon ae "53 4-dr,, 2 at $430. 
. -ar. «Vv. 
his car. PONTIAC—'55 Chieftain (8) 4-dr., $785. 
"54 Star Chief 4-dr., $730*. '53 Chieftain 
Catalina, $645°; 4-dr., $590*. 52 2-dr., 
Two-ten station wagon, $910*, $830; 4- $240. ‘51 4-dr., $140. 
dr., $770* (ps), $500; Bel Air Sport MISCELLANEOUS — ‘57 Chevrolet %-ton 
coupe, $850*, $630°; 2-dr., $750*. ‘53 pickup, $1,385. ‘52 GMC ‘%-ton panel, 
Two-ten station wagon, $790; 4-dr., $540, $160. '49 Chevrolet %-ton pickup, $100. 
$410; Bel Air Sport coupe $560*, $540; 
conv., $445*; One-fifty station wagon a a 
$560. ‘52 2-dr., $420°. "51 4-dr., $180. JENISON, MICH. 
"50 station wagon, $170. (Grand Rapids Auction. Sale every Tues- 


CHRYSLER—’55 Windsor 4-dr., $1,400*, “%#Y. Prices are for sale of Oct. 29.) 
‘53 NY Sport coupe, $550*;: Windsor 2- (Market still soft, but cars sold better 


dr., $230*; 4-dr., $230°. °51 4-dr., $190* (Continued on Page 54, Col. 1) 


Our Gar Wood - St. Paul distributor helped us 
crack a big, new market for ‘cab-over’ trucks!” 


—says Reg Smith, Manager 
Smith-White Truck Sales, Madison, Wisconsin 


Jobn Cairns (right) Gar Wood - St.Paul truck equipment distributor, discusses equipment 
application with truck dealer Reg Smith (left) and bis customer, Stewart Watson. 


Reg Smith has a special reason for doing business 
with the local Gar Wood - St. Paul truck equipment 
distributor. He’s found that he can rely on his dis- 
tributor for technical help whenever an equipment 
problem is blocking a sale. Here’s an example, in 
Mr. Smith’s own words: 

“A few years ago we pioneered the idea of using 
cab-over trucks for dump applications in this area. 
The idea had two big advantages: Better weight 
jistribution would allow bigger legal payloads, 
ind a COE dump truck would be more maneuver- 
able, allow more trips per day. 

“Putting.our idea into practice proved to be a 


tough job. Most truck equipment distributors in 
our area resisted the idea. When we checked with 
Capitol Truck Equipment Co.,our Gar Wood-St.Paul 
distributor, they not only showed us how it could 
be done, but in addition, helped us with demon- 
strations. Thanks to this technical and sales help, 
we've sold hundreds of cab-over trucks for dump 
applications in our area!” 

You, too, can take advantage of this kind of sales- 
making service just by calling your Gar Wood- 
St. Paul distributor—headquarters in your area 
for the most advanced line of truck equipment 
on the market. 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan « Richmond, California 
Piants in Wayne and Ypsilanti, Mich.; Findlay, Ohio; Mattoon, Ill.; Richmond, Calif. 
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Used-Car Auction Prices 





(Continued from Page 53) 


today. Sold 88 out of 172 consignments.) 

BUICK—’ 57 Special 4-dr., $2,275*; Riviera, 
$2,245*; Century 2-dr., $2,165* (ps). '56 
Special 2-dr. Riviera, $1,650* (ps), $1,- 
590° (ps), $1,475*. '55 Special 4-dr., $1,- 
170* (ps); 2-dr. Riviera, $1,100*. °54 
Special Riviera, $895*; 4-dr., $740*, ‘52 
4-dr., $185. '51 4-dr., $250*. 

CHEVROLET—’57 Bel Air (8) 2-dr., $1,- 
910° (ps), $1,895*; conv., $1,800*° (ps); 
Two-ten (8) 4-dr., $1,710*, '56 Two-ten 
station wagon, $1,455. '55 Two-ten sta- 
tion wagon, $1,300*, °'54 Bel 


$725*; Sport coupe, $720*; Two-ten 4- 


Air 4-dr., | 


HUDSON—’55 Hornet 4-dr., $700, '54 Wasp 


‘55 Monterey coupe, $1,190*. '54 Sun Val- 
ley coupe, $850° (ps); 2-dr., $620°. ‘52 
Monterey 2-dr., $560°, '51 4-dr., $215°*, 
$175. 


OLDSMOBILE—’55 (88) Holiday, $1,300°. | 
(98) | 


"54 (88) Super 4-dr., $935° (ps); 
Holiday, $975* (ps). "53 (88) 4-dr., $485°. 
"51 (88) 4-dr., $315*, $200°; club coupe, 
$125°*. 


dr., $685; Delray, $610. '53 4-dr., $275.| PACKARD —'53 4-dr., $330°, '51 4-dr., 


’60 4-dr., $190. 
CHRYSLER—’51 Windsor 4-dr., $145°. 


DeSOTO—’57 Fireflite club coupe, $2,285* | 


(ps); Firesweep 2-dr.. $2,015*. 
DODGE—’'53 4-dr., $285°. 
FORD—’'57 Fairlane (8) 

975°; 4-dr., $1,825° (ps); Custom 300 

4-dr., $1,670*, $1,620°. '56 Country sedan 

station wagon, $1,635*; Fairlane 4-dr., 
$1,340*; 2-dr. $1,240*; Custom station 
wagon, $1,325*; 2-dr., $1,020*. '55 Coun- 
try sedan station wagon, $1,185*° (ps); 

Fairlane Victoria, $955; club coupe, $895; 

Custom 2-dr., $810*, $795, $750*°; Custom 

(6) 4-dr., $625. '54 Crest 4-dr. $715°, 

$650°; conv., $690°; Main (8) 

wagon, $440°. "53 Main (8) 2-dr., $305°. 

'52 club coupe, $380*; Custom (6) 2-dr., 

$295*. '51 2-dr., $265; club coupe, $120. 
LINCOLN—'56 Capri 4-dr., $1,950° (ps). 
MERCURY—’55 Monterey 4-dr., $1,070*; 

Custom club coupe, $1,065*. ‘54 Custom 

2-dr., $650°. 
OLDSMOBILE - 

(ps). ‘56 (98) 

conv., $1,785* 


$2,600* 
$1,875* (ps); 
(ps); (88) Holiday coupe, 
$1,690°, $1,515*. °55 (88) 2-dr.. $1,020°. 
"54 (88) Super Holiday, $1,110° (ps); 
(98) Holiday, $1,095* (ps); (88) Holiday 


-'57 (98) 
Holiday, 


2-dr., 


coupe, $1,075*, $1,035°. "53 (88) 2-dr., 
$405°. 

PLYMOUTH—'57 Belvedere club coupe, $1,- 
750° (ps). ‘55 Belvedere 4-dr., $925°; 
Savoy 2-dr., $750*. 

PONTIAC—'56 Chieftain 4-dr., $1,350*. '55 
Chieftain station wagon, $1,370*°; 2-dr., 
$905°. '53 4-dr., $415°. ‘51 4-dr., $215, 
$125. 

STUDEBAKER—'56 President 4-dr., $1,- 


440° (ps). '50 4-dr.. $110°*. 


MISCELLANEOUS—"57 MG roadster, $1,- 
895. '54 MG conv., $950. 
LITTLETON, COLO. 
(Denver Auto Auction, Sale every Fri- 
day. Prices are for sale of Oct. 25.) 
BUICK—’'57 Special coupe, $§2,110* (ps). 
‘56 station wagon, $1,735; Super 4-dr., 
$1,700* (ps); RM 4-dr., $1,700° (ps); 
conv., $1,695° (ps). "50 4-dr.. 2 at $175°. 


CADILLAC—'56 (62) 4-dr., $2,750° (ps). 
'55 (62) 4-dr., $2,320° (ps). "54 coupe de 
Ville, $2,215* (ps). "52 (62) 4-dr.. $775*. 

CHEVROLET—'57 Bei Air (8) 4-dr.. 3 at 
$2,000°. "56 Bel Air station wagon, $1,- 
650°; Sport coupe, $1,375; 4-dr., 2 at 
$1,335*; Two-ten (8) 4-dr.. 3 at $1,265°; 
One-fifty (8) 2-dr., $800. "55 Bel Air (8) 
conv., $1,400°; 2-dr., 3 at $1,375°; sta- 
tion wagon, $1,030; Two-ten (8) 
$905. 54 Bel Air (8) 2-dr., 3 at $600°; 
One-fifty 2-dr.. $600; Two-ten 4-dr., $575. 

CHRYSLER—'56 NY 4-dr., $1,925* (ps). 


DeSOTO — ‘56 Sportsman coupe, $1,900*° 
(ps). 
DODGE—'56 Coronet coupe, $1,550°. ‘54 


Royal 2-dr., $700. 

FORD—'57 (8) Country sedan station wag- 
on, $2,045°; Fairlane (8) 500 4-dr., $1,- 
900°. '56 (8) Country sedan station wag- 
on, $1,560°; Fairlane (8) 4-dr., $1,450*; 
Custom (8) 2-dr., $1,130°. '55 Fairlane 
(8) 2-dr., $1,400°; Custom (8) 4-dr., 
$1,000. '54 Custom 2-dr., $600*°, ‘53 Coun- 
try sedan, $725; 4-dr., 4 at $550. ‘52 
4-dr.. $360°. 

LINCOLN—'56 Capri 4-dr., $1,865° (ps). 


MERCURY — ‘57 Montclair Phaeton, $2,- 
300°. °55 Monterey 4-dr., $1,350°. ‘54 
Monterey 2-dr.. $725°. ‘53 2-dr., $265. 
"61 4-dr., $250; 2-dr., $175°. ‘49 2-dr., 
$150. 

OLDSMOBILE—'57 (88) Super 4-dr., $2,- 
650° (ps). "54 (88) Super 4-dr., $1,075*. 
"51 (88) 4-dr., $200°. - 


PACKARD—'52 4-dr., $250°. 

PLYMOUTH—'56 Belvedere (8) 4-dr., $1,- 
325° (ps); Savoy (8) 2-dr., "SS 
Belvedere (6) 2-dr., $890°*. 
$450°. °51 4-dr., $175. 

PONTIAC—'S4 Star Chief Catalina, $750°, 


$630*. ‘53 2-dr., $465°. ‘51 Catalina, 
$270°. 

STUDEBAKER — ‘55 Commander 2-dr., 
$815. °52 Commander 4-dr., $165. ‘51 


Commander 4-dr., $150. '50 2-dr., $100. 
MISCELLANEOUS—’'57 Volkswagen 2-dr., 
$1,760. "52 Chevrolet %-ton pickup, $485. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Rrices are for sale of Oct. 25.) 

(Activity was best seen in many weeks, 
with only the normal seasonal doubt on 
current models which will adjust itself 
with the advent of the entire 1958 line.) 
BUICK—'57 Special Riviera, $2,150; 4-dr., 

$1,700*, $1,500°. ‘55 Special Riviera, $1,- 
125*; Super Riviera, $1,150* (ps). ‘54 
Super Riviera, $955* (ps); Special conv., 
$770° (ps). '53 RM Riviera, $615* (ps); 
Special Riviera, $530°*. 

CADILLAC—'55 coupe de Ville, $2,600* 
(ps), $2,280° (ps); 4-dr., $1,995* (ps). 
"54 (62) 4-dr., $1,740* (ps), $1,500* (ps). 
"53 462) 4-dr., $1,000*. °49 4-dr., $175. 

CHEVROLET—’'57 Bel Air (8) coupe, $1,- 
900; Two-ten (6) 2-dr.. $1,425; Two-ten 


(8) 2-dr., $1,370; Corvette, $2,465. ‘56 
Two-ten 2-dr., $1,045) °55 Bel Air (6) 
coupe, $1,215*; Two-ten (6) 2-dr., $1,- 


035*, $800. '54 Bel Air 4-dry, 2 at $765°; 
One-fifty 2-dr., $495. '53 Bel Air coupe, 
$565; 2-dr., $495*, $445°; Two-ten 2-dr., 
$470, $410, $365. ‘52 2-dr., $320, $185, 
$120. '51 4-dr., $175, $160. 
CHRYSLER—'53 NY 4-dr., $550* (ps). 
DeSOTO —'53 Firedome 4-dr., $335. ‘52 
Firedome 4-dr., $295. '49 4-dr., $100. 


DODGE—'56 Coronet coupe, $1,400*. ‘55 
Coronet 4-dr., $825*; 2-dr.. $770. °53 
Coronet club coupe, $465; Meadowbrook 


station wagon, $245. ‘51 Meadowbrook 

4-dr,, $220, $160. 

FORD-—’'57 Fairlane (8) 500 2-dr., $1,960*; 
Victoria, $1,950°; Fairlane (8) Victoria, 
$1,695*; Thunderbird, $2,400° (ps). ‘56 
Fairlane (8) conv., $1,325*; 2-dr., $1,- 
240°; Parklane station wagon, $1,540* 
(ps). "55 Fairlane (8) Victoria, $965°; 
Custom (8) 2-dr., $775*, $745. '54 Crest 
(8) Victoria, $675*, $595°. 


club coupe, $1,- | 


2-dr., | 


| 


RAMBLER—’'56 4-dr. 


STUDEBAKER—’55 President 4-dr., 


$175°. 


PLYMOUTH—’'55 Belvedere (8) coupe, $1,- | 
"52 | 


130°, ‘53 Cranbrook 2-dr., $520*, 


coupe, $185; 4-dr.. $135. 


PONTIAC — '57 Chieftain station wagon, 


$2,085*. '56 Chieftain Catalina, $1,195*, 
$1,150; 4-dr., $1,000*, ‘53 2-dr., 
$240; Catalina, $235* (ps). 
station .wagon, §$1,- 
585°; 4-dr., $1,240°, '55 4-dr., $800; 2- 
dr., $595. '51 station wagon, $255, $175°. 
ie 
000°. ‘ 


‘54 Commander 2-dr., $550° 


$505°, | 


4-dr,, $240. '52 coupe, $185*, °51 2-dr., 

$210*. | 
LINCOLN—’51 4-dr., $110*. 
MERCURY—’56 Montclair conv., $1,220*. 


tion. 
sale of Oct. 22.) 
BUICK—’ 56 Special station wagon, $1,710*; 


JHE VROLET— ’57 Corvette, 





"52 | 


Commander 4-dr., $115*. '51’ Commander | 


4-dr., $175*. Champion 4-dr., $100*. 


station | MISCELLANEOUS—’56 Ford %-ton pick- 


up, $935, $790. '55 Ford %-ton pickup, 
$650. 


LOS ANGELES 


(Harold Henry's Los Angeles Auto Auc- 





Sale every Tuesday, Prices are for 


Riviera 2-dr., $1,605*, $1,550*°. 55 Super 
Riviera 2-dr., $1,400* (ps), $1,350* (ps); 
Special Riviera 2-dr., $1,130*. '54 Special 
Riviera, $885*; 2-dr., $625; RM Riviera 
2-dr., $860* (ps), ’53 Super Riviera, 2- 
dr., $395*. °51 Special 2-dt., $260*, '50 
Super Riviera, $165*; sedan, $100*. 


CADILLAC — ’57 coupe de. Ville, $4,200* 


(ps), $4,125* (ps); (62) coupe, $3,990* 
(ps); 4-dr., $3,900* (ps). °56 Eldorado 
Seville, $3,600* (ps); coupe de Ville, $3,- 
475* (ps), $3,435° (ps), $3,425° (ps); 
(62) coupe, $3,060; 4-dr., $2,835° (ps). 
'55 (60) coupe, $2,550* (ps); (62) coupe, 
$2,400* (ps). °'54 (60) 4-dr., $2,210° 
(ps); (62) coupe, $2,130* (ps), $1,850*° 
(ps); 4-dr., $1,900* (ps). °53 coupe de 
Ville, $1,170* (ps); (62) 4-dr., $1,050° 
(ps), $930° (ps). ‘51 coupe de Ville, 
$600*; (62) 4-dr., $500*. '50 coupe, $575°, 
$395*. '49 conv., $345; 4-dr., $295, $190*, 
$180*. '48 4-dr., $200°. 


$2,775°*; 
Nomad station wagon, $2,455* (ps); Bel 
Air (8) Sport sedan, $2,230* (ps); conv., 
$2,050* (ps); Sport coupe, $2,040*° (ps), 
$2,025* (ps); Two-ten (8) Townsman, 
$1,770* (ps); One-fifty (6) 2-dr., $1,505, 
$1,350. °56 Bel Air (8) Nomad, $1,825* 
(ps); Sport coupe, $1,725*, $1,700*, $1,- 
475°; 4-dr., $1,530°; Two-ten (8) Towns- 
man, $1,710*, $1,675*; Sport sedan, $1,- 
355°; 4-dr., $1,100, '55 Bel Air (8) conv., 


$1,280*; 4-dr., $1,200*; Sport coupe, $1,-/| 


075; Bel Air (6) 4-dr., $950; Two-ten 
4-dr., $775. °54 Two-ten Handyman, 
$870; One-fifty (6) 4-dr., $750. "53 Bel 
Air 4-dr., $705*; Two-ten 2-dr., $620°*. 
'52 coupe, $360; 2-dr., , $340°, 
$250*. "51 4-dr., $280°, $260, $240; 2-dr., 


$255*, $250°, $250. '50 coupe, $350; 4- 
dr., $160. '49 station wagon, $300; 2-dr., 
$170. 


CHRYSLER—’56 NY station wagon, §$2,- 


750° (ps). "54 NY 4-dr., $915° (ps). 53 








‘Jeeps’ Made in Japan 
Are a Hot Item in Cuba 


HAVANA, — “Jeeps” made by 
Toyota Motor Co, in Japan have 
been introduced in the Cuban 
market and are selling as fast as 
they arrive, according to Cuban 
officials, 

They said the Toyota land 
cruiser, similar to the American 
Jeep in most respects, is priced 
at $2,850. 





NY 4-dr., $515*, °49 NY 4-dr., $165°. 


DODGE—’ 57 Coronet Lancer, $2,160*; Cus- 


$2,020*. '54 Coronet 


tom Royal 4-dr., 
’53 Meadowbrook 


(8) club sedan, $350*. 


2-dr., $295*. °50 Coronet 4-dr., $155*. 
FORD—’57 Thunderbird, $3,000*; Fairlane 
(8) 500 Victoria, $2,235* (ps), $1,950°*; 


Country sedan, $2,145*, $1,975*; Fairlane 
(8) Club Victoria, $1,975*; Custom (8) 
300 4-dr., $1,650*, $1,610*, 56 Thunder- 
bird, $2,650* (ps), $2,555* (ps), $2,450°; 
9 pass, Country sedan, $1,695*, $1,650*, 
$1,600* (ps); 6 pass, Country sedan, $1,- 
500°; Custom (8) Ranch Wagon, $1,540* 
(ps), $1,465* (ps); conv., $1,450°; Fair- 
lane (8) 4-dr., $1,425° (ps), $1,400°. °55 
Fairlane (8) Crown Victoria, $1,350* 
(ps); Ranch Wagon, $1,250*°, $1,100; 
Custom 2-dr., $1,020*; Main (8) 4-dr., 
$740, ‘54 Country Squire, $755*; Custom 
2-dr., $680°; club coupe, $625; Main (6) 
Ranch Wagon, $635°; 4-dr., $575. ‘53 
Victoria, $775; Ranch Wagon, $530, $510. 
'52 Ranch Wagon, $405°*; 4-dr., $270, 
$265*. °51 Victoria, $350; conv., $280, 





$150; 2-dr., $250. ’50 2-dr., $240. 

LINCOLN — ‘'56 Premiere 4-dr., $: 
(ps). 

MERCURY—’56 Monterey station w 
$1,885*. °55 Montclair coupe, $1 
(ps); 4-dr., $1,245*; conv., $1,210* 
’54 Monterey coupe, $850*. °53 Mo: 
coupe, $600*; Custom Sport coupe, § 
’52 Custom 4-dr., $290*. '51 4-dr., § 
club coupe, $155. °50 conv., $275. 

OLDSMOBILE — ’56 (98) Holiday 
$2,270* (ps); (88) Holiday 4-dr., $1 
(ps); Holiday coupe, $1,650*, ‘55 (88) 
Holiday coupe, $1,2 (ps); conv. §$1,. 
265* (ps). 53 (88) Super Holiday, $770*; 


350* 


‘gon, 
335° 
ps), 
terey 
45*, 
10%; 


-dr., 
650* 


4-dr., $530; (98) conv., $425° (ps) ’50 
(98) Holiday, $285*; station wagon, 
$195*; 2-dr., $175. '49 club coupe, $195*; 
4-dr., $165°*. 

PACKARD — '55 ‘‘400’’ Hardtop, $1,575* 
(ps). 

PLYMOU TH— ’'57 Belvedere (8) Sport 
coupe, $2,150*% (ps); Savoy (8) club 


sedan, $1,700*, ’°56 Plaza (6) club sedan, 
$930. '55 Savoy (6) 4-dr., $895*; Plaza 
(6) 4-dr., $575*. °53 Cranbrook 4-dr,, 
$445*, $370; Cambridge 4-dr., $35: 

PONTIAC—’ 57 Chieftain Catalina, $2,250*, 
‘56 Star Chief Catalina, $1,790* (ps); 
coupe, $1,540* (ps). °55 Chieftain 4-dr., 
$1,000*. °52 Chieftain 4-dr., $295*. '49 
sedan coupe, $135*; 2-dr., $130. ‘48 4. 
dr,, $115. 

RAMBLER—’55 Cross Country, $1,230. 

STUDEBAKER—'55 Commander (8) 2-dr,, 
$590, 53 coupe, $580°*. 

WILLYS—’ 52 2-dr., $220. 

MISCELLANEOUS—’57 Ford F-100 *-ton 
pickup, $1,100. °56 Chevrolet (6) ‘%-ton 
pickup, $900; Ford (6) %-ton pickup, 
$950, $940; Austin Healey roadster, §2,. 
050*; MG roadster, $1,680; Triumph 
roadster, $1,795; Volkswagen conv., $1,- 
590; 2-dr., $1,465, $1,430, $1,365. ‘55 
Chevrolet %-ton pickup, $820; Volks- 
wagen 2-dr., $1,175. °51 Hillman Minx 
station wagon, $225. °48 International 
1%-ton pickup, $105. 
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First look at a smart performer 


ERE’S THE 1958 GMC Money-Maker, and we 
proudly believe you'll find it the handsom- 


est hustler in the business. 


You’d never know it was a truck from its feel. 
An eager 200 horsepower takes off with a full 


load like it was a cargo of feathers. 


The fast-ratio cruising axle gives you an over- 
drive’s road pace: and gas ‘economy. The slick 
ease of turning is just like power steering. 


Sure, there’s a foam-rubber seat, enjoyable 


luxury in its roomy cab, enjoyment in its ride. 
But make no mistake—this truck is no cream 
puff under its boulevard styling. It’s a pocket 
battleship on wheels. 


You’ll know what we mean when you look it over. 
Look at its massive spring hangers—rear springs 
with the highest deflection rate of all light- 
duties. Note the heavily braced fender skirts. 


Sit on the tail gate—on an unhooked end. Solid 
as a rock—and tight as a cup when it’s-closed. 
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ment heads and understand top 
management thinking. 
. * * * 


GM Sponsors Supplier’s Ad 


Yale Rubber Mfg. Co., industrial 
rubber fabricators of Sandusky, 
Mich., is being featured in a series 
of double-page national magazine 
advertisements, sponsored by Gen- 


tion’s furniture designers, with free 
trips to Paris and Rome being 
offered as top prizes. 

The NCBI also plans an effort to 
interest the nation’s spring manu- 
facturers in joining with the Insti- 
tute in a cooperative promotion 
campaign which would emphasize 
spring and cotton inner construc- 


3 By Martin L, Whitmyer they aren’t sure whether or how 
3) Staff Writer much they can tell the world,” the 
. Internal relations take most of authors said. 
0 the time and energy of a public The survey further disclosed 
" relations department, a survey of that public relations departments 
. 1 79 of the top 149 corporations in| qo g bewildering variety of odd 
the U. S. show. jobs from handling customer com- 
rt Results of the survey are re- | plaints to running recreation pro- 
. ported in the November issue grams. 
“ | of Harvard Business Review in The authors urge top managers 
. an article, “You sane to Manage | t, rescue the public relations direc- 
y; Public Relations,” By Caroline | ;,, from this “welter of irrelevant 
- Bird and Thomas D. Yutzy, of | detail ‘and let him devote his at- 
. Dudley-Anderson Yutzy, public | tuntion to the long-range reputation 
relations firm, which made the | o¢ the company.” 
, study. ; | Stressing the need for manage- 
“All too often,” the authors con-| 11+ to choose public relations 
on clude, “a company buys public re- directors more carefully, the article 
“4 lations without knowing what to do| | it. out that management, lack- 
P with it, where to put it or what to} P aitich ~ Rs 
“ put into it. ; ing yardsticks, sometimes hires 
.- “Frequently public rélations de- back slapping, drink-swapping 
= partments are blocked off from cordiality, instead of a man who 
= knowing what’s going on in their| can structure an ill-defined job, re- 


own companies, or if they do know, 





sist internal pressures from depart- 


eral Motors Corp., depicting the|tion for cushioning in autos, bed- 

roles played by smaller GM sup-| ding, and furniture. 

pliers. | 2 Re |e 

wine po pene ps | P ragenon A the| 4NA Elects Barlow 

istory and gro of the company, 

its key personnel and company con-|_J2ck R. Barlow, manager — 

tributions to the community civic | product advertising for Chrysler 

social and economic life ’| Corp., has been elected to the board 

a. a lof directors of the Assn. of Na- 

' i tional Advertisers. 

Spring, Cotton Promotion Ralph Winslow, vice-president 
This country’s buying public will|#nd manager of the marketing de- 

be reached next year with a pro-|partment of Koppers Co., Pitts- 

motion program in behalf of spring|>urgh, is the newly elected chair- 

and cotton inner-construction for|™man of ANA. 


hioning i tomobiles, bedding, | ah ; 
cushioning in automo es ing ‘GM Exhibit on Display 


and furniture. 

Plans for the campaign will be | A General Motors exhibit, 
rounded out during the annual (trating the part the automobile 
meeting of the National Cotton {has played in the transformation 
Batting Institute in Chicago Nov. |of American community life and 
19. The National Cotton Council | the styling of GM’s 1958 “Golden 
cooperates with the Institute in | Milestone” cars is now on display 
the promotion, which began in |in Grand Central Station, New 
1954. | York. The exhibit will also point 
A major feature of the 1958 pro-| up GM’s 50th Anniversary. 


* * 


illus- | 





gram will be a contest for the na-' 


Focal point of the exhibit is the 





55 


16-foot animated diorama “Our 
American Crossroads.” Through 
voice and action it demonstrates 
the transformation of a rural 
crossroads community of 50 years 
ago into a thriving suburban com- 
munity of today. It emphasizes the 
major part the automobile has 
played in bringing the country and 
city together. 
+ + = 


How Demands Are Made 


Most of the new products and the 
new ideas that are being offered 
|to satisfy “public demand” were 
not demanded by the public in the 
first place, an Akron rubber execu- 
tive said in Detroit recently. 


Speaking to members of the 
Downtown Kiwanis Club, Robert 
V. Yohe, Sales vice-president for 
B. F. Goodrich Industrial Prod- 
ucts Co., said, “I don’t believe 
the public demands anything. 
How can the public demand some- 
thing that it knows nothing 
about? 


| “The thing we call public de- 
|}mand is nothing more than an idea 
| or a plan that some person, or com- 
| pany, wishes to sell to the public. 
|The ‘demand’ is simply the result 
|of a concentrated advertising and 
promotion effort to make the public 
| want it,” Yohe declared. 


He said the urge to develop new 
ideas comes about because “not one 
|of us is satisfied completely with 
things as they are. That restless 
| desire, coupled with the hazards of 


| competition, does not permit any 
|company that wants to stay in 


business to adopt an attitude of 
status quo.” 


Yohe pointed out that a profit- 


able industry attracts competitors, 
and then the need to keep ahead 
of those competitors leads to new 
products that the pubic must be 
urged to demand. 


“Industry cannot exhibit even the 
slightest complacence over its prod- 
ucts and its methods. It cannot 
afford to let well enough alone,” 
Yohe said. 


* > > 


Special Sioux Falls Edition 

The Sioux Falls (S. Dak.) Argus 
Leader will publish a special auto- 
mobile show issue Tuesday, Nov. 
26, in commemoration of the 43rd 
annual Automobile Show being con- 
ducted in that city Nov. 26-Dec. 1. 

The show, which will be staged 
at the Sioux Falls Coliseum, is 
being sponsored by the Sioux Falls 
New Car Dealers Assn. 

> > > 





More Stars Added to GM Show 


Ten additional stars of stage, 


| screen and television have joined 
|the cast of General Motors’ two- 


hour long “Golden Milestone” tele- 


| vision show Sunday, Nov. 17, from 


9 to 11 p.m, (ES.T.) over NBC. 
Newest stars in the cast of over 


|100 are Hollywood's June Allyson; 
| star of “Kismet” Doretta Morrow; 
|and Singer Dean Martin. Others 
|are interpretive dancers Chita 
|Rivera and Bambi Lynn; TV and 
| Hollywood personalities Howard 










See door hinges half again as heavy as the others. 
Smack your hand on the door panel, the roof. 


ide. | No crinkling there. 

oa The same quality instrument panel as on our big 

“~ 4$10,000 models. Steering column braced like a 
mast—recirculating ball-bearing-steering ease 

ver. §at its end. 

ngs § Radiator mounted on a bulkhead integral with 

ght- § the frame. Hood hinges heavily braced, too—try 
to rack the raised hood. See that hefty battery 

olid § Mounting. 


1, These are the things behind GMC stamina — 








engineered to new highs throughout the entire 
GMC Money-Maker line for ’58. They’re the 
things, too, that arm GMC dealers for all-out 
assault on the entire truck market in the year 
ahead. 


No mystery then why right now—as never before 
—it’s great to be the man selling GMC’s! 


There may be a GMC Franchise opportunity 
available in your area. Why not write us 
today? 


GMC TRUCK & COACH —A General Motors Division 
PONTIAC, MICHIGAN 


HE BETTER YOU KNOW GMC—THE BETTER THE TRUCK BUSINESS LOOKS 





Keel, Hans Conreid, Peg Lynch 
and Carol Burnett, and “Tonight” 
show vocalist Steve Lawrence. 


They round out an all-star cast 
including Kirk Douglas as nar- 
rator of the show, Claudette Col- 
bert, Helen Hayes, Dinah Shore, 
Dan Dailey, Don Ameche, Eddie 
Bracken, Pat Boone, Ernest Borg- 
nine, and Cyril] Ritchard. 


* * * 


Names 


John T. Curry jr. has been named 
to the newly-created position of 
manager of regional sales for Radio 
Advertising Bureau, Inc. New 
York. Curry formerly was manager 
of station services. 

“ . * 


N. Richard Lewis, formerly news 
bureau chief of the Automobile 
Club of Southern California, has 
been appointed public relations 
director of Fallon & Co., an adver- 
tising agency of Los Angeles. He 
will serve as account executive of 
Gough. Industries, Inc., distributors 
of Austin-Healey, MG, and Morris 
automobiles. 


Wyoming Auto Show 
CHEYENNE, Wyo. — The fifth 
annual auto show sponsored by the 
Laramie County Auto Trades Assn. 
will be held in the Frontier 
Pavilion here Feb. 21-23. 














Willys Honors Dealer— 


J. lL. Palmer, seated in “Jeep” truck, 
receives a plaque commemorating his 22 
yeors as a Willys dealer in Houston. The 
presentation was made by Ken Moyer, 
left, Willys central division manager, and 
J. F. Ashby, Dallas zone manager. Owner 
of Palmer Motor Co., Palmer has operated 
the business at the same location since 
1935 after three yeors as a used-car 
dealer. 


self-centering 


and 


Super-accurate 
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SOUTH BEND. Studebaker- 
Packard Corp. has announced the 
signing of 39 S-P and Mercedes- 
Benz dealerships. They are: 


Studebaker-Packard 


| A & E Motors, Inc., 91 Merrick 
Rd., Amityville, N. Y.; A. H. Wilson 
Garage, 224 Canal St., Brattleboro, 





| Vt.; J. H. Stichberry, Route 50, 
| Easton, Md.; Creek County Motors, 
1/100 N. Main, Sapulpa, Okla.; L. 
N. Auto Sales, 9970 W. Third St., 


Dealers Aid Fund Drive 


AUGUSTA, Ga.—<Automobile es- 
tablishments participating in the 
United Fund to raise some $344,200 
are: Walker Motor Co., Pontiac 
Master Auto Service, Roberts Motor 
Co. and Harison-Gulley Chevrolet, 
Inc, L. A. Gulley is vice-president 
of the fund drive. 





--- John BEAN’S 
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ON-THE-CAR WHEEL BALANCER 








uct @ tp of your writs ...and ite mounted 


You press John Bean’s new “1287” Balancer against the wheel, 


spin the self-centering rim with a flip of your wrists .. . 


the 


balancer is mounted and perfectly centered. A simple operation... 
no adapters, no studs, nothing to remove from the wheel. 

Easy reading scale shows the amount of weight required; an 
arrow points to the exact spot where needed. You precision balance 
the tire, wheel, hub, hub cap and drum as an integral unit .. . 


and do the job fast! 
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Now is the time to make wheel 
balancing the most profitable 
port of your business. WRITE 
FOR DETAILS TODAY. 


John BEAN 





send me 
data on 


Wheel Balancer 


grerecreces 


CD Self-Centering On-the-Cor 
Wheel Bolaoncer 


0 New On-the-Truck 


ATTACH COUPON TO YOUR LETTERHEAD OR A POST CARD 


OC Off-the-Car Wheel 
Balancing Equipment 


(C0 Wheel Belancing Tools 
ond Supplies 
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REAL MINIATURE AUTOMOBILES 


$465. to $595. 


2-hp gasoline engine or electric motor driven! 4 


Big M Jr. - Thunderbird Jr. 
Fire Bird Truck - Fire Chief's Car 





Tremendous salesroom promotion or retail 
to big-car buyers for the kids. Wonderful 
birthday or Christmas presents. 





Quality handmade chassis 


— genuine 
Fiber-Giass bodies, assembly-line opera- 


tion. Big Car Dealer Discounts. Phone, 


wire or write. 


THE POWERCAR CO., Mystic, Conn. Tel. JE 6-9641 


16 Dealers to Sell Mercedes .. . 


S-P Awards 39 Franchises 





Dayton, O.; Uptown Sales, 302 W. 
Washington St., Pontiac, IIl. 


Parks Auto Service, 2046 Re- 
| mount St., North Charleston, 
S.C.; Champion Motor Sales, 
Inc., 445 N. Main St. San 
Antonio; Marzolf Implement Co., 
220 South Broadway, Spring Val- 
ley, Minn.; Big Three Service 
Co., 70 North Main St., Spring- 
field, Tenn. 

Walker Motors, Inc., 673 N. 
|Pearl Street, Bridgeton, N.J.; 
Terry Motor Co., 514 North Man- 
igum St.. Durham, 
macher’s Garage, 
Main S&t., 
Pistner & Sons, South St. Marys 
Rd., St. Marys, Pa.; Unruh Motor 
|Co., 423 Third Ave., E. Alexandria, 
|Minn.; Catanese Bros., 
Russellton, Pa.; Jack Lenners- 
Erickson Motors, 129 Rubber Ave., 
Naugatuck, Conn.; S & S Service, 
West on Highways 2 & 169, Mount 
Ayr, Ia.; Nighsonger Farm Equip- 
ment, 517 Lincoln Way 
Ligonier, Ind. 

Waite Motor Sales, Inc., 839 
State St. Watertown, N.Y.; 
Tingley Motor Co., Seventh St., S. 








‘Tubeless-Tire Use 


Is Up—and So 


Are Complaints 


NEW YORK.— Use of tubeless 
| tires will continue to rise, accord- 


jing to an automotive and tire sur-| 


vey sponsored by Look Magazine. 


| The survey shows an increase of 
19 percent last year in the number 
| of tubeless tires on the road, or 35 
percent of all tires in use. This 
|year, the survey adds, 39 percent 
|of car owners say the next tire 
| they buy will be tubeless as against 
36 percent last year. 

| Paradoxically, the survey indi- 
|eates there also is an increase in 
| dissatisfaction among tubeless-tire 
users. In 1956, a total of 15 percent 
|of tubeless tire users had com- 
plaints compared with 21 percent 
this year. 

The major complaint was air 
leakage and loss of pressure. Next 
was difficulty or expense involved 
in repairing punctures. Others were 
dissatisfied with wearing qualities 
and riding qualities. 


Tappan Moves 
To Diversify 


MANSFIELD, O.—Tappan Stove 


N.C.; Wanne-| 
306-14 South | 
Celina, O.; Alvin J.| 


Main St.,| 


11, 1957 


| 
| 





Co. is embarking on a program of | 


diversification and expansion, ac- 
cording to W. R. Tappan, general 
manager. 


Tappan’s first major step toward 
broadening the scope of its opera- 
tions, he said, is an agreement to 
| acquire all the stock of Champion 
Molded Plastics, Inc., Bryan, 
Champion supplies plastic com- 
| ponents for the refrigeration and 
air-conditioning industry. The com- 
pany also manufactures plastic 
narts for automobiles, 


a line of plastic toys and hardware. 
Tappan plans to expand further 
in electronics and plastics, he said. 


Plastics Society Plans 


December Meeting in N. Y. 


NEW YORK. — “Quality Vinyl 
Products in the Consumer Field,” 
will be the theme of the next 
plastics film, sheeting and coated 
fabrics conference of the Society of 
the Plastics Industry, Inc., to be 
held Dec. 10-11 at the Hotel Com- 
modore here. 

New developments and industry 
advances of interest to vinyl film 
fabricators and processors will be 
featured. 

For the first time a nation-wide 
contest on finished products fabri- 
cated from vinyl film and sheeting 
will be sponsored. A panel of stylists, 
designers and merchandisers will 
serve as judges of this fabricators’ 
contest. Categories in which prod- 
ucts may be submitted are: rain- 
wear, shower curtains, draperies, 
closet accessories, kitchen ensem- 
bles and inflatable items. 


radios and | 
television receivers and produces) 


O. | 





Cordele, Ga.; Harrington-Palmer 
Co., 150 Washington St., Hart- 
ford, Conn.; Culver Car Co., 6116 
W. Washington Bivd., Culver 
City, Calif. 


Mercedes-Benz 


Chester Palmer, 
Ave., Roseville, Calif.; Miller & 
Sons Motor Co., 1401 Broadway, 
Mattoon, Ill.; Baxter Motors, Inc., 
1640 N. 12th St., Quincy, Ill.; Camp- 
bell Motor Sales, 81-83 Hennepin 


Ave., Dixon, Ill.; Balcom Sales Co., | 


14-146 American Ave., Norwich, 
N. Y. 
Coggins Motor Co., Inc., 330 Pres- 


ton Ave., Charlottesville, Va.; 


Helms Bros., Inc., 208-01 Northern} 
N. Y.; Champion | 


Blvd., Bayside, 
Motor Sales, Inc., 445 N. Main St., 
San Antonio; Blair-McLeod Motors, 
Inc., 220 S. Main St., Henderson- 
ville, N.C.; Carl E. Filer Co., 43 
S. Race St., Greenville, Pa. 

Switzer & Jordan, 601 E. Main 
St., Visalia, Calif.; Meachum Motor 
Co., 1722 Market St., Lewisburg, 
Pa.; Edward K. Cumming & Co.,, 
Inc., 414-416 Morris Ave., Elizabeth, 
N.J.; T. A. Rickard, Inc., East 
Orvis St., Massena, N. Y.; Cosen- 
tino Motors, Inc., 14 Cayuga St., 
Seneca Falls, N.Y.; Harrington- 
Palmer Co., 150 Washington St., 
Hartford, Conn. 
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Triumph to Offer 
Sedan and Wagon 
In U.S. Market 


CANLEY, Coventry, England.— 
Two special versions of the 
Standard Ten, to be known as the 


|Triumph sedan and Triumph sta- 
tion wagon, will enter the U.S. 
market late this fall, according to 
|A. S. Dick, managing director of 
Standard. 

Orders from Standard’s six dis- 
|tributors in the U.S, have already 


reached $11 million, Dick said 

Standard developed the new 
units, he said, through intensive 
market research and close consul- 
tation with its American subsidiary 
and distribution network. 

Alan F. Bethell, president of the 
Standard-Triumph Motor Co., Inc. 
New York, said, “We anticipate 
selling 2,000 of the full Triumph 
range each month over the next 
year.” 

Standard’s most popular seller in 
the U.S. in the past has been the 
Triumph TR-3 sports car. 





no research required! 
is Successful Farming’s 
editorial formula 
Tab tie a slels 


ideas, information 


presented in actual case histories 


save work and make money 
r the farmer, help his wife and 
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Fifty years of such a formula 
SF motivating influence 
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INSPIRES CUSTOMERS TO 


“~ 
» 


ONE YEAR WARRANTY by 


SURE-CAR 
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pees 
CTE CONFIDENCE 


in your 


NTEGRITY 


ONE YEAR GUARANTEE 


Parts and Labor 


Nation-wide inspection 
and warrantee service 
guaranteed by Best’s 

rated “A+” (excellent) 
U. 
for complete details 


S. insurance company .. . 


WRITE TODAY 


SURE-CAR ¢f Gerxca 


SEA CLIFF, NEW YORK 


MAIN OFFICE 
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Tig he Money Called No Hurdle for Autos... 
Finance Chiefs See Plentiful Credit 


(Continued from Page 2) 
toward standard 36-month ma- 
turitics. 

Asked about dealer finance re- 
serves, Blasco said there was no 
doubt that auto retailers should be 
reimbursed for their paperwork and 
liability stemming from their in- 
dorsement of retail paper. But he 
said few dealers are “abusing” the 
practice and getting more reserves 
than they are reasonably entitled 
to, thus creating a “serious prob- 
lem.” 

The panel split on whether the 
Federal Reserve Board’s so-called 
“tight money” policy is sound. 
Richard E. Meier, president of In- 
terstate Finance Corp., supported 
the policy, saying that any easing 
of credit now would be inflationary. 

Oare, however, said monetary re- 
straint can be “overdone” and that 
if the brakes are kept on too long, 
the ability to apply them again, 
when they're badly needed, may be 
lost. 

The panel members agreed that 
the problem of collision insurance 
overcharges through risk misclassi- 
fication, probed by the Monroney 
subcommittee this year, has been 
pretty well licked. They attributed 
the misclassifications primarily to 
insufficient rating information sup- 
plied by dealers and inadequate 
state laws. 

E. F. Wonderlic, president of 
General Finance Corp., said insur- 
ance companies are “struggling 
hard” to prevent misclassification. 

Ray H. Matson, vice-president 
of First National Bank of Chi- 
cago, said total receivables of a 


representative group of sales 

finance companies handling auto 

credit hit a new high in 1957. 

He said the volume of wholesale 
and retail paper of the companies 
studied by the bank rose 7% per- 
cent during the first six months, 
compared with first-half 1956. 

Matson called the credit experi- 
ence during the first six months of 
this year “excellent,” saying that 
net losses through liquidated retail 
paper amounted to under 0.7 per- 
cent. Other finance heads attending 





More ’58s Turn Up 
In Auction Arenas 


DETROIT.—Reports from 
wholesale auctions last week 
listed more ’58 models on the 
block. 

Fifteen were sold at Man- 
heim Auto Auction, Manheim, Pa. 
Two Buick Specials brought 
$3,230 and $3,200; three Chevrolet 
Impalas, $2,900 and two at $2,850; 
three Chevrolet Bel Airs, $2,725 
$2,700 and $2,625; two Dodge 
Coronets, $2,740 and $2,710; three 
Plymouth Belvederes, $2,740, 
$2,695 and $2,410; a Plymouth 
Savoy, $2,320, and an Edsel 
Ranger, $2,300. 

Colorado Auto Auction, Little- 
ton, Colo., moved a Buick Special 
at $2,905 and two Chevrolet Bel 
Airs at $2,700 and $2,575. 

At Tim Anspach Auto Auction, 
Albany, a Chevrolet Impala 
brought $2,620. 





Sept. Dip Best of Year... 


800 Fewer Road Deaths 





CHICAGO.—Eight-hundred lives 
were “saved” on the nation’s high- 
ways in the first nine months of 
1957, according to the National 
Safety Council. 

The council also reported a 9 


The death toll through Septem- 


ber was 28,110, a decrease of 3 per-| 


cent from last year’s 28,910 in the 
corresponding period, the council 
said. 


The council attributed part of the 
September drop to the same factor 
blamed for a 5 percent rise in the 
August toll—a calendar shift of the 
Saturday before Labor Day from 
eer in 1956 to August in 


Without this shift, the council 
added, the toll would not have 
risen in August or dropped so 
sharply in September. 

The September toll was 3,380, 
compared with 3,710 in September, 
1956. The combined toll for August 
and September was 3 percent below 
the combined total for the same 


Indiana’s Ban 
On Sunday Sales 
Is Ruled Invalid 


INDIANAPOLIS. — A state law 
forbidding auto sales on Sunday has 
m declared unconstitutional by 
Judge John M. Ryan in Superior 
here. 

Judge Ryan ruled that the act, 
which provides a maximum $750 
fine and six months imprisonment, 
was unlawful because it is “special 

legislation.” 

The law had the backing of the 
Automobile Dealers Assn. of In- 
diana, Inc, and the Indianapolis 
Automobile Trade Assn. 


On June 27, Ed (King) Clarke’s 





‘Auto Co., on behalf of retail motor 


vehicle dealers, filed a suit against 
Sheriff Robert O’Neal of Marion 
county, Indianapolis Police Chief 
ry Mueller and Marion County 
utor John G. Tinder. 
Judge Ryan said such a law 
would damage the business of more 


than 2.650 independent and fran- 


auto dealers in Indiana. 





two months last year, the council 
said. 

Figures available for only seven 
months show travel up 4 percent 


over 1956 and deaths down 3 per-| 


cent, for a mileage death rate of 5.5 
per 100 million miles, the council 
reported. This was called the low- 
est rate ever for those months. 

Idaho led 28 states reporting 
decreases in traffic fatalities for 

nine months, a drop of 26 per- 
cent. 

Among cities of 200,000 popula- 
tion that had fewer deaths, Louis- 
ville was the leader with a drop of 
49 percent. Tampa, Fla.. reported 
a 48 percent drop and Milwaukee, 
46 percent. 

Lynn, Mass.; Rock Island, IIL, 
and Ann Arbor, Mich. were the 
largest of 143 cities which reported 
they had no traffic fatalities 
through September, the council 


| said. 


Five Zone Posts 


Filled by Buick 


FLINT.—Five Buick sales organ- 
ization appointments, effective im- 
mediately, were announced last 
week by Edward 
C. Kennard, gen- 
eral sales man- 
ager. 

Russell T. Coon, 
40, assistant zone 
manager at Chi- 
cago since last 
April, was named 
zone manager at 
Washington to 
succeed L. A. 
Hanson, who has 
become a Buick 
dealer at Decatur, Ga. 

Richard B. Cogswell, 33, assistant 
zone manager at Dallas, was 
chosen to succeed Coon at Chicago, 
and Leonard B. Lane, 36, business 
representative in the Los Angeles 
zone, will move to Dallas as Cogs- 
well’s successor. 

Two other assistant zone man- 
agers were named by Kennard. 
Roy V. Feddersen, 36, was trans- 
ferred from Denver to Minneapolis 
to replace L. W. Haltom, who has 
become a Buick dealer at Austin, 
Minn., and Lyle F. Carpenter, 32, 
assistant sales promotion manager 
at the main office in Flint, goes to 
Denver as Feddersen’s replacement. 


Russell T. Coon 
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the conference also said losses and 
delinquencies are at a low level. 


In another address, Byron J. 
Nichols, Chrysler Corp.’s general 
manager of group marketing, 
brushed off the small imported car 
as a serious marketing factor. He 
declared that the American public’s 
desire for “more car” is the “domi- 
nant trend in the market today.” 

He said the U.S. is buying cars 
with more power assists and other 
premium features as an outgrowth 
of public desire for more comfort, 
convenience, handling ease and pas- 
senger capacity. 

Nichols called this development a 
“massive upgrading” of the auto 
market, in which medium-priced 
cars are being made out of option- 
loaded low-priced units. 

The Chrysler executive dis- 
counted talk that the “upgrading” 
has put a squeeze on medium- 
price lines. He said the market 
share of these price class units is 
25 percent, about the same pro- 
portion as in 1951-4. 

Nevertheless, Nichols said, com- 
petition from below has spurred in- 
tensified selling of lower-priced 
models in virtually all medium- 
priced lines. 

Gabriel Hauge, special assistant 
to President Eisenhower, told the 
conference that there has been 
some “moderation” of the pressures 
toward inflationary prices. 

He wouldn’t predict the business 
outlook, but he said he saw “no 
reason to expect the economy to 
make any sharp change in direc- 
tion.” 

Hauge labeled as “bunk” what he 
said were rumors circulating that 
the Administration thinks a “little 
depression right now would be a 
good thing.” 

“Nor does the Administration 
believe that a little inflation is 
either a good or necessary thing,” 
he continued. “Our economy does 
not need to run a slight tempera- 
ture to keep healthy.” 

The White House aide said the 
Government wants to help keep the 
economy on an even keel but that 
it doesn’t want to do it by building 
“competitive shelters” for various 
segments of the economy. To avoid 
this, he said, it often is forced to 
take unpopular positions. 

FRB Chairman William Mc- 
Chesney Martin jr. in another 
talk; said the Federal Reserve is 
dedicated to combatting inflation 
and deflation but has no “magic 
formula” for preventing minor 
fluctuations in economic activity. 

He said some declines in business 
are “inevitable” from time to time 
in a free enterprise system and that 
businessmen should accept these 


| setbacks without wringing their) 


hands in despair. 

Martin said he doesn’t want inter- 
est rates to be any higher than 
they need to be to spur economic 
growth by combatting inflation, 
which he called the big economic 
problem of the postwar years. 

He called inflation an “insidious” 
and “pervasive” process that has 
“gotten ahead of us in the past two 
years.” 

Francis J. Conway, president of 
Thorp Finance Corp., was elected 
new president of AFC. Maxwell C. 
King, president of Pacific Finance 
Corp., was named chairman of the 
group’s executive committee. 


Fedders Is Upheld 
In Patent Suit 


BUFFALO. — Federal Judge 
Justin C. Morgan dismissed a 
Cleveland company’s patent suit 
against Fedders-Quigan Corp., Buf- 
falo, that involved a design of air 
and water passages in radiator 
heater core assemblies. 

Bishop & Babcock Mfg. Co. 
charged that the core design of the 
local company infringed on a 
patent issued in 1952 to A. G. Getz, 
chief engineer of Bishop & Bab- 
cock. The design is one of curving 
routes for air and water passing 
through a core, thus creating a 
turbulence that increases the effi- 
ciency of heat transfer from the 
water to the air. 

The case, which was tried in 
October, 1956, did not involve a 
request for specific damages. 


TV Star Presents "58 Rambler— 





George DeWitt, center, master of ceremonies of CBS-TV's “Name That Tune,” 


presents a 1958 Rambler Cross Country 


station wagon to the city of Wappingers 


Falls, N.Y., for use as an emergency ambulance. Receiving the Rambler are Mayor 


James Temple and Dr. Winona Brannon. 


Dr. Brannon, currently appearing on the 


TV show, said that with her winnings, she planned to start a fund for an emergency 


ambulance for the city. American Motors 


and the producer of the show then made 


arrangements to present one on her behalf. Delivery was made through Al Fogg, of 





Fope Auto Exchange (Rambler), Foughheapele, 0. V. 


Texas Independents Hail 
1,000-Strong Association 


AUSTIN, Tex.— With member- 
ship topping the 1,000 mark this 
year, the Texas Independent Auto- 
mobile Dealers Assn., Inc., now is 
the “largest and most powerful” of 
the state organizations in the 
nation. 

The claim was made by H. C. 
Pointdexter, outgoing president of 
the group, during the final day of 
the 13th annual convention at 
Austin. 

When founded in 1944, TIADA 
had less than 100 members, but 
during the past 13 years, Point- 
dexter said, the group has won 
recognition from Texas commu- 
nities as being vital to their 
economy through “merchandis- 
ing” of used cars on a sound, 
businesslike basis. 

Tom Blundell, TIADA business 
manager from Fort Worth, added 
emphasis to the point in reporting 
that he has noticed a “decided 
change” toward members during 
the past three years. He said re- 
actions from representatives of 
Texas government agencies before 
which he has appeared in behalf 
of the association has indicated 
that the independent dealers are 
being looked upon as “business- 
men.” 

With this spreading recognition, 
which Blundell said he found 
throughout the state, he has been 
called on more frequently to speak 


NADA Names 6 


To Speaker List 


For Convention 


WASHINGTON. — Six speakers 
have been named to address the 
41st annual NADA convention and 
1ith equipment exhibition in Miami 
Beach Jan. 11-15. 

John Williamson, management 
and sales consultant, wil] discuss 
“Selling Service” at a special ses- 
sion Jan. 11. “Muffler Service and 
Profit” will be the subject of 
Charles A. Klaus, sales vice- 
president of Maremont Automotive 
Products, Inc., Chicago, at the 
same session. 

Clarence Staufenbeil, national 
used-car manager of Cadillac, will 
talk on “Used-Car Appearance Re- 
conditioning” -during the used-car 
period of the service session. 

At another service session Jan. 
12, Jackson L. Hayman, of du 
Pont’s industrial merchandising 
section, will discuss “The Potential 
Profits in Tire Manufacturing.” 

Sales management will be dis- 
cussed by Robert A. Whitney, presi- 
dent of Marketing Audits Institute, 
at a convention session Jan. 13. He 
will be joined by W. Heartsill 
Wilson, assistant to Plymouth’s 
sales vice-president, who will talk 
on “The Mark of the Professional.” 


before civic groups to explain 
used-car merchandising. And, he 
noted, bankers in Texas are taking 
considerable more interest in fi- 
nancing within the industry. 


Both speakers were optimistic 
over this new confidence as por- 
tending a brighter future for the 
independents in 1958. 

Conversely, the association ex- 
pressed new confidence in the in- 
surance department of the Texas 
State government. The former in- 
surance commission has been 
rocked during the past two years 
by scandals that caused the 1957 
legislature to reorganize it and the 
governor to name new members to 
what is now known as the state 
board of insurance. 

In a resolution the TIADA com- 
mended the board for their “in- 
terest, honesty and sincere desire 
to strengthen the insurance laws 
of Texas.” 

In other resolutions, the inde- 
pendents gave an approving nod to 
the Texas highway department for 
improving its titling service during 
the past five years; urging each 
local to work closely with its state 
and national organizations for 
“civic betterment,” and requesting 
dealers and their employes to abide 
by the 10-point code of ethics 
adopted in 1944. 

The board of directors ap- 
proved a new group hospital in- 
surance plan that will be avail- 
able to all TIADA members in 
the state. The $10,000 compre- 
hensive policies (Continental Cas- 
ualty Co.) will be paid for by the 
individual members, but the plan 
will result in a saving of more 
than 40 percent under standard 
rates. 

After election of new officers, it 
was announced that the time and 
place of the 1958 convention will 
be selected by them at a meeting 
to be held at the association's 
offices at Fort Worth in December. 

Officers named for the ensuing 
year include: 

John F. Geary, Fort Worth, pres- 
ident; O. W. Conditt, Fort Worth, 
vice-president; Lee Sullivan, Dallas, 
vice-president; Joe Fralin, Lub- 
bock, vice-president; Charles 
Walker, Pecos, secretary, and S. A. 
Meazell, Dallas, treasurer. 

Regional vice - presidents named 
were: 

Western area— Doyle Renfro, 
Odessa; Central area—W. A. Terry, 
Waco; Eastern area— Mac Ash- 
worth, Tyler, and Southern area 
—H. E. Dorr, Houston. 

At its closing session the group 
heard State Atty.-Gen. Will Wilson 
speak on “Morality in Govern- 
ment.” Wilson’s staff worked 
closely with legislative investigat- 
ing committees and an Austin 
grand jury in probing the scandal- 
ridden insurance industry. 
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58 Ford Prices Hiked, 
Model Lineup Juggled 


(Continued from Page 1) 
series. It is $37.56 less than the| priced series is compared with both 


1957 Custom 300. 

The above figures and all other 
prices used in this article include 
Federal excise tax and dealer 
delivery-and-handling charges. 

The Custom 300 two-door is $2,065 
—up $74.40 from last year’s Custom, 
but $40.28 below the 1957 Custom 
300 


The lowest-priced series for 1958 
actually is a Custom 300 on the 
outside and a Custom on the inside. 
A total of $24.10 worth of interior 
appointments which were standard 
on the 300 last year now are extra- 
cost accessories. 

+ * 

E items include special 
trim, horn ring, arm rests, right- 
hand visor, cigaret lighter, ash tray 
and courtesy light. Even with these 
items added, however, the new 
Custom 300s are less expensive than 

last year’s. 

The Fairlane, now Ford’s middle 
series, puts the division in a 
stronger competitive position since 
its wheelbase and length are similar 
to the Savoy and Biscayne. Ford 
would have been outgunned in both 
departments had the Custom 300 
remained the middle line. 

Fairlane six-cylinder sedans are 
$1.36 and $4.08 cheaper than last 
year’s, while hardtops went up 
$71. Electric clock and wheel 
covers ($33.10) have been removed 
from the standard-equipment list. 

Fairlane 500 sedans and hardtops 
rose $102 to $106 and the six- 
cylinder convertible is up $154.66. 
The retractable hardtop (V-8 stand- 
ard) is up $230.64. 

+ o * 


== is a comparison of Ford, 
Chevrolet and Plymouth prices 
on six-cylinder models: 


4dr. 2-ar. 
sedan sedan 
Ford Custom 300 ...... $2,119 $2,065 
Chev. Delray .............. 2,155 2,101 
SU I eaitctectcnsccinns 2,169 2,118 
4-dr. 4dr. 
sedan 
Ford Fairlane .......... $2,285 $2,429 
Chev. Biscayne .......... 2,290 * 
Be I na ccncisccctccsees 2,305 2,400 
* Not 
4-dr. 4-dr. 
; sedan 
Ford Fairlane 500 ...$2,438 $2,509 
Chev. Bel Air ............ 2440 2,511 
Ply. Belvedere .......... 2440 2,528 


Chevrolets and Plymouths with 
V-8 engines are priced $107 above 
six-cylinder units, but the Ford 
prices vary. Ford V-8 wagons are 
$107 more, but the figure is $137 in 
the Custom 300 series and $124 on 
Fairlane and Fairlane 500 models. 

A 292-cubic-inch, 205-horsepower 
engine will be used in Fairlane V-8s 
rather than the new 332-inch, 240- 
horsepower unit that had been an- 
nounced for this series. The latter 
engine is optional at $32.30 above 
the regular V-8 price. 

A new 352-cubic-inch power plant 
is available in Fairlane V-8s for 
$35.40 extra and in station wagons 
for $42.50 additional. 
> - > 


Y SERIES, the new Custom 300 
is priced 1.83 percent below last 
year’s Custom 300 and 4.23 percent 


above last year’s Custom. Fairlanes| — 
Fairlane 500s| — 
climbed 5.43 percent, and wagons| © 


rose 1.52 percent; 
are up 5.03 percent. 

The division’s overall increase is 
3.7 percent when this year’s lowest- 


3 Caruso Aides 
Freed by Court 
LOS ANGELES.—Charges of for- 
gery and grand theft were dis- 
missed in Superior Court against 
Robert Revell, Carl Woodruff, and 


Hiram L. Sebra, associates of Henry 
J. Caruso in his recent auto busi- 
ness. 


Caruso recently pleaded guilty to 
four felony counts in two indict- 
ments, and is seheduled for sen- 
tencing Nov. 22. 

Four aides who pleaded guilty at 
the same time to one felony count 
will be sentenced with Caruso. 


the ’57 Custom and Custom 300. 
Ford’s equipment prices re- 
mained generally the same as in 
1957. The new Cruise-O-Matic 
transmission is $19740 (Fordo- 
matic stays at $179.80), and air 
suspension is $156.10. 

Plymouth and Dodge have added 
$10 to the suggested dealer delivery- 
and-handling charge, bringing it to 
$35. Chevrolet suggests a $40 
charge, the same as last year. 

* aa * 


gd THE luxury field, Cadillac 

maintained its price advantage 

over its rivals. Here are the figures: 
4-dr. 2-dr. 


hardtop hardtop 
SE TED: adtchonsstcnocssl 891 $4,784 
Chrysler Imperial 4,945 4,839 
Lincoln Capri ............ 4,951 4,803 
Buick Limited .......... 5,112 5,002 


The Limited prices include power 
windows and power seat. These fea- 
tures are not standard on the other 
makes until one moves up to the 
de Ville, Crown and Premiere 
models. Here is how those prices 
compare: 


aplioe aan 
Cadillac de Ville ...... "$5497 $5251 
Lincoln Premiere ...... 5,565 5,318 
Imperial Crown ........ 5,632 5,388 


The Imperial LeBaron four-door 
sedan and hardtop are $5,968.50, 
compared with $6,072 for the new 
Continental Mark III and $6,232 for 
the Cadillac Sixty Special. Cadillac’s 
Series 75 eight-passenger sedan is 
$8,460 and the limousine is $8,675. 
The Eldorado Brougham remains 
at $13,074. 

Cadillac’s price increase is 2.98 
percent for the “62” series which 
accounts for 93 percent of volume, 
and 5.19 percent for the entire line. 

> > * 


THER Continental prices are 

$6,283 for the convertible and 
$5,825 for the two-door hardtop. 
Last year’s Mark II two-door hard- 
top was $9,966. 

Lincoln prices (excluding Conti- 
nental) showed an overall increase 
of 3.94 percent, including Federal 
excise tax and dealer handling 
charges. 

The dollar rise ranged 


Chrysler Corp. prices rose by the 
following amounts: DeSoto, 2.28 
percent ($41.25 to $127.25); Chrysler, 
2.61 percent ($41 to $145); Imperial, 
3.16 percent ($103 to $226); Dodge, 
3.83 percent ($78.25 to $152), and 
Plymouth, 4.83 percent on six- 
cylinder models ($82.25 to $140.25). 

* > © 


) EACH line, certain optional 
items were made standard, and 





Big Deal— 

The Missouri State Highway Patrol has 
completed arrangements for the purchase 
of 500 new 1958 Chevrolet police cars 
from Jerry Green Chevrolet, Kansas City, 
on a low bid basis. Shown above as the 
signing took place are, seated, from left, 
Lt.-Col. E. J. Hockaday, assistant super- 
intendent of the patrol, and Jerry Green, 


for the patrol, and Tom Smith, dealership 
vice-president. Hockaday estimated the 


They are Ladimir Macura, Sidney) deal would total $1.5 million with cars 


Schraier, Harold Andrews and 
James L. Broadway. 


being delivered at a rate of 40 to 50 a 
month, 


this contributed to the boost. The 
new standard features include ex- 
terior side trim on the Plymouth 
Plaza and Chrysler Windsor, four- 
barrel carburetion and special car- 
pets on the Dodge Royal and 
similar carpets on the DeSoto Fire- 
dome. 


Dual headlights were made 
standard on all DeSotos, Chryslers 
and Imperials. Plymouth and 
Dodge also have dual lights this 
year, but these makes di¢ not 
offer them even as options in 1957. 
Chrysler 300-D models are $244 
higher than last year, but about 
$107 ot the rise is due to making 
power steering standard. 

A summary of Chrysler Corp., 
Ford division and Lincoln- 
Continental prices, together with 
increases or decreases from 1957 
models, appears below. 


Chrysler 


INDSOR—four-door sedan, 
$3,129 (up $41); four-door hard- 
top, $3,279 (up $62); two-door hard- 
top, $3,214 (up $61); four-door two- 
seat station wagon, $3,616 (up $41); 
four-door three-seat station wagon, 
$3,803 (new model). 
Saratoga—four-door sedan, $3,- 
818 (up $100); four-door hardtop, 
$3,955 (up $123); two-door hard- 
top, $3,878 (up $124). Torque- 
Flite and power steering are 
standard. 
New Yorker—four-door sedan, 
$4,295 (up $122.50); four-door hard- 


top, $4,403.50 (up $145); two-door 
hardtop, $4,346.50 (up $145); con- 
vertible, $4,760.50 (up $122.50); four- 


door two-seat station wagon, $4,868 
(up $122.50); four-door three-seat 
station wagon, $5,083 (new model). 
TorqueFlite and power steering are 
standard. 

300-D—two-door hardtop, $5,173; 
convertible, $5,603 (up $244 each). 
TorqueFlite, power steering and 
power brakes are. standard. 


DeSoto 


IRESWEEP — four-door 

$2,818.50; four-door hardtop, 
$2,953 (up $41.25 each); two-door 
hardtop, $2,889.50° (up $53.75); con- 
vertible, $3,21850 (new model); 
four-door two-seat station wagon, 
$3,266 (up $96.75); four-door three- 
seat station wagon, $3,408 (up 
$97.75). 


Firedome—four-door sedan, $3,- 
085 (up $127.25); four-door hard- 
top, $3,234.50 (up $92.75); two- 
door hardtop, $3,177.50 (up $92.75) ; 
convertible, $3,488.50 (up $127.25). 

Fireflite — four-door sedan, $3,- 
582.50 (up $95.75); four-door hard- 
top, $3,731 (up $60.25); two-door 
hardtop, $3,675 (up $61.25); con- 
vertible, $3,972 (up $81.75); four- 
door two-seat station wagon, $4,030 
(up $48.25); four-door three-seat 
station wagon, $4,172 (up $48.25). 
ToraueFlite is standard. 

Adventurer—two-door hardtop, 
$4,071 (up $74.25); convertible, $4,- 
369 (up $96.75). TorqueFlite and 
power brakes are standard. 


a 
RONET SIX—four-door sedan, 
$2,529.50; two-door sedan, $2,- 
448.75 (up $78.50 each). 

Coronet V-8—four-door sedan, 
$2,637 (up $78.50); two-door sedan, 
$2,556.25 (up $78.25); four-door 
hardtop, $2,764 (up '$99); two-door 


sedan, 





Trophies from France— 

Two “Grand Prix D'Honneur” 
delivered this week to Paul C. Ackerman, 
Chrysler Corp., engineering director, by 


cups ore 


Air France Hostess, Claude Bornet. The 
cups were awarded for a Chrysler Im- 
perial Crown limousine, hand-built by 
Ghia of Italy to Chrysler Corp. specifi- 
cations, and a Chrysler convertible, at 
the recent “Concours D’Elegance” in 
Cannes, France. 


hardtop, $2,679 (up $99); converti- 
ble, $2,941.50 (up $100). 
Royal—four-door sedan, $2,797 
(up $85.50); four-door hardtop, 
$2,915.25 (up $97.25); two-door 
hardtop, $2,854 (up $85.50). 

Custom Royal—four-door sedan, 
$3,030 (up $149); four-door hardtop, 
$3,142 (up $151); two-door hardtop, 
$3,071 (up $151); convertible, $3,298 
(up $152). 

Station Wagons — two-door two- 
seat Suburban, $2,970.25 (up 
$109.25); four-door two-seat Sierra, 
$3,034.75 (up $88.75); four-door 
three-seat Sierra, $3,176.25 (up 
$103.25) ; four-door two-seat Custom 
Sierra, $3,212.25 (up $125.25); four- 
door three-seat Custom Sierra, $3,- 
354.25 (up $139. 35). 


hinted 
(TORQUEFL Ets, power steering 

and power brakes are standard 
on all models. 


$4.338.50 (up $103). 
Crown—four-door sedan, $5,632; 

four-door hardtop, $5,632 (up $226 

two-door hardtop, $5,388 (up 
convertible, $5,758.50 (up 


each); 
$119.50) ; 
$161). 
LeBaron—four-door sedan, $5,- 
968.50; four-door hardtop, $5,968.50 
(up $226 each). 
> 


Plymouth 


IRICES are for six-cylinder mod- 
els unless otherwise specified. 
For V-8s, add $107.75. 
Plaza—four-door sedan, $2,169 (up 
two-door sedan. $2,117.50 
business coupe, $2,028.25 


$114.25) ; 
(up $109); 
(up $129.50). 

Savoy — four-door sedan, $2,- 
304.75 (up $111.25); two-door 
$2,254.25 (up $107); four- 
door hardtop, $2,399.50 (up $82.25) ; 
two-doo 


439.75 up $99); two-door! 439.75 (up $130); two-door sedan,'boost $130) ; 


—. 


$2,388.50 (up $125); four-door hard. 
top, $2,527.50 (up $109); two-door 
hardtop, $2,456.50 (up $108); con. 
vertible (V-8 standard), $2,762 ( 
$124); two-door Fury hardtop. (Vg 
standard), $3,066.50 (up $140.25). 
Station Wagons (Suburbans)— 
two-door two-seat Deluxe, $2,431.59 
(up $101.25); two-door 
Custom, $2,553.25 (up $113.25) ; 
door two-seat Custom, $2, er" ‘ee 
$114); four-door three-seat Custom, 
$2,747 (up $98.25); four-door two. 
seat Sport, $2,759.75 (up $138); four. 
door three-seat Sport, $2,899.75 (up 
$123). 


* * * 


Lincoln-Continental 
BO-DRIVE, power steering 
and power brakes are standard 
on all models. 

Capri— four-door sedan, $4,951; 
four-door hardtop, $4,951 (up $157 
each); two-door hardtop, $4,803 (up 
$154). 

Premiere—four-door sedan, 
565; four-door hardtop, $5,565 (up 
$271.50 each); two-door hardtop, 
$5,318 (up $169.50). 

Continental Mark III—four-door 
sedan, $6,072; four-door hard 
$6,072; two-door hardtop, $5,825; 
convertible, $6,283 (all new models), 
Last year’s Continental Mark If 
two-door hardtop was priced at 
$9,966. 


* * * 


Ford 


— are for _ six-cylinder 
models. For V-8s, add $107 for 
station wagons, $137 for Custom 
300s and $124 for Fairlanes and 
Fairlane 500s. 


Custom 300 — four-door sedan, 
$2,119 ($77.12 more than ’'57 Cus- 
tom, $37.56 less than °57 Custom 
300); two-door sedan, $2,065 ($74.40 
more than °57 Custom, $40.28 less 
than '57 Custom 300); business two- 
door, $1,977 ($98.36 more than '57 
Custom, no comparable '57 Custom 
300 model). 

Fairlane—four-door sedan, §$2,- 
285 (down $1.36); two-door sedan, 
$2,231 (down $4.08); four-door 
hardtop, $2,428.73 (up $71.29); 
two-door hardtop, $2,364.12 (up 
$71.32). 

Fairlane 500—four-door sedan, 
$2,437.72 ‘(up $105.68); two-door 
sedan, $2.383.72 (up $102.32); four- 
door hardtop, $2,508.72 (up $104.96); 
two-door hardtop, $2,444.72 (up 


$105.60); convertible, $2,659.98 (up 
$154.66); retractable hardtop (V4 
standard), $3,172.69 (up $230.64). 


Station Wagons—two-door two | 
seat Ranch Wagon, $2,406.76 (up } 


$106.04); two-door two-seat Del Rie 
Ranch Wagon, $2,513.24 (up 
$115.92); four-door two-seat Ranch 
Wagon, $2,460.76 (new model); 

four-door two-seat Country Sedan, 
$2,567.24 (up $115.92); four - door 
three-seat Country Sedan, $2,674.24 
(up $118.16); four-door three-seat 
Country Squire, $2,803.90 (up 


$165.26). 
. @ « 


FWD Truck Prices 


Increased 5 Pct. 


INVILLE, Wis. — Four 
Wheel Drive Auto Co. has am 
nounced an increase of approxi- 
mately 5 percent in the prices of 
most of its new truck models, 
effective Dec. 1. 
The firm said rising material and 
labor costs necessitated the price 


No GM Drive to Recruit Dealers Seen 


(Continued from Page 2) 


the moratorium was declared on 
March 2, 1956, but the number had 
slipped to 2,967 by last week. 

GMC said that the areas where 
dealers will be added had not 
been pinpointed but did say it 
would pay particular attention to 
the areas of the nation which 
have been experiencing the great- 
est economic and 
growth. 


A spokesman for Cadillac said 
that he doubted that the division 
would add any dealers. He said the 
number of Cadillac dealers had re- 
mained about the same “for years” 
and no reason had come up for 
changing the number. 

The,end of the moratorium was 
announced Oct. 31 by GM President 


-|Harlow H. Curtice. He said the 


change was made with the begin- 
ning of the 1968 model year. 
. * 
= moratorium goes back to 
the widely publicized disputes 
between dealers and factories in 


the spring of 1956. On March 2 of 
that year, GM announced that it 
would appoint no new dealers, with 
the exception of replacements, for 
the remainder of the year. 

In a speech before the NADA 
cgnvention in San Francisco last 
January, Curtice extended the mor- 
atorium through the 1957 model 
season. 

In ending the moratorium, Cur- 
tice said the move did not indi- 


needs of present and future cus- 
tomers will be considered, he said. 
GM’s total number of dealers is 
now less than it was before World 
War II, Curtice said. He added: 
“However, it is necessary always 


Weiler Sells State 721 Units 

OREGON CITY, Ore.—Chevrolet 
dealer Ben Weiler has completed 
delivery of 721 Chevrolet cars and 
trucks to the State for $1.8 million. 


to take into consideration impor 
tant market changes such as the 
expansion of cities into suburbat 
areas, shifts from farming areas © 
villages and from villages to cities 
and, finally, the great population 
increases that have taken place 
some regional areas such as the 
Pacific Coast, 
* * > 

ECAUSE the changing eco 

nomic complexion of cities 
must be recognized, in many it 
stances replacement dealers will be 
established in locations different 


continue to be to give our cus 
tomers the kind of distribution 
and service to which they are 
entitled.” 

With the exception of GMC, none 
of the divisions would say how 
many dealerships they have now 
Best available estimates for the 
1957 model run gave these totals: 
Chevrolet, 7,587; Pontiac, 3,97: 
Buick, 3,576; Oldsmobile, 3,857, and 
Cadillac, 1,753. 
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Second Car, Economy Are Reasons... 
Imports Growing in San Antonio 


(Epitor’s NOTE: 
in a series of reports on foreign- 
car merchandising in major cities 


ss the nation.) 
—~ * * * 


By J. H. Reed 
Staff Correspondent 


AN ANTONIO.—Two years ago, 

there were only two imported- 
car dealerships in San Antonio. 
Today there are five, and the in- 
crease is expected to continue. 

One reason for the expected in- 
crease lies in the fact that San 
Antonio is not too far from a 
port of entry—Houston—making 
it easy to secure any of 25 British, 
German, French, Italian or 
Swedish makes a dealer may 
wish to handle. 

Some of today’s five dealers have 
more than one outlet. In all, they 
handle 10 makes — Austin-Healey, 
Citroen, English Ford, BMW Isetta, 


This is another| Jaguar, MG, Renault, Triumph, 


Volkswagen and Volvo. The Amer- 
ican Motors Metropolitan also is 
available here. 

Registrations are below 2 percent 
of the city’s new-car total, but 
those figures don’t tell the whole 
story. Some of the imports — no- 





Detroit Expressway 
Honors W. P. Chrysler 


DETROIT.—The Motor City’s 
third expressway will be named 
for Walter P. Chrysler, founder 
of Chrysler Corp., Detroit’s Com- 
mon Council has decided. 

The Edsel Ford Expressway 
was named in honor of the son 
of Henry Ford. A fourth freeway 
may be named for a representa- 
tive of GM, 








Dealer Fighting Tax Suit 
Admits Over-Ceiling Sales 


MILWAUKEE. — A Milwaukee 
auto dealer, accused of owing the 
U. S. $487,170 in back taxes and 
penalties, has admitted he sold 
used cars above OPA prices in 1946 
and did not list the extra income in 
his books. 

Anthony A. Jaeger, president of 
Jaeger Motor Car Co, (Pontiac), 
testified at a hearing in Federal 
tax court before Judge J. Greg- 
ory Bruce. 

Jaeger is contesting the assess- 
ment, which the Government says 
covers unpaid income taxes, fraud 
penalties and interest for the years 
1945-53. 

Under questioning by Thomas J. 
Donnelly jr., Government attorney, 
Jaeger told of depositing $11,400 in 
a safe-deposit box over a period of 
time. 

He said the money represented 
the excess over OPA list prices on 
the sale of used cars to used-car 
dealers. OPA regulations would 
have forced him to sell at a 
wholesale price, he added. 

Jaeger also admitted that his 
firm sold used cars to members of 
his family who then resold them at 
a profit. He said it was done to 
reduce used-car inventory. 

“If the factory saw we had too 
many used cars, we wouldn't get 
any new cars,” Jaeger explained. 

He denied that profits from the 
resales were returned to the firm 
by members of the family. “They 
got the profits,” he insisted. 

Asked if he received a cut on 
extra profit from cars his sales- 
men might have sold above ceil- 
prices. he said, “I don’t know, 


Multi-Luber Made 
Option on Edsel 
At $39.50 Price 


ST. LOUIS.— Multi-Luber auto- 
matic power lubrication now is 
available on the new Edsel, accord- 
ing to Lincoln Engineering Co. offi- 
cials. This is the newest application 
of vacuum -operated Multi - Luber 
Systems. 

Suggested list price of the de- 
vice is $39.50. 

Where Multi-Luber is installed 


on the new Edsel, lubrication of all 
front end bearings is automatic 
every time the motor is started. 
Each time the ignition is turned 
on, @ pre-measured quantity of 
refinery-pure lubricant is delivered 
under positive pressure to each 

ng, Lincoln engineers report. 

In addition, there is a pushbutton 
on the instrument panel to provide 
Power lubrication whenever special 
circumstances require it. The driver 
would use this button while operat- 
ing the Edsel under extreme 
Weather conditions, such as in sand 
or dust storms, or while driving 
very long distances without stop- 
Ping. 

Multi-Luber also is available on 
late-model Lincoln and Mercury 
cars as optional factory installed 
equipment. Kits are available for 
— Popular late-model automo- 





you'll have to ask the salesmen 
about that.” 

Donnelly said the Government 
claimed Jaeger failed to report 
$10,115 income in 1945, $20,252 in 
1946, $20,090 in 1947 and $18,476 in 
1948. 

In the original Government claim, 
the total asked in back taxes and 
penalties was $246,600. Another 
$240,000 was asked in supplemen- 
tary pleadings for income the U. S. 
claimed Jaeger received as owner 
of his firm’s premises. 

Five tax cases are being heard 
at once, covering petitions filed by 
Jaeger, his wife, Anna, and the 
company. 

The hearings were continued, 











tably Volkswagen—do not appear 
in dealer registration lists. 
* * * 

N SEPTEMBER, 12 Renaults 

were registered, the same num- 
ber as Rambler and only two less 
than Edsel. This put Renault in 
13th place for the month. 

In 14th place was MG with 10 
sales, a total that topped the efforts 
of Imperial, DeSoto and Lincoln. 

Three factors draw motorists 
to imported cars, dealers say. 
They are price and economy of 
operation in the smaller models 
and styling and other appoint- 
ments in the more expensive 
units. 


With many persons, gas economy 
is even more important than ini- 
tial price. As one foreign-car dealer 
puts it: “The high cost of gasoline 
abroad has led to the development 
of an economical car to a far 
greater extent than we have known 
it here. 

“And if, through increasing dif- 
ficulty in getting supplies and 
added state and Federal taxes, the 
cost of gas continues to go up here, 
We may expect cost of operation to 
be increasingly important—with a 
shift to the low-cost-of-operation 
European car.” 

* = = 

hoe may seem like strange 

words from a Texan, but even 
Texans and Oklahomans realize the 
supply of oil is not inexhaustible— 
that atomic power as a source of 
power for autqmobiles is still a 
long way off. 

Dealers say there are three main 
classes of foreign-car buyers. 

First, there is the man who 
wants a second car to drive to 
town. He wants “something dif- 
ferent” and finds it in a sports 
model. Price is not as much of a 
consideration here as style and 
economy of operation. 


In San Antonio, incidentally, 





when a sports model cannot be 
used, 

Second, there is the salesman or 
professional man who must be “all 
over the city” and wants an eco- 


nomical car to use on his rounds. 
+ * * 


INALLY, there is the family 

with a limited income—possibly 
a retired couple. They want a car, 
not for beauty, but for utility and 
economy, 


In addition, there appears to be 
a growing market among families 
that can afford a smal] car for a 
teen-aged son or daughter to drive 
to school, and BMW Isettas are 
gaining popularity with firms need- 
ing a small car for town deliveries. 

As to the future of imported cars, 
the dealers handling them natu- 
rally are optimistic, but many do- 
mestic dealers do not appear to be 
worried. 


One of the latter declared: “In 
recent months, we have taken in 
several of these foreign models 
for people who did not like them 
after a few months’ trial. We 
believe the majority of American 
drivers are going to stick to the 
American models with which 
they are more familiar.” 

Still another observer believes 
that the state of the nation’s econ- 

omy may determine the fate of the 
imported car. 

“If the economy remains at a 
high level,” he said, “foreign cars 
will have difficulty making sub- 
stantial inroads. But if times get 
tough, the imported-car dealer with 
his lower-priced models may be 
sitting pretty.” 


Fisher Body Promotes 


Johnson and Kowalski 


Harry Johnson and Stanley Ko- 
walski have been appointed assist- 
ant directors of the die engineering 
activity for Fisher Body division. 

Johnson formerly was assistant 
senior engineer-in-charge of die and 
checking fixtures design, and Ko- 
walski was senior engineer-in- 
charge of processing and plant 





there are few days in the year| followup. 
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Suit Against GM 
May Test Dealer 
Good-Faith Law 


GREENVILLE, Tex.—A former 
Chevrolet dealer here has sued 
General Motors for $400,000 dam- 
ages in what may develop into one 
of the first court tests of the 1956 
good-faith law. 

The dealership is Woodard Mo- 
tor Co., owned by B. T, Woodard 
and his son B. J. Woodard. The 
firm has handled Chevrolet since 
1936 and Buick since 1937 in this 
northeast Texas town of 15,000. The 
Buick franchise has not been ter- 
minated. 


William P. Fonville, of Dallas, at- 
torney for Woodard, told AvuTomo- 
tive News he was considering 
amending the bill of complaint 
against GM to invoke the good- 
faith law. The $400,000 damages 
have been asked by the plaintiff 
under common-law provisions for 
breach of contract. 


The Woodard suit was filed in 
U. S. District Court at Dallas, 
with a request for a jury trial. 
The good-faith law, providing for 
damages where it can be shown 
that auto manufacturers did not 
act in good faith in complying 
with franchise terms, also per- 
mits relief to be asked in Fed- 
eral District courts. 

The Woodard Chevrolet fran- 
chise was cancelled effective Oct. 
23, according to Fonville, because 
of a disagreement with factory 
zone officials over delays in start- 
ing construction of a new building. 
Woodard signed a five-year selling 
agreement in June, 1956, and re- 
portedly was waiting for comple- 
tion of a new highway before start- 
ing construction, 

Woodard said the Chevrolet cen- 
tral office declined to answer his 
request for a meeting with former 
Federal Judge William C. Coleman, 
umpire of GM factory-dealer dis- 
putes. 

The Woodard petition asked for 
$250,000 actual and $150,000 exem- 
plary damages. GM’s answer is ex- 
pected this week. 





Now available... for a limited time... 


Leasing and rentals are becoming a 


@ A rental and leasing system designed ex- 
clusively for franchised new car dealers. 
Cars Rental System, Inc., now is an inter- 
national organization. Founded and operated 
by successful car dealers who have the 
knowledge and background to give qualified 
car dealers one of the best money making 


opportunities 


in years in the fastest grow- 


ing business in the country today. 

Cars Rental System, Inc., already has 
new car dealers operating in numerous states 
and regional managers are ready in other 
areas to complete our expansion program. 

Exclusive territories are now available in 
cities of 10,000 population or over. If you 
are a new car dealer and can qualify for a 
member franchise, we’ll be delighted to hear 
from you soon. 


very important part of your business. Today 


write room: 11. 


CARS 


RENTAL SYSTEM, 


INC. 


Mailing Address: P.O. Drawer 7126 
938 Sunrise Lane ¢ Fort Lauderdale, Florida 


Telephone: LOgan 6-1116 


“Operation Success” 
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Dealers Told of Inflation’s Perils 


(Continued from Page 3) 


with factories and customers, Ford 
said, “The sad fact is that the foul 
balls in the industry make it diffi- 
cult for the great bulk of dealers 
to play the game as cleanly as they 
might like to.” 

He pointed out two ways he felt 
manufacturers might improve auto 
retailing. 

“One is to be a little more selec- 
tive and careful about the franchis- 
ing of new dealers, so that we elim- 
inate trouble at the source. 

“Another ... is to find better 
means of persuading dealers to 


Gullickson Joins Frutiger 


Douglas Gullickson, who formerly 
was in the tractor business at Eau 
Claire, Wis, has purchased a 50- 
percent interest in Frutiger Motor 
Sales (Ford), Augusta, Wis. The 
dealership now will operate under 
the name Frutiger-Gullickson Ford. 





avoid actions that are not compati- 
ble with quality merchandising— 
particularly in such areas as boot- 
legging and unethical advertising.” 

Ford said he was encouraged by 
what the Dealer Policy Board setup 
had done for dealer-factory rela- 
tions and felt that many dealers 
shared that feeling. 

Alan G. Rude, president of Uni- 
versal C.LT. Credit Corp., pointed 
out that although the population 
of Mississippi has not increased 


4,918 New-Car Dealers 
Counted by Canadians 


TORONTO.—There were 4,918 
new-car dealers in Canada in 
September, according to figures 
compiled by the Canadian Auto- 
mobile Chamber of Commerce, 
Inc. 

While this was almost the same 
number as the 4,916 counted by 
the chamber in January, the total 
during the other months of the 
year ranged from 4,931 to 4,960. 








Dealership Available 


Exclusive 


Territory 


Leading manufacturer of cars and trucks has fran- 


chise opening in large semi-tropical trade center 


serving prosperous agricultural and resort areas. 
Annual potential about |,000 new units—with pro- 
portionate service—parts business. Fully qualified 


owner operation necessary. For information write 
Box AN-9 Automotive News, Detroit 26, Michigan. 


Houston 





Post 


is the only newspaper in 
the South with a 

weekly automobile page, 
written and edited by full- 
time auto editor, Mel 
Martin, who road tests new 
cars, brings on-the-spot 
coverage of every 





you need 


THE HOUSTON POST 


the 


to cover 


Represented Nationally by MOLONEY, REGAN & SCHMITT 


important national 
automotive event. 


rFiouston 





market 











comparably with the national 
average, the income per capita 
increase is slightly above the na- 
tional average of 30 percent. Mis- 
sissippi’s increase per capita has 
been 32 percent, he said. 


“I am _ convinced,” Rude _ said, 
“that the health of the American 
economy can be maintained on a 
sound basis and business expanded 
in a friendly and favorable climate. 


“It has often been said: ‘As the 
automobile business goes, so goes 
the nation’s business.’ So it is a 
literal fact that you men, as auto- 
mobile dealers, are a prime factor 
in our economy.” 


“Our needs and opportunities, 
both as a nation and as individuals, 
are unlimited,” the speaker de- 
clared. He warned, however, that 
unless the present inflationary 
trends are checked promptly the 
economy may be headed for a seri- 
ous setback. 

Dean Chaffin, president-elect of 
NADA, discussed the work of the 
national body in its efforts to im- 
prove dealer-manufacturer rela- 
tionships. 

He emphasized the need for 
dealers to “elevate our position | 






Call Outlook Good for "ss « 
N.Y. Dealers Cheerful 





Management Citation— 


John E. Brennan, right, Chrysler Corp. 
vice-president, receives a citation for man- 


agement leadership from the National 
Management Assn. The presentation was 
made by T. |. Renshaw, left, NMA presi- 
dent, from Lockheed Aircraft Corp., Mari- 
etta, Ga., during the group's 34th na- 
tional conference in Pittsburgh. 


in the eyes of the public.” Better 
public relations and confidence 
of the buying public should be 
sought first, he added. 

Senator John C. Stennis, Missis- 





(Continued from Page 6) 


is a badly advised move, that there 
is an air of caution coming over 
the buying public, and I think the 
international situation will have a 
profound effect on what the public 
does in investments during 1958. 

“I don’t like to sound pessi- 
mistic, but I believe in being 
realistic, and ’'m afraid most 
dealers are not today.” 

Used cars present a spotty pic- 
ture. One dealer reported moving 
50 units at an average gross of 
more than $300 each in a period of 
30 days. 

“By far the biggest 30 days we 
have ever had,” he said. 

Other dealers report trying to 
keep their used-car inventory low, 
in preparation for the expected 
drop in value as the 1958 models 
are introduced. Some dealers report 
used cars extremely slow and say 
they feel that there is a sudden 
glut. 

Most dealers report that service 


Convention Date, 


Place Shifted 
By Utah Dealers 


has continued extremely high 


during the best part of 1957. As | 


one dealer said, “Even during 
July and August, when our past 
record shows a definite drop in 
service activity, we were ex- 
tremely busy this year.” 

The explanation as offered by one 
dealer is: “We are moving into a 
period when people are thinking 
twice before buying a new car. I 
have a lot of customers who are 
spending large sums of money to 
keep their old cars in shape, rather 
than move into a new car. Most of 


L. A. Young Buys 
Air Parts Maker 


DETROIT.—L. A. Young Spring 
& Wire Corp. has announced pur- 
chase of the assets of Utility Metal 
Products, Inc., Pasadena, Calif., and 
its subsidiary, Utility Aircraft & 
Metal Products, Ltd., Granby, Que. 
The purchase price was not dis- 
| closed. 
| Utility, which becomes a L. A. 
Young division, manufactures air- 
craft and missile structura] parts 
| for the aircraft industry. N. D. Ely, 
president of L. A. Young, said Util- 


SALT LAKE CITY.—The date of | ity’s executive staff will remain to 
the annual convention of the Utah| operate the new Utility Metal 


Automobile Dealers Assn. has been 
moved from Dec. 3 to Dec. 4 and 
the location shifted from the Hotel 
Utah to the Newhouse Hotel. 

Elias J. Strong, UADA manager, 
said the action was taken “in order 
to secure the speakers it was felt 
the dealer members would want to 
hear.” He said the convention 
would be the group’s largest. 

Among the speakers will be 
Charles Jacobsen, Chrysler Corp. 
vice-president; Walker Williams, 
Ford Motor Co. vice-president; Wil- 
liam MHufstader, General Motors 
vice-president, and Frederick J. 
Bell, NADA executive vice-presi- 
dent. 


Highway Trailer 
OK’s Sale Offer 


DETROIT. — Trans Continental 
Industries’ offer to purchase the 
assets and business of Highway 
Trailer Co. was accepted last week 
at a special meeting of the latter 
company’s shareholders, it was an- 
nounced by C. L. Schneider, Trans 
Continental president. 

Trans Continental produces case- 
ment windows and marine hard- 
ware. Its offer for Highway Trailer 
was $5,175,983. : 

Schneider, who spent 37 years in 
the trailer field, is past president of 
rial Truck - Trailer Manufacturers 


Products division. 


The Continental ‘Look’ in Washington— 

The Continental look in cars and fashions were blended together at a preview 
party for the 1958 Lincoln and Mark Ili Continental at the showrooms of Lee D. Butlet.’ 
inc., Washington. Lee D, Butler and two Lincoln-Mercury executives needed no coaxing 
to pose with two of the eight models who helped to greet the guests. From left a 
Butler, W. B. Grete, L-M district sales manager, and D. A. Kuhn, assistant distrid 


sales manager. 











—. 


sippi Democrat, told the convention 
“the current price situation cannot 
be compared with the period foj- 
lowing World War II when there 
was a shortage of everything 

“Steel, America’s most basic in. 
dustry, has already cut back pro. 
duction to 80 percent of capacity, 
while as recently as last year the 
industry had back orders for sey. 
eral months to come while operat. 
ing at full capacity,” the Senator 
said. 

“This condition of inflation hag 
come about during the tenure of an 
administration which had as its 
theme a sound fiscal and monetary 
policy, and which brought to goy- 
ernment some of the best brains in 
American industry and finance. 


“Although inflation is normally 
accompanied by general prosperity 
in terms of dollars earned, this has 
not been true in the current situa- 
tion, which is alarming in its scope 
and can be disastrous in its conse- 
quence. 

“Prosperity is scattered un- 
evenly over the country. Many 
economic groups have suffered 
greatly during this period in 
which cold statistics would re- 
flect a higher income.” 


He warned that the country 
might quickly find itself at the 
point where controlled prices and 
controlled wages would be the only 
alternative. 


— 


oo Pine B 





































them are mortgaged right up to 
their chins, and can’t afford one 
more easy payment without drown- 
ing, so they are keeping the old 
bus in shape.” 


Foreign cars continue plunging 
ahead, gaining new sales and new 
dealers every day. Talk for the 
distant future among foreign-car 
officials continues bullish. 

Said one dealer, “Every time the 
American manufacturers announce 
a price increase we gain a whole 
new bevy of customers. Unfortu- 
nately, the American manufacturer 
is caught in something of a squeeze 
play between costs and prices, but 
it is working to our benefit.” 

In spite of the fact that the aver- | 
age domestic dealer cannot under- 
stand why people will buy “those; 
uncomfortable little bugs,” he is 
turning to the foreign-car market 
in increasing numbers as a sure 
source of profit. 

However, some of the bloom is 
beginning to wear off. Some of the | 
latest introductions of foreign | 
models have found dealers dis- 
counting on the day of introduc 
tion. 

“I don’t understand these guys,” 
one dealer said. “They can’t get 

more than one or two of these 
things a month, and yet I know 
of instances where they have 
given away 50 percent of their 
profit, You give them a sure 
thing and they don’t know how 
to handle it anyway.” 

Some foreign-car dealers dont 
understand their market, while 
others claim that the factory is 
still feeling its way. In any case, 
the headaches are beginning to in- 
crease, along with the volume. 
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Highest Output Since January... 


Over 600,000 Cars 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 
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ingly during peak agricultural and 
tourist seasons because they know 
that they will be rewarded with 
bonuses, paid vacations and fixed 
income during off seasons,” Michael 
continued. 


“I could not permit our people 
to become involved in an im- 
Personal labor market that would 
be hired and fired promiscuously 

ee 


Chicago Ford Dealers 


t Goy President 


CHICAGO.—K. F. Goy, Hoeffel- 

, Inc., has been elected presi- 

dent of the Metropolitan Chicago 
Ford Dealers Assn. 


Jack Rosen, Morton Motors, Inc., 
is vice-president; William H. Lauth, 
00d Motor Co., Maywood, is 
Secretary, and C. Bradshaw, C. 
Bradshaw, Inc., Harvey, is treas- 
urer. Directors are D. Van Goe- 
them, West Suburban Motor Sales, 
Cicero; F. G. Litsinger, Litsinger 
Motor Co.; Lee J. Dietz, Dietz Ford 
and River Park Motors, Inc., and 


L. C. Bullinger (nonvoting), Vesel: 
Brothers. tie . 




























“Revised. Miscellancous includes Corbitt, Marmon-Herrington, Federal, Four-Wheel- 


N. B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 





Dealer Fearful of Threat 
\In Wage-Hour Change 


(Continued from Page 3) 


in proportion to season demands.” 

Furthermore, Michael added, 
modern autos require well-trained 
and well-paid specialists, which 
results in “a firm, inflexible labor 
market that becomes a very per- 
sonal and vital asset in our busi- 
ness.” 

Since the thesis of the wage-hour 
law has been improving the work- 
er’s economic status, he added “it 
would be tragic, if in pursuing this 
objective, legislation is enacted at 
this time which would thwart this 
goal.” 

The hearing was the first of 10 
throughout the West to obtain 
views of management and labor 
on proposed changes in the wage- 
hour law in the next session of 
Congress. 


Lynch Handling Dodge 

Bob Lynch Motors has moved 
from Rockford, Ill., to 1200 N, Divi- 
sion St., Harvard, Ill., and is handl- 
ing Dodge cars and trucks. Prior 
to the move Bob Lynch was a 
used-car dealer. The firm is headed 
by Robert S. Lynch. 








~|Due This Month 


(Continued from Page 1) 


turned out during November a year 
ago. 
* ~ * 

LTHOUGH October marked the 

first month this year that out- 
put didn’t surpass the same month 
a year ago, the 327,362 cars built 
during the month did represent a 
15.2 percent gain over September’s 
production of 284,265 units, October 
a year ago saw 389,065 cars pro- 
duced. 

Truck output last month to- 
talled 88,567 units, or a 51.9 per- 
cent gain over the 58,301 units 
turned out a month earlier. 
October truck assemblies also 
were 43.8 percent above the cor- 
responding month a year ago, 
when the makers rolled 61,575 
units from the lines. 


Last week’s output of 137,086 
units marked a 32-week high for 
U.S. car output, and an increase of 
8.9 percent over the 125,851 cars 
turned out a week earlier. It also 
marked a 3.8 percent gain over the 
132,087 cars rolled from the lines 
during the week ended Nov. 10 a 
year ago. 

= * os 


LAs time U.S. car output sur- 
passed the 130,000-unit mark 
was during the week ended Apr. 5, 
when the total was 130,318 units. 
The 137,086 cars produced last 
week equalled 110.7 percent of 
Automotive News’ three - 
index, as compared with 
101.9 percent compiled on the 
previous week’s 125,851 assem- 


On a corporate basis, GM and 
Chrysler Corp. showed gains over 
the previous week’s operations, 
while Ford Motor Co., Studebaker- 
Packard and American Motors all 
showed declines. 

> = * 

a output totalled 22,155 

units last week for a 4.5 percent 
gain over the 21,195 trucks pro- 
duced a week earlier, and a 4.7 
percent increase over the 21,164 
units rolled from the lines during 
the week ended Nov. 10 a year ago. 

GM showed the biggest as 
its five car divisions jumped cor- 
poration output from 53,837 units 

a week earlier to an estimated 
66,884 assemblies last week. 

Chevrolet, working 11 of its 12 
assembly plants on six-day sched- 
ules, upped its assemblies from 
29,110 units the previous week to 
an estimated 34,700 last week. 

> ” * 


re OTHER divisional operations, 
Buick climbed from 8,981 assem- 
blies a week earlier to an estimated 
11,270 last week; Oldsmobile was 
up from 7,160 to 9,014 units; Pontiac 
climbed from 5.830 to 8,800 assem- 
blies, and Cadillac was up from 
2,756 to 3,100 units. 

Chrysler Corp. also showed a 
slight gain last week despite the 
fact that only its Plymouth divi- 
sion upped assembly schedules 
over the previous five 

Plymouth jumped its assemblies 
from 11,209 units the previous week 
to an estimated 12,000 last week, 
while Chrysler division (excluding 
Imperial) slumped from 2,713 to 
2,250 units; Imperial dropped from 
804 to 750; Dodge skidded from 
5,848 to 5,800, and DeSoto declined 
from 2,573 to 2,550 assemblies. 

+ * * 


ORD MOTOR’S 1,928-unit decline 

from the previous week was due 
chiefly to the strike at the com- 
pany’s Louisville plant, where both 
Ford and Edsel are assembled. 

Ford division lost in excess of 
500 units a day due to the Louis- 
ville strike, while Edsel, although 
it has lowered output schedules 
so Ford and Mercury could build 
up stocks for dealer showings, 
also was hurt by the idled lines 
at Louisville. 

The plant, which employs ap- 
proximately 4,200 workers, has been 
shut down over an issue involving 
the number of workers assigned to 
the car welding department. The 
strike came after weeks of negotia- 
tions between Ford management 
and UAW Local 862 in Louisville. 

> * ae 


BREAKDOWN of Ford Motor 
operations showed Ford divi- 


sion, despite the fact that it worked 
12 of its 15 assembly plants on 
Saturday, dropping from 36,278 
units a week earlier to an estimated 
34,700 last week; Edsel down from 
2,330 to 1,200 units; Mercury, with 
its Metuchen (N. J.) plant back in 
operation after having been down 
due to a strike for a month, up 
from 3,925 to 4,640 units, and Lin- 
coln up from 650 to 715 assemblies. 


Both members of the Little Two 
also showed slight declines last 
week, though both were nearly 
negligible. 

American Motors’ Rambler output 
was off from 3,259 units the pre- 
vious week to an estimated 3,250 


61 


Packard’s corporate output dropped 
from 2,425 to 2,347 assemblies. 

A breakdown of S-P production 
showed Studebaker off from 2,401 
units a week earlier to 2,320 last 
week, and Packard up slightly from 
24 to 27 assemblies. 

Canadian car-truck operations 
produced 7,960 units last week, as 
compared with 7,528 vehicles a week 
earlier. Output for October totalled 
18,936 vehicles in Canada. 

> 


Buick to Boost Output 


Of Limited Series 

FLINT.—Buick will boost pro- 
duction of its Limited to 3,300 a 
month as a result of the public 
reception given the new luxury 
series, General Manager Edward T. 
Ragsdale said last week. 

The Limited, Buick’s new entry 
in the higher-priced car market, 
was scheduled originally at 5 per- 
cent of production, Ragsdale said. 
For the next two months produc- 
tion will amount to 6 percent of 
total output and after the first of 
the year this will be increased to 
6% percent, slightly more than 





last week, while Studebaker-| 3,300 units morithly, he said. 





West Coast Dealers Plan Auto Show— 


The newly-organized San Leandro (Calif.) Motor Car Dealers Assn. will hold an 
auto show Nov. 14-16 at the Bay Fair Shopping. Center in San Leandro. All of the 
stores in the center will offer “auto show bargains” and one department store will 
Present two fashion shows during the outdoor auto show. Members of the show com- 
mittee include, from left, Paul L. Mennenga (Chevrolet), Ed Chovanes (Ford), Erich 


Wolf (Buick) and LeRoy McKissick (Pontiac). 


"38 Show Season to Open 
This Week in Four Cities 


(Continued from Page 2) 


styling-research car will be part of 
the Ford exhibit. 
7 . > 


Tos 35th Los Angeles Interna- 
tional Auto Show opens Thurs- 
day (Nov. 14) with more different 
makes of foreign cars than ever on 
display. The show, which closes 
Nov. 24, is sponsored by the Los 
Angeles Motor Car Dealers Assn. 
“Dan R. Ashcraft, show chairman, 
said cars and trucks will be ex- 
hibited by 17 American and 30 
European makers. 

Visitors again will be entertained 
by strolling musicians, according 
to Mel Alsbury sr., LAMCDA vice- 
president. 

He said an “entirely new dec- 
orative theme has been adopted 
to provide novelty and beauty” 
for the Pan-Pacific Auditorium, 
scene of the exposition. 

The San Mateo show (Nov. 14-23) 
will be held at the Hillsdale shop- 
ping center. The Sioux City show 


Patent Awarded 
On Tubeless Tire 
That Balks Flats 


WASHINGTON. —A patent has 
been issued on a tubeles tire which 
may mean the end of the spare. 
The tire was invented by Frank A. 
Howard, president of the Sloan- 
Kettering Institute for Cancer Re- 
search and a retired vice-president 
of Standard Oil of New. Jersey. 

The tire contains an inner tire 
which, in a failure of the outer 
casing, allows the driver to get to 
a repair station instead of getting 
out the jack. 

The invention is embodied in 
Goodyear’s Captive-Air tire. 

In tests with slashed , tires, 
dynamite-cap blowouts and spike 
punctures, the tire has carried cars 
more than 100 miles without re- 
pairs. 


will open Thursday (Nov. 14) and 
close Nov. 17. 

Shows are scheduled to open 
next week in St. Louis, Portland, 
Ore., and Decatur, Il. ; 


Sales Continue 
To Surpass °56, 
Makers Report 


(Continued from Page Ct) 


ance of the new model and of in- 
creasing sales in 1958. 

J. B. Wagstaff, DeSoto vice- 
president, said the dealers inter- 
viewed looked for “continued in- 
crease of conquest sales.” 

om « * 


Chrysler 


Chrysler division officials reported 
that more Chryslers were delivered 
at retail in the final 10 days of 
October than in any like period 
since 1955. 

During the final 10 days of Oc- 
tober, 5,119 cars were delivered, the 
biggest 10 day period since Septem- 
ber, 1955. In the same period of 
1956, 1,607 Chryslers were delivered 
at retail. 

Chrysler deliveries in the full 
month of October totalled 11,197, 
an increase of 64.4 percent over 
the 6,811 delivered in the same 
month last year, October Chrysler 
retail deliveries topped any month 
since February, 1956, officials said. 

+ 1 * 


Metropolitan 

Retail sales of American Motors’ 
imported Metropolitan increased 
46.8 percent in October, compared 
with the same month last year, 
J. W. Watson, Metropolitan sales 
manager, reported. 

American Motors dealers sold 
1,094 Metropolitans during 
compared with 745 during the same 
period a year ago, he said. 
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How Edsel Stacks Up with Public 


NEW YORK.—Edsel’s pushbutton 
automatic transmission controls 
mounted in the steering-wheel hub 
and its wide choice of models im- 
pressed viewers who watched the 
car’s television debut, according to 
a survey taken by The Pulse, Inc. 

The organization conducted in- 
terviews in 20 top markets, 200 
homes in each market, The poll 
was made the day after the TV 
show, which featured Bing 
Crosby and Frank Sinatra. 

Nearly 24 percent of car owners 
interviewed mentioned the push- 
buttons when asked what they re- 
membered about the commercials 
on the program. Another 8.8 percent 
cited the wide selection of models. 

Asked if the Edsel has any ad- 
vantages over other cars, 49 percent 
of the respondents answered yes, 
while 35.8 percent said no. The 
“advantages” most frequently cited 
by the Edsel adherents were push- 


buttons (37.8 percent), styling (26.6|car was too expensive and that it 


and improvements in 
lights and brakes 


percent) 
heater, grille, 
(11.6 percent). 

Another 24.8 percent of those 
responding felt the Edsel has cer- 
tain disadvantages when compared 
with other cars. Of these, 25.4 per- 
cent disliked the car’s styling. An- 
other 19.7 percent said they felt the 





Extra Ships to Bring 


British Cars to U. S. 


LONDON. — Extra ships have 
been chartered by British auto 
manufacturers to handle a flood 
Sees to the U. S. and Can- 


Officials said foreign buyers 
placed orders worth more than 
$50 million at the annual British 
motor show. 











would be uneconomical to operate. 


On the subject of price, re- 
spondents said they thought an 
Edsel costs anywhere from less 
than $2,000 to over $4,000. Median 
guess was $3,083. (Actually, Edsel 
prices range from $2,519 to $3,801, 
plus local taxes, transportation 
charges and optional equipment.) 
The interviewers asked, “What 

kind of person, would you say, 
would buy an Edsel?” About 13 
percent answered, “Middle-class 
families;” 7.1 percent said “rich, 
wealthy;” 2.4 percent said “show- 
offs,” while 10.4 percent thought the 
typical buyer would be someone 
who likes something new and dif- 
ferent. 

Another 14.5 percent said “no one 

in particular” would buy an Edsel. 


Fifteen percent of the car owners 
responding thought Edsel’s pros- 





2 Dealers Accused of ‘Buying Off? Union 


(Continued from Page 6) 


enow lavished $61,468—$30,529 in 
1954 and $30,939 in 1955—on union 
officials for the purpose of dis- 
suading them from organizing cer- 
tain firms. 


The money came from firms 
which purportedly wanted to keep 
out unions, the committee said. 


> > > 
Labor Counsel Retained 
HE Delaware Automobile 
Dealers Assn. has retained C. 
Edward Duffy to serve as labor 


Obituaries 


Florents Wiggers 
ALLIANCE, 0O.—Florents Wiggers, 63, 
salesman for Reichenbach Motor Co., North 
Georgetown, died Oct. 27. He formerly 
operated Wiggers DeSoto Sales & Service 
Co. and Wiggers Super Service Station. 
. om . 


Eugene Churchill Milloway 
GREENSBORO, N. C.—Eugene Churchill 
Milloway, retired Greensboro auto dealer, 
died recently at a Savannah nursing home. 
. * *. 


Archibald G. Danielson 
CHICAGO.—aArchibald G. Danielson, 62, 
who retired last year as assistant chief 
engineer at Diamond T after 37 years 
with the company, died Oct. 27 in subur- 
ban Riverside. 
* * . 


James T. Belton 
PITTSBURGH. — James T. Belton, 57, 
manager of Automobile Banking Corp., 
died Oct. 26. He had been identified with 
the auto business in the Pittsburgh area 
for 30 years. 
. * * 


Al Urban 
CHICAGO. — Al Urban, 57, 
Square Nash, died unexpectedly Oct. 30 in 
his home. He started out with Hudson in 
Logan Square 35 years ago. 
. . . 


Rufus H. Carter 
DALLAS.—Rufus H. Carter, 60, truck 
sales manager for Calhoun Chevrolet Co., 
died Oct, 22 in a Dallas hospital. 
* * * 


Norman D. Williams 

PORTLAND, Ore.—Norman D. Williams, 
51, operator of Oswego Auto Parts & Motor 
Equipment, died of a heart attack in his 
home in Oswego. Before opening the Os- 
wego firm he operated the Motor Equip- 
ment Co, in Portland. 

* * * 


Randall Clair Ardrey 
COLUMBUS, O.—Randall Clair Ardrey, 
78, of London, O., associated with his son 
in the operation of R. N. Ardrey, Inc., 
London, died Oct, 28 in a Columbus hos- 
pital. 


Walter W. Duffy 
WASHINGTON.—Walter W. Duffy, 64, 
vice-president and treasurer of Stanley H. 
Horner, Inc. (Buick), died at his home 
here Oct. 30. He joined the dealership in 
1919 as a clerk and auditor. 
* * * 


William L. Lewis 
LITTLE ROCK, A¥rk.—William L. Lewis, 
73, one of Little Rock's first auto sales- 
men and former secretary-manager of the 
Arkansas’ Automobile Assn., died Oct, 22. 
* * * 


Reuben J. Westbrooks— 


’ John K. McDuffie 
MOORESVILLE, N. C.—Reuben J. West- 
brooks, 47, Mt. Airy, Ga., and John K. 
McDuffie, 44, Baldwin, Ga., auto dealers, 
were killed Oct. 31 when a train struck 
their car at a rail crossing near here. 
* * * 


Waldo E. Rhodes 

ELMIRA, N. Y.—Waldo E. Rhodes, a 
retired Corning automobile dealer, died Oct. 
31. He was 69. For 27 years Mr. Rhodes 
and his brother, Richard I. Rhodes, oper- 
ated a Buick dealership at Corning. They 
retired from the business in November, 
1955, when the deal was taken over by 
Hungerford Buick Corp. 


of Logan | 


counsel for the association for the 
fourth consecutive year. | 

In a letter to its members, the 
association reported, “During the | 
past year, a union drive for sales- 
men occurred in the Wilmington 
area resulting in a strike at one 
of our dealerships. After several 
| weeks of picketing, the salesmen 

returned to work, which disolved 
the strike and took the steam out 
| of the union drive for member- 
ship.” 

The association said that it an- 
ticipated that unions “will continue 
with their efforts to organize the 
employes of franchised dealers.” 
It advised dealers to contact “the 
association or Duffy for prompt} 
advice at the first sign of any such} 
activity in your area.” 

In Cleveland Heights, O., a two- 
day strike at O’Malley-Porach, Inc. 
| (Dodge-Plymouth), ended with the 
company’s recognition of and sign- 
ing of a contract with Machinists 
Local 1363. 

The contract, covering eight me- 
chanics, is similar to the standard 
agreement with other dealers in 
the area. It provides for a mini- 
mum weekly guarantee of $100 for 
40 hours, union shop, checkoff and 
paid holidays. 

In New York, the West Side Em- 
ployes Assn., an independent union, 
|won National Labor Relations 
| Board election among salesmen at 
Don Allen Midtown Chevrolet, Inc., 
by a 19-3 majority. The dealership 
was listed as a client of Sheffer- 


| man’s labor relations outfit. 
| = 7 * 


UAW Exonerated 

A FEDERAL COURT jury in 
Detroit last week found the 
United Auto Workers innocent of 
making illegal expenditures for 
telecasts in the 1954 election cam- 
paign. The programs featured 
interviews of Democratic Congres- 
sional candidates. 

The Government contended 
that the programs were designed 
to help specific candidates in vio- 
lation of Federal statutes barring 
unions and corporations from 
making direct financial campaign 
contributions. 

The decision was significant in 
its possible effect on future spend- 
ing by unions and corporations in 
political campaigns, It leaves cor- 
porations free to support candi- 
dates of their choice in a similar 
manner. 














* * * 


California, Kansas Courts 


Rule on Labor Issues 


DETROIT. — Opposite views on 
whether state courts have jurisdic- 
tion in labor cases affecting inter- 
state commerce have been ex- 
pressed in rulings by the California 
and Kansas Supreme Courts. 


In ruling that state courts do 
have jurisdiction to enforce a col- 
lective bargaining agreement even 
though the employer is in inter- 
state commerce, the California 
court rejected a union’s contention 
that, under the Taft-Hartley Act, 





only a Federal court has jurisdic- 
tion in such cases. 

Ruling in three separate cases 
that state courts had no jurisdic- 
tion in cases affecting interstate 


|commerce, the Kansas court said 
|it was up to Kansas courts to de- 


termine from evidence if a business 
was interstate in character. 


pects were excellent; 43 percent 
called them good; 12.6 percent rated 
them “fair,” and one percent 
thought they were “terrible.” 

Those who liked Edsel’s pros- 
pects cited these reasons: “It’s a 
Ford product,” 314 percent; 
“modern design, styling” and 
“new, different” 14.4 percent each. 

Respondents also were asked 
how they thought Edsel would 
compare with their present cars in 
certain aspects. On gas and oil 
consumption, 24.2 percent thought 
Edsel would be better; 31.2 percent 
thought it would be the same, and 
20.8 percent felt Edsel would not 
be as good. 

For comfort, 48.3 percent voted 
for Edsel over their present cars; 
54.6 percent preferred the new- 
comer for power and pickup; 51.3 
percent chose Edsel for styling; 
48.3 chose it for comfort, and 46 
percent cited greater ease of hand- 
ling. 

Ten percent said they thought an 
Edsel would be their next car; 51.5 
percent said they would not buy an 
Edsel next time, and 38.1 didn’t 
know. 

Among the reasons for not buy- 
ing an Edsel were: “Can’t afford, 
too high-priced,” 25.3 percent; 
don’t like style,” 7.5 percent, and 
“satisfied with my old car,” 5.1 
percent, Another 29.2 percent 
mentioned other makes of cars 
which they liked better. 


Persons who were undecided 
about the Edsel gave these reasons: 
“Won't buy a new car for some 
time,” 19.3 percent; “wait to see 
how it performs,” 14.4 percent, and 
“no particular reason,” 28.3 percent. 


Ford Truck Men 
Chart °58 Sales 
At Miami Parley 


MIAMI BEACH.—Ford Division’s 
truck men today (Nov. 11) opened 
a four-day national truck and fleet 
merchandising conference to plan 
for 1958 truck sales opportunities, 

Heading the Ford Division map. 
agement group at the conference 
are Walter J. Cooper, division gen. 
eral sales manager, and L. A 
Iacocca, division truck marketing 
manager. A total of 135 regional 
and district management people 
in truck and fleet sales from 
throughout the country are here 
with the Division general office 
truck marketing staff. 

Field management here repre. | 
sents sales, service engineers, 
heavy truck engineers, truck mer. 
chandising managers and _ truck 
training specialists. 

Jack Snyder, Southeastern re 
gional sales manager, will open 
the meetings today. Spokesmen for 
car and truck leasing, taxicab, 
over-the-road hauling, car fleet and 
body companies will outline present 
and future product needs. 

W. H. Gay, engine engineer of 
Ford Motor Co.’s engine and 
foundry division, will describe im- 
provements in Ford trucks, and 
F. E. Sandberg, executive engineer 
of Ford truck engineering, will 
detail Ford heavy-duty truck 
advancements. 
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HELP WANTED 





SERVICE MANAGER: Gpportunity for ex- 
perienced manager in strong Florida west 
coast dealership—annual sales potential 
excess 1,000 new cars. Prefer person ex- 
perienced in large Chrysler products or 
GM dealership. Top salary and other in- 
come benefits. Please send letter giving 
past experience with late photo, Your 
application will be acted upon without 
delay. Box 7627, c/o Automotive News, 
Detroit 26. 





OWN YOUR OWN 
BUSINESS 


We will put you in business for your- 
self. No Second oldest 
company selling 1 year guarantee to 
dealers. Our men earn substantially 
over $10,000 per year: F. Lyons, 
Tampa, Fla., earning $15,000 yearly; 
M. Dallas, Boston, Mass., doing 
$17,000. Approved nationally by deal- 
ers. Repeat sales on the increase. Send 
complete details stating experience. 


Sure-Car of America, Inc. 


Main Office: 
Dept. E, Sea Cliff, N. Y. 


(See our advertisement on Page 56) 


investment. 





SALESMAN WANTED: Manufacturer re- 
quires sales representation for nylon 
thread in automotive and other trades— 
with experience or contacts. Commission. 
Box 7623, c/o Automotive News, Detroit 
26. 


SALES 
REPRESENTATIVE 


Excellent Opportunity 


Well rated, 43-year-old, large volume seat 
cover manufacturer with national distribu- 
tion has certain territories open. 1958 line 
is very complete, 


low priced, and de- 
signed especially for sale to seat cover 
installation specialists, accessory stores, 
car dealers, super service stations, etc. 
Right salesman can increase his earnings 
considerably. No objection to non- 
conflicting side-lines, 


R. M. Thomas Company, Inc. 


Muncie, Indiana 








STATE 
FRANCHISE 
AVAILABLE 


Opportunity to be appointed Fran- 
chise Holder for large national War- 
ranty company about to inaugurate a 
new division in addition to present 
automobile dealer plan. 

Only men accustomed to high earn- 
ings and with proven sales background 
in automotive field will be considered. 
Minimum working capital investment 
of $10,000.00 required. 

First year earnings in high five fig- 
ures possible. 

Write full details concerning per- 
sonal history and past ten years’ work- 
ing background to 


National All-State Regis- 
tered Cars, Inc. 


509 Orange Street 
Newark, New Jersey 


Several choice states still available. 


WANTED MANAGER—Take complete con- 
trol of 100 car Dodge-Plymouth agency 
in Florida. 40% net profits to right party. 
+ 7650, c/o Automotive News, Detroit 


SALESMEN — Large expanding Florida 
Oldsmobile dealer needs additional sales- 
men, Wonderful opportunity for success- 
ful, hard working salesmen who have 
dreamed about the chance to move to the 
Florida Gold Coast and become associ- 
ated with a large old line dealership. 
Only high caliber salesmen who need to 
earn top money will be considered, In- 
quire Box 7611, c/o Automotive News, 
Detroit 26. 


DISTRICT MANAGERS 
Importer and Distributor for 


SIMCA 


Competitively priced French imported family 
car—Has openings for qualified men in Mid- 
western U.S. Must have previous automobile 
factory or zone sales background. Permanent, 
hard-hitting program in fascinating economy 
car market. Extensive travel required. At- 
tractive compensation with incentive and 
bonus plan. Travel allowance, new car and 
credit cards furnished. Send recent photo 
with resume to: 





Mr. Read, 
KURLAND MOTORS 


1134 Broadway Denver, Colorado 





RETAIL SALES MANAGER in metropol- 
tan Boston for General Motors dua! deal 
ership established thirty years. Larg, 
attractive, well laid-out facilities, 3 
700 new car potential. Excellent oppor 
tunity for a man between 35 and 45 years 
of age. Must be married. If interested 
and qualified, please address letter set- 
ting forth education and experience t&- 
gether with references and photo. Al 
correspondence will be strictly confides 
tial. Box 7642, c/o Automotive News 
Detroit 26. 


OS ANGELES DODGE-PLYMOUTE 
dealer needs two top flight salesmen 





— 
. 


Splendid opportunity for right men. Sa- 
ary and commission. Box 7612, c/o Aute 
motive News, Detroit 26. 





GENERAL OR SALES MANAGER--Twelt? 
years’ factory and retail managemet 
experience with record of top result 
Desire to invest $7,500 or more in smal 
Ford-Chevrolet deal in southeast or Tex 
on buy-out basis—or protected buy-® 
Under 35, capable full management, Fat 
tory approval obtainable. Box 7636 ¢/@ 
Automotive News, Detroit 26. 


— 


USED CAR MANAGER: 12 years’ expert 
ence. Christian, family man, also Shrinet. 
Sober, honest and hard worker, Prefé 
Southern location but will consider af 
good deal. Write: 8 Mulberry Roast 
Maplewood, Louisiana. 











= 


LEASE MANAGER—Six years’ experientt 
administrative-executive capacity with 
large automobile leasing firm operatiné 
nationally. Completely familiar al! phase 
of business. Young, aggressive, collest 
education, family man, Willing to locatt 
anywhere with right connection. A 
able on reasonable notice. Send full pam 
ticulars—replies confidential. Box 7 
c/o Automotive News, Detroit 26. 


— 





TRUCK SPECIALIST—Highly experienced 
in all phases of motor truck sales 
service. Factory - wholesale - retai! 
heavy equipment. Only interested in 
ume business with company that 
stand investigation, Can furnish refer 
ences and record of qualifications. If i® 
terested, contact at once, 1532 Cerrilé 
Rd., Santa Phone: 
3-3111, 


AUTO GENERAL MANAGER! Quali 
sincere, capable, mature man wants 
portunity to buy-in out of profits. © 
produce results or no cost. General 
tors or Ford only, All replies conficjent’ 
Excellent references, credit rating. 
7651, c/o Automotive News, Detroit 


Fe, New Mexico. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING FORD for sale 
—owner retiring from business, Selling 
1,000 new units yearly. Trained and 
capable personnel. Ideal location on main 
highway in Delaware Valley, Pa., 15 
miles from Philadelphia, Same dealership 
and owner since 1918. Box 7618, c/o 
Automotive News, Detroit 2 


DEALERSHIP WANTED 


THIRTY-NINE YEAR OLD, successful De- 
troit sales executive desires to buy one- 
half interest in dealership in city of 
50,000 people or over, Strict confidence 
respected. Box 7648, c/o Automotive 
News, Detroit 26. 


WANTED—ONE FORD OR CHEVROLET 
agency, 500 or smaller potential, New 
York, New Jersey or New England pre- 
ferred. Factory approval guaranteed. 
a 7649, c/o Automotive News, Detroit 

WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7593, c/o Automotive 
News, Detroit 26. 


BUSINESS OPPORTUNITIES 





Utica, Michigan 


New building, over 6,000 square feet with 
showroom on main highway only 12 miles 
from Detroit. 


Excellent setup for auto 
dealership or bump shop. Priced right to 
sell. 


CENTER LINE REALTY 


44775 Van Dyke Utica, Michigan 
Phone: REpublic 9-821! 





DEALER SERVICES 


| MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rotes. 
| Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 


MILITARY FINANCE CO. 





502 Tioga Bidg., P.O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif. CApito!l 6268! 





AAA DRIVEAWAY, CHICAGO, for safe 
drivers to all points. One car or a fleet. 
343 S. Dearborn St. WE 9-2364. 





Inventory Service 
Buying or Selling a Dealership 
® Buy Right 
Parts—Accessories—Equipment 


Call or write for service details. 


Automotive Inventory 
Service Co. 


| 10040 Freelond, Detroit 27, Mich., WE 3-6445 











“DECAL TRANSFERS | 


—— eae . 
TRUCK DECALS; no charge for sketch; 


durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
| Cleveland 3. Ohio. 


CARS FOR SALE 
ATT'N DEALERS 


1956 FORDS 
PLYMOUTHS 


EX-TAXIS 


Any ! 
Priced to Move! 


7 
Also available about Dec. Ist 





100—1957 Ford Taxis, all with 
Ford-O-Matic 


All 4-dr. with heater/defroster, good tires, 
clean inside and out, all in excellent op- 
erating shape. Many available with power 
steering and automatic transmissions. 

. 


F.0.B. New York City 


. 
Call, wire or write 
SID LAVENE 





l Top flight cali- 
D PARTS MANAGER—Top ight ca 
wie. with very successful background, 
pest of references. Specializing in devel- 
oping business in an organization, which 
will stand the test of time. Have broad 
T knowledge of truck parts, Would like 
connection with exclusive truck dealer- 
ship. Box 7654, c/o Automotive News, 
ion’s Detroit 26. 
a 
e -TARY-TREASURER—Age 29, Thor- 
a a familiar with all phases of Gen- 
eet eral Motors and Motors Holding account- 
Plan ing, daily operating controls and fore- 
ti ts. Box 7655, c/o Automotive News, 
wea, Detroit 26. 
nan- ENERAL MANAGER — Sales manager, 
ence = afteen years’ experience includes fac- 
tory, business manager, truck manager, 
gen- complete charge of profitable 2,000 car 
A, deal. Excellent references. Past 10 years 
: in Miami. Desire to locate in Florida. 
‘ting Box 7656, c/o Automotive News, Detroit 
onal 26. 
’ Experienced GM, Ford, Chrys- 
pe me, Meith GM and chain dealer 
om organization audit experience auditing 
here volume dealers traveling the U. 8. Also 
business manager experience with top 
fice Chevrolet dealer. University graduate. 
Box 7643, c/o Automotive News, Detroit 
26. 
Pr § <cncRAL MANAGER-SALES MANAGER 
L MA - 
a a manager. Would like to locate 
mer- in southern or western part of country. 
ruck Previous experience successful general 
manager for large GM dealership in ma- 
jor eastern metropolitan area, At present 
Te- in process of liquidating own large used- 
open car operation—also selling out all hold- 
ings in east, Thirty-three years of age, 
1 for married, family man—position wanted 
icab, must be of permanent nature as I would 
and like to purchase home and settle per- 
manently in either of these parts of 
‘sent country. Will be available in next 30-60 
days, Personal interviews arranged any- 
time, anywhere. References furnished. 
r of Write Box 7631, c/o Automotive News, 
and Detroit 26. 
. ——————————— 
im- § AccoUNTANT- BUSINESS MANAGER 
and with large volume Chrysler and Ford 
neer dealer experience, desires to be employed 
as such in new area. Know daily operat- 
will ing control, forecasting and expense con- 
uck trol, Qualified to take over complete man- 
agement or advise general manager on 
operations. Willing to locate anywhere, 
even abroad. Box 7628, c/o Automotive 
News, Detroit 26. 
teen 
DEALERSHIPS AVAILABLE 
FOR SALE: DEALERSHIP handling Ford, 
established 1919, western Washington 
(state). 25,000 terr. population. Post war 
profits to 1956 averaged $30,000 above 
desler salary and 30% profit sharing. 
Dealer 67 years of age, retiring. Will 
sell parts, accessories and equipment for 
inventory value, $65,000. Location with 
substantial industries, farming, Nationa! 
Park headquarters, streams iakes, sea- | 
shore, recreation. Will rent or sell bufid-| 
ings. Write Box 7638, c/o Automotive 
News, Detroit 26. | 
SMALL, COMPACT OPERATION handling 
Mercury and hot economy car. Rapidly 
expanding town 50 miles from New York 
city. Box 7617, c/o Automotive News, 
Detroit 26. 
DEALERSHIP HANDLING LINCOLN- 
MERCURY located in center of trading 
wale area af 225,000 population in southeast- 
-opoli- ern Michigan. Good facilities and lease. 
deal- Box 7641, c/o Automotive News, Detroit | 
Large, 6. 
500- 
>ppor- 
years 
rested 
=| SIMCA 
pe to 
s All Dealerships Available in 
\fiden- 
New. IHinois Michigan 
sm | Indiana Ohio 
_— | THE NEWEST, MOST EXCITING 
yo EUROPEAN CREATION 
Write, wire or call 
E. B. JONES MOTOR CO. 
DISTRIBUTORS 
Simca Sales Division 
2001 State, E. St. Louis, Hlinols 
SR 1-2782—UP 4-8532 
DEALERSHIP—HANDING OLDSMOBILE, 
Rambler. Eastern Michigan, large corner | 
location, growing industrial and farming | 
area. Olds registrations 2nd or 3rd in 
industry all year; Rambler, Sth, Lease 
rwelre Or purchase. Box 7652, c/o Automotive | 
‘emest  —NOW2. Detroit 26. 
esults DEALERSHIP HANDING BUICK in mid- 
smal western states; population 13,000. Made 
Texas money through the years. Good fixed 
nuy-ip. coverage. Buy only parts and equipment, 
. Fae (F lease building and adjoining big used-car 
6 c/o lot. Terrific trading area. Available now 
til January ist. Reason, buying larger 
— deal. Box 7653, c/o Automotive News, 
— it 26. 
bri. 
prefe § DEALERSHIP HANDLING DODGE-Plym- 
r alt outh in fast growing town near San 
Road. Diego, California. 150 car potential, Buy 
A Parts and equipment, $15,000. Box 
—_ 645, c/o Automotive News, Detroit 26. 
erienee 
w ith DEALERSHIP HANDLING GM in South- 
rating ern California metropolitan area, selling 
phase *PProximately 500 new and 800 used 
college cars. Excellent facilities, on good lease, 
jocatef ™° Used cars or accounts receivable to 
avai YY. Factory approval required. State all 
ll pat oy 4 Qualifications and bank references 
7644, first letter. Box 7646, c/o Automotive 














News, Detroit 26. 
AUTO AGENCY and service station on 
> major highways in New Mexico, 


$237,000 yearl 
Wichita, Kan Sar y. Terms, Kashfinder, 


OF “BIG 3” franchises in medium 
— in Connecticut, Samuel H. Caplan, 

Hoicomb 8t., Hartford, Conn. Phone: 
Pel 2-7501. No reverse charges ac- 


DEALERSHIP IN SAN DIEGO California 
ling one F 


of ‘“‘Big Three’’ lines with 

eeSntia! in excess of 1,000 new cars 

— High profits this year. Buy 

¥ parts, furniture, fixtures and equip- 

ment - os appraisal. Have lease 
xcellent facilities, 

Automotive News, Dem _ — 


THRIFT MOTORS, INC. 


2392 Bailey Ave., Buffalo 15, N.Y. HU 0450 








WILL WHOLESALE NOW 


200 1957 MODELS 


HARDTOPS - CONVERTIBLES 
FORD - CHEVROLET - PLYM- 
OUTH - BUICK - CADILLAC 


Driven 7,000 te 8,000 Miles, Excel- 
lent Condition, Delivery Arranged 


MORSE AUTO RENTAL 


7726 WN. E. and Ave. Miami, Plerida 





© Sell Right| 
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CARS FOR SALE 


1956 
DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 


AS LOW AS $390 


Automatic Transmission, 


Heater, De- 
froster, All Good Rubber, Some With 
Power Steering. 

Quantities from 5 to 500. 


Straight Bodies, Good Grilles 
EASY TO CONVERT 


Write—Wire—or Phone 
Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 


37-01 Queens Bivd. 
Long Island City, N. Y. 
ST 446351 
MN. Y.’s Largest Volume Taxi Dealer 


1956 
|  FORDS 


| PLYMOUTHS 


| & 


|] Four-door ex-taxis with heater and 

|§ defroster. Very good tires. Some with 
Automatic Transmission and Power 
Steering. 


Don't wait . . . call, wire or write 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Bill Curry — ADirondack 4-630! 


| 
| 
| 
| CARS WANTED 


| SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portiand 12, Ore. 


_PARTS FOR SALE 








USED-CAR LIGHT REFLECTORS 
Stop lighting up the sky and light up your 
cars. $15.00 per 100. These reflectors are 
all aluminum, non-rusting. No bolts needed. 

RALPH TAYLOR AUTO SALES 
4111 Gravois St. Lovis 16, Mo. 
(Distributorships still available in some areas) 





PARTS WANTED 


WANTED: CHEVROLET OBSOLETE 
PARTS for export, 1928 and up. Passen- 
ger cars and trucks. Send lists for im- 
mediate orders to: Jack's Auto Parts, 
492 Main St., Fort Lee, New Jersey. 





$50.00 REWARD 


SKIP: CALLING HIMSELF FRED GERO — 


salesman, 200 Ibs., sandy complexion, 
wears glasses. Driving 1956 DeSoto 
Sportsman, Fireflite. 
"57 Oregon License No. 7C-59. 
Meter No. 032-09-2451 
Serial Ne. 50368987 
REWARD will be paid for information 
leading to the recovery. CALL COLLECT: 
G. M. Phelps or J. R. Stevteville, Monte 


White Motors, 32nd Ave. and Leavenwerth 
St., Omaha, Nebraska. ATiantic 5033. 








CLASSIFIED WANT ADS 
BRING RESULTS 











TRUCKS WANTED 


TRUCKS WANTED—Wish to make quan- 
tity purchase of 1949 to 1953 trucks, 1— 
1% or 2-ton, prefer 2-speed, Also 1949 
to 1953, % to %-ton pickups. Call or 
write full information, Pfeifer Auto Mart, 
P. O. Box 587, Sioux Falls, 8, D. Day- 
time phone: 8-4912; Evenings: 4-6346. 


BUSES FOR SALE 


SCHOOL BUSES—We still have—Four 60- 
passenger Internationals with complete 
New York and New England specs. Four 
54-passenger Chevrolets with New Eng- 
land specs. Two 54-passenger Fords with 
New England specs. Transit Sales & 
Service, Inc., Frank T. Mee, Jr., Vice- 
Pres, Call me collect at Norwalk, Conn. 
Telephone: TEmple 8-6549. 


SHOP EQUIPMENT FOR SALE 


THIS IS A MONEY SAVING BUY—1951 
Ford 2% ton Wrecker—10 ton army 
winch—lights and equipment, $800. Bear 
Frame Machine, perfect condition, every 
attachment you can think of. Original 
cost $4,400—our price $1,995. Paint oven, 
out of this world, exhaust fans, section 
lighting Vetra drying equipment, scales— 
everything absolutely like new, Original 
cost $13,260—our price here, $5,000. Call 
or write: Mr, Hennington, Bagby Hall 
Lincoln Mercury, Jackson, Miss, Phone: 
4-1661. 

ARE YOU STARTING A DeSOTO DEAL- 
ERSHIP? I can sell you parts, bins, con- 
trol cards, cabinets and tools—all at a 
special price. If interested, call Rodosta 
Motors, New Orleans, La. 

SHOP EQUIPMENT WANTED 

WANTED: Good, used brake drum lathe. 
State make, age, condition. Beach Auto 
Service, 1410 Legare St., Columbia, South 
Carolina. Phone: AL 6-2313. 

WANTED: USED FRONT END EQUIP- 
MENT, 12-volt Sun machine, hydraulic 
lift, or any other shop equipment. A. B. 
Motor Co., Florence, South Carolina. 


MISCELLANEOUS 


Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect “° py, 3" 
40 So. Clinton St., Chicago 6, lil. 


BLUE © CHIP 
TOW- PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.B. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.0.B. Factory Net) 


$44.85 Fed. Tax included 


e e 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 

Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 














SELL IT! 
HIRE HELP! 


BUY IT! 
TRADE IT! 
Through 
AUTOMOTIVE NEWS 
Classified Want Ads 





DEALER SERVICES 


Need 
Compensation Plans? 


We've got them for you, galore. Yes, you can now have your choice— 
or make up a combination plan of your own from the more than 90 
plans which we can furnish you, covering all key people in your dealer- 
ship. 

All taken from our research with currently operating dealers all over 
the nation. Mostly incentive type. It would cost you hundreds of dollars 
to obtain them yourself. THEY WILL MAKE YOU THOUSANDS OF 
DOLLARS ADDITIONAL PROFITS. 


DEALER PRICE............Complete for $1 7.95 
Mail your check today. Put them to work immediately. 
Also write us about our annual “Research Management Service" 


AUTOMOTIVE ENTERPRISES 


Retail Research Specialists 


10600 Puritan Avenue Detroit 38, Mich. 





CARS WANTED 


1958 ORDERS BEING PLACED 


All Makes — All Models — All States 


New-car Dealers Interested in Volume Fleet Sales and Service, Contact: 


ROLLINS LEASING CORP. 


Wilmington 99, Delaware 


14th and Union Streets 





poorer rr ee ee ee OE EO OOO 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 


1 
! 
! 
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TRADE CONNECTION: 

Cer Dealer (] Truck Dealer [] Manufacturer [] 
Jobber [] Insurance’ [1] Financial [) Supplier 1 
Make of Car............ 606 OER CHASED Oba Oeh EN ORC heeeeanoees be4ane 
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Avalanche of applications continues... 


Over 2,500 Dealers Adop 
etre C.1-T. Car Warranty Plan / 


SE Seeeeee | First Four Weeks 


each with every year—are the ingre- | 


dients. The end product will be a| On October 28, a versal CLT. Credit! wai THE first four weeks following | 500th was Park Auto Sales, Cincin-|of the car and protects the b 
better life for 170 million Americans | Corporation moved its ofie trom | Past I launching of the hew C.1.T. sub-| nati, Ohio; the 1,000th in line was | against the cost of major mec 


today, 228 million by 1975. aa be naee Sas een iene sidiary, The Car Warranty Corpora-| Post Garage, Plattsburgh, N. Y., 






Our Business— 
Future 


Unlimited! 


One of the biggest stories 
in the world today is a 
story so vast that its total 
significance has yet to be 





repairs covered by the Warranty 





How the suburbs have grown: | New York City tion, more than 2,500 dealers have | while 2,000th place = to Wells | one full year. : 
210% in 40 years up to 1950: | “hii. functional building provides Universal | 8igned franchise — under | Motor Co. Inc., Greeley, Colorado.) 74,;, is the first wa ty p ; 
1957: 18.4%, Soberite te ao | C.LT. employees with expanded working fo- the Car Warranty a > hh @ be launched on a nationwide b 
of 42.5 million Americans. How the | “ties that are as comfortable and efficient Harold Bishop, president of the | prep eREST is enthusiastic and na-| | be Car Warranty Plan is se 
nation has grown: 64% in 40 years | ° ™odem technology can provide. new company, said that geography tionwide, and well-known dealers | »Y trained inspectors through 
up to 1950. Estimated increase |, 4 ©rdicl invitation to visit the new quarters | and mailing time make it impossible | 15+ to-coast are now selling guar-| ©o#*t-to-coast facilities of more 
fonen 1950 to 1957: 11 2 is extended to all Universal C.1.T.’s dealer| to be sure what dealership could | aioe used cars under the Car| 400 Universal C.LT. offices. 

: 3.52.25 friends who come to New York. claim the distinction of signing the | yw ate Plen 
: aaa coast-to-coast ferment first dealer franchise agreement. aw . . £+.2 
_ nt fact of U. S. life: Either of two may be holder of the 


Americans are making more money 
and working shorter hours than ever | 
before. They = — a of 
ev i including children and 
coaakien results: in the last six | 
Py) years, suburbs have grown six times | 
faster than cities. Some 80% of | 
future growth will be in Suburbia. 
More people want their own 
homes. In 1940, 41% of U. S. fam- 
ilies inhabited their own four walls. 
Today, 59% do. Twelve million 
homes were built since World War 
II and the trend is continuing to the 
, tune of about a million a year. 
Suburbia moves in cars and Amer- 
: icans like it that way. A decade ago 
| t drove 30 million automobiles. 
T y, 56 million. By 1975, an 
estimated 100 million. Already, | 
nearly half of all families earning 
$10,000 a year or more own two 
cars, and the $33.8 billion Federal 
highway program will further feed | 
the trend. 
The Automobile Business is a 
great business—let’s work to make 
it even better! 


~ Wheels and Deals 


| The plan is available to all deal- . 5 
first franchise, he said, naming | ers selling used cars—regardless yr = Plan 


Hodger Motors, Brooklyn, N. Y.. or | of their instalment financing ar- tor chem Senwenl tn bee 
Bledsoe Motor Company, Shreve- | rangements. ar aan he aenien aaa 


pest, Le. | | Under its operation, used cars are | get more effective performance f 
Other milestones in the spread of | thoroughly tested and inspected by | used car salesmen, resulting in 
the Car Warranty idea are more| The Car Warranty Corporation. | profit from the used car deps 
easily identified, Bishop said, nam-| Those that pass i ion, when | by selling used cars with the 
ing Inick Brothers, of Brooklyn,| sold, are issued a arranty that | anteed label. 
as the 100th dealer to sign, while the | guarantees the mechanical condition! Typical is the experience of © 
—$—$— — — | R. Jones, of Antietam Motors, § 
. : - _| Hagerstown, Md., who arrang 
-| have 12 cars inspected on October 
| sold and delivered two of them 





$50 in Cash— 


Yours for the 
Writing 

@ This is the first issue of the 
Sales Ticker, a monthly 
“bulletin board”’ of timely, 
new items desi to help 
automobile dealers and 


salesmen sell more cars, 
more profitably. 


@ The Sales Ticker will pay 
$50 in cash for any auto- 
mobile sales story or sales 
idea which is accepted as 
helpful to other dealers and 
salesmen in increasing ‘ 


@ Write your contribution to- 
day and send it to: Editor, 
Universal C.1.T. Sales Tick- 
er, 650 Madison Avenue, 

New York 22, N. Y. 
























First Car Warranty Clam 
Pays $142—But Fast! 


William Reddick of Welle: 
Island, New York, can claim 
distinction of being the first War 
ranty Holder to experience the 
nancial protections of the Car 
ranty Plan. On October 1, Red 

urchased a 1957 Mercury f 
Dembs Motor Company, W 
town, New York. The car had 
inspected that monning and was ¢ 
tified for a warranty. 

Mr. Reddick set out for his he 
and after driving 18 miles, dise 
ered that the automatic trans 
sion was not functioning prope 
He continued to his home, a 


Warranty Di: Boost Sales— distance of 75 miles. The next @ 


‘ he returned the car to De 
Car lot of Universal V: Inc., Long Island City, in the heart of New York's highly com- Motors, and examination revel 
petitive used car market, shown with Car Warranty banners and windshield signs on display. | that the entry of dust into the tral 
These are some of the | merchandising and sales aids supplied to dealers to help them mission fluid had damaged 


step up used cor sales with the Car Warranty Plan. transmission valves—somethii 
which could not have been 
pated at the time of inspection. 


The damaged parts were ref 


Towing and Roadside cagatm sos Roa 
Allowance Now $25 
same afternoon. Jones declared ti 


Policyholders to get extra benefits in most states _| both cars were sold by the Wa 















: 3 Bishop pointed out that the fF 
UNDER policies effective October | Colorado, Connecticut, Delaware,| affords dealers an additional sourt 
1, ice Fire Insurance Com- | District of Columbia, Idaho, Illinois,| of profit in a cumulative incre 
pany will reimburse policyholders | Indiana, Iowa, Kansas, Kentucky,| in parts and service business. 
or towing and roaduitle serviceclaims Maine, Maryland, Massachusetts, | dealer is paid by The Car Warr 
up to a maximum ampunt as high as | Michigan, Minnesota, Mississippi, Conporstion for all repairs cove 
byt 


| 







| $25, exclusive of the cost of materials | Missouri, Montana, Nebraska, Ne- e Warranty that the custo 
or parts. Heretoforeithe maximum | vada, New Hampshire, New Jersey,| must have on his car. 
amount was $10. New Mexico, New York, North 


o's ? Carolina, North Dakota, Ohio, Okla-| . 
This increased benefit for users . ee given merchandising “ 
| of the complete C.L,T. Time Pur- | bom; Oregon, Pennsylvania, Rhode | 7 a terial to assist them in this pr 


chase Plan adds an important sales- : making activity. 
pins to the ‘careiinee drivin , Paes: vielen spice: aes tem Dealers interested in learning m 
it is anticipated that these broader | about the Car Warranty Plan 










Dealers signing up for the plana 
isi and ..disp 







rt 


ct “The Power Steering, Power Brakes, and the Powers Model age that Universal CLT. dealers 


in the front seat are optional equipment” may mow ofte cor Hogers. benefits for Service Fire Insurance | urged to write to The Car Warrail 
OU.C.LT States in which the $25 payment | policyholders may become effective | Corporation, 650 Madison Aver 
he now applies are: Arizona, California, | in still other states in the near future. | New York 22, N.Y. 
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